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INSURANGE 


| Fifty-eighth Year, No. 8 


| Hartford Companies 
Show Total Assets 
Of $770,631,064 


| Increase of $16,666,401 in 1956; 
_ Total Surplus $304,194,344 
Gain of Over $4 Million 


| PRES. HULLETT STATEMENT 


' Hartford Fire Moderate Underwrit- 
ing Loss More Than Offset by 
Profit of Indemnity Co. 


The Hartford Fire Insurance Company 


and subsidiary companies report total - 


assets of $770,631,064 at the close of 
1956, and surplus to policyholders of 
$304,194,344. On December 31, 1955, the 
assets were $753,964,663 and policyhold- 
ers’ surplus $300,137,821. These figures 
are on the basis of the formula of the 
National Association of Insurance Com- 
missioner for valuation of securities. 
The Hartford Fire alone reports assets 
of $481,633,848 and policyholders’ sur- 
plus of $304,194,344 on December 31 last. 
There is a gain of about $1,700,000 in 
assets and of $4,057,000 in surplus. 

The Hartford Accident and Indem- 
nity had assets of $399,384,527 and policy- 
holders’ surplus of $123,563,820 when 
1956 closed. The assets were up nearly 
$20,200,000 and surplus gained $4,200,000. 


Underwriting Results 


President J. C. Hullett states in the 
‘annual report to stockholders that pre- 
‘miums written by the Hartford Fire 
were $150,096,025, an increase of slightly 
more than $2,000,000. Earned premiums 
were $148,334,072 against $147,275,855 in 
(1955. With expenses, losses and taxes 
incurred of $149,881,410 the Hartford had 
}an underwriting loss of $1,547,338, com- 
}pared with an underwriting profit of 
98,629,020 in 1955. Net gain from oper- 
eee $9,445,928 against $15,947,561 
in 


_ The Hartford Accident and Indemnity 
‘Teports 1956 premiums of $199,668,313 
against $185,042,179 the year before. 
‘There were earned premiums of 
297,547 and $180,953,202 respectively. 
‘Net underwriting income of the indem- 
tity company amounted to $2,166,604 
fagainst $11,600,463 in 1955. Counting 
Hinvestment income the net gain from 
Sperations was $8,645,690 compared with 
/$11,569,396 in 1955, when Federal taxes 
Pwere $5,700,000 higher than in 1956. 

In his statement to stockholders Pres- 


(Continued on Page 32) 
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Sun Life New Business 
$854 Million In 1956 
Sets Canadian Record 


President Bourke .Reports Assets 
Passed $2 Billion; Policyholder 
Dividends Increased 


INTEREST RATE AT 4.32% 


Insurance in Force Exceeds $7 
Billion; 37% Being on Lives 
Of U. S. Policyholders 


Montreal, Feb. 12—The largest amount 
of life insurance ever sold by a Cana- 
dian company in a single year was sold 
by Sun Life of Canada during 1956. Sun 
Life, now completing its sixty-second 
year of operations in the United States, 
placed $854 million of new insurance on 
its books to bring total business in force 
with the company to more than $7 bil- 
lion, also an all-time high. Thirty-seven 
per cent of the volume in force is on 
the lives of United States policyholders. 

George W. Bourke, president of Sun 
Life, the 
report and announced that a further in 


presented company’s annual 
crease in the scale of policyholders’ divi- 
dends to be paid during 1957 will again 
reduce the cost of life insurance. $31 
million, largest amount in the company’s 
history, will be paid out in policyholders’ 
Total policy pay- 
1956 ex- 
any 


the 


dividends this year. 


ments made by Sun Life in 
ceeded $137 million, or more than in 
1871, 
first Sun Life policy was written, 
$3,140,000,000 has 
holders, beneficiaries and annuitants 


Assets Pass $2 Billion 


preceding year. Since when 
over 
been paid to policy 


Other highlights of the Sun Life Re- 


port included the announcement that 
assets had passed $2 billion during the 
year and that the gross rate of interest 
earned on the assets had shown a further 
increase, reaching 4.32% by the end of 
the year, highest yield reported in 25 


years. “Because of the existing urgent 
demand for additional capital,” said Mr. 
Bourke, “the 


a continuation of higher interest rates. 


immediate outlook is for 


Periods of high interest rates are favor- 
able to a life insurance company to the 
extent that an increased yield on invest- 
ments enables the company to provide 
insurance at a lower cost. However, 
any feature of the economy that may 
indicate a condition of precarious sta- 
bility is to be regretted and, therefore, 
sudden changes in the interest rate level 
must be regarded with misgivings until 
stability is again reached. If high inter- 
est rates do not hold inflation in check 
they are of no value to the investor.” 

Last year Sun Life placed $89 million 
in new mortgage loans in spite of tighter 
credit conditions throughout North 
America. The company now has $60 


(Continued on Page 8) 
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New York State General Agents & Managers At Saratoga Springs 





By CLareNce AxMAN 


The New York State Association of Life Underwriters held its annual 
Saratoga Springs, N. Y., meetings on February 15-16. Chairman of the 
meeting was Harold A. Loewenheim, CLU, New York City. Officers of the 
association are Harold W. Baird, CLU, New York City, president; Joseph 
N. Desmon, CLU, Buffalo, vice president; Lewis J. Montani, Pittsburgh, 
secretaty-treasurer; and Spencer L. McCarty, CLU, Albany, managing di- 


rector. 


The Saratoga Springs conventions have always been among the most 
informative insurance gatherings in the production field. After each speaker 
comes a question and answer period. The meetings are held in the Gideon 


Putnam Hotel. 


Pille Comments on Competitive Situation 


Security Mutual Life President Discusses Price and Policy 


Coverages, Group Limits, Multiplicity of Contracts 


Richard E. Pille, president, Security 
Mutual Life of Binghamton, N. Y., in an 
address before New York State Associa- 
tion of Life Underwriters meeting in 
Saratoga Springs last week, discussed 
Government actions which directly or 
indirectly affect or influence the insur- 
ance business; actions of field manage- 
ment with particular reference to per- 
formance in selection and training and 
the consequent feelings of job satisfac- 
tion involved; and industry actions, par- 
ticularly those taken by individual com- 
panies to attract business through the 
measures of competitive underwriting, 
price and policy coverages. It was his 
opinion that in some form or other the 
agency system will endure. This is 
largely because insurance is a person to 
person sale. It is a fair bet, he said, 
that as long as there is not compulsory 
insurance salesmen will be needed to sell 
it. If salesmen are required, then local 
managers are needed too—to find sales- 
men, select, train, motivate, direct and 
manage them. 


The Competitive Situation 


During the course of his address Mr. 
Pille expressed concern over actions by 
companies within the industry to attract 
business through competitive premium, 
price, policy coverage and similar meas- 
ures, 

“As one company president,” he said, 
‘it would be unfair and unwise for me 
to censure the practice of any company; 
in fact, I might not have the informa- 
tion or the ability necessary to appraise 
another company’s action accurately, As 
long as a company operates within the 
law, it is the responsibility and the 
privilege of each company to manage 
itself in the way it thinks best. That 
is America in operation.” 

Nevertheless, he continued, he saw 
some action and problems which dis- 
turbed him as an individual and he also 
felt disturbed some in his audience. They 
were facing company-created challenges 
and problems, and he felt some illustra- 
tions he intended to give “can influence 
the course of events in these matters 
far more than you now believe.” 


“The Price War” 


Mr. Pille then began by asking what 
those present thought of “the price 
war.” Continuing he asked: “Do you be- 
lieve that all this fussing about rates, 
mortality tables, discounts, etce., will 
change ultimate insurance costs very 
much, or will they simply redistribute 
the costs? If you believe this, do you 
also believe the public may be misled 
in this respect? Of course, if the basic 
henefits are being changed, that’s a dif- 
ferent story. Do you think they are? 
Is it probable that the inevitable end of 
such a war is costly misiudgment on 
the part of some with harm to policy- 
holder and industry? Is it wise for a 
Mutual company to bring its premium 








RICHARD: Ex PILLE 


levels down too low, possibly to the point 


of future policyholder satisfaction if the 


participating margin is so thin that divi- 
dend results as against expectations may 
be disappointing ?” 
Group Limits 
Mr. 
of Group limits. 
“Do you know 


Pille next took up the question 
Continuing he said: 

what the proper an- 
swer should be?” he asked. “No busi- 
ness can long deny the public demand 
for one of its products. The strength of 
Group insurance is in its relatively low 
annua] cost, its availability to all in a 
particular group, and the gentle mechan- 
ical compulsion to save and_ protect 
through the medium of paycheck deduc- 
tion. Yes, it’s not permanent, but are 
there legislative limitations on the 
amount of individual term insurance a 
man can or should buy? 

“Now these statements do not imply 
support of unlimited amounts of Group 
insurance, nor do they imply that large 
amounts of term insurance are what an 
insured should own. They are questions 
aimed to make us see both sides of the 
question. Perhaps, we ought to spend 
more attention to supplementing indi- 
vidual group ownership with regular in- 


dividual policy ownership as well. Has 
that been adequately done?” 
Multiplicity of Contracts 
The next subject discussed by Mr. 
Pille was multiplicity of contracts. He 


asked if they were necessary variations 
of the relatively few basic forms of 


coverage. In his opinion there was fair- 

ly sharp warning of danger in this direc- 

tion in the famous TNEC (O'Mahoney 
(Continued on Page 6) 


_ does it do it? 


Career Recruiting On The Campus— 


Undergraduates Want Work in Dynamic, Competitive Sphere 
Where They Can Help Give Social Service 


Why don’t more members of the grad- 
uating classes of the colleges and uni- 
versities adopt life insurance as a Ca- 
reer? 

The answer was given at the Saratoga 
Springs annual meeting of New York 
State General Agents 
last week by Jack Goodman, Princeton 
student, who had been asked by Harold 


and Managers 


A. Lowenheim, chairman of the meeting, 
to give the answer. 

Lowenheim could not have made a 
better choice of a speaker on this sub- 
ject as Goodman was feature editor of 
the insurance career issue of The Prince- 
tonian gotten out some weeks ago with 
great success. Son of a Cleveland manu- 
facturer, his mother is a woman who has 
won note as a writer, 


No Sign of the Product Visible 


In gathering material for the career 
issue Goodman visited a number of in- 
surance companies accompanied by some 
of his editorial associates. One thing 
which amazed the Princetonians was the 
scene in one of the biggest insurance 
company home office buildings. 

“Working on the floor were hundreds 
of employes busily engaged at desks or 
machines,” he said. “But at what were 
they working so hard? There was no 
sign of the product in sight. Yet, their 
work was in connection with a product 
affecting the lives of nearly everyone 
in the nation. It is a product which 
keeps families together, enables policy- 
holders to maintain their homes and liv- 
ing conditions after the policyholder 
dies, and that is a prop to help per- 
petuate business institutions. But how 

: nye 

Undergraduates once a year find them- 
selves besieged by business concerns, in- 
cluding insurance companies, when they 
are offered jobs, sometimes at fantastic 
remuneration, and from all of those job 
invitations they must make a choice. 
In Mr. Goodman's opinion not enough 
attention is paid to the student’s psy- 
chology and his objectives. : 

“Those offering opportunity to enter 
the insurance field describe their busi- 
ness as a great institution, offering them 
security, chances for advancement. and 


good pay,” he said. “In my opinion, 
those are not the arguments which 
should be presented. For one thing, 


little is said about the product itself.” 
Psychology and Motivation of Students 


In Goodman’s opinion the average 
student is not much impressed by sales- 
manship as a career. He may have 
friends who have sold some insurance, 
have noted they are even apologetic 
about it as they have a guilty conscience 
about making money through friends if 
they sell them policies. 

“These students are not interested in 
the monetary compensation angle,” he 
continued. “The highest positions on the 
campus are those of a service nature 
which are not remunerative per se. Now, 
if life insurance were presented to them 
from the standpoint of furnishing an 
opportunity to represent an institution 
giving a fundamental service to the com- 
munity, more students would look on the 
vocation favorably.” 

Another angle: the student is not im- 
pressed, he said, by any representative 
coming to the college who apparently 
will take on anybody willing to enter 
his particular field. So many jobs are 
being offered that the whole process is 
cheapened. But the student is impressed 
by some of the corporations which they 
regard as unusually selective, who will 





JACK GOODMAN 


not accept more than two or three men 
from the class; who turn down all the 
others. He mentioned two of the suc- 
cessful ones on the campus recruiting 
hunt as International Business Machines, 
Inc., and Procter & Gamble. To get 
bid from either of those two, he said, 
is regarded as a great achievement. 


Want Dynamic, Service-Giving Career 


Mr. Goodman thought that the men 
coming to the placement bureaus should 
be closer to the age of the graduates, 
somewhat older of course, but still what 
they call “sympatico.” They must have 
about them the -aura of and 
give the impression that affiliation with 
them would be a happy union 

Another angle cited by Mr. Goodman 
is that the student wants to have a 
vocation which stimulates, even excites 
him, preferably something dynamic. 
The student would like to follow a ca- 
reer which is dramatic, where compe- 


success, 


tition is brisk and where all of the 
battling instincts are aroused. All 
through his undergraduate years a stu- 


dent is up against competition—the fight 
for high scholastic grades, for member- 
ship on the team, for election to the fra- 
ternity which appeals to him, for a per- 
sonality victory which will enable him to 
win companionship with men on_ the 
campus whom he respects and admires 
Competition appeals to them. Under- 
graduates are not interested in security 
at that stage of their life 

Still another factor which Mr. Good- 
man discussed is that of advertising in 
national magazines. Some ad campaigns 
he regards as of promotional type. Some 
gave what he regarded as over-empha- 
sis on cost. Personally, he did not see 
enough about the product itself in a 
number of the ads, although some com 
panies present the insurance coverage 
in a way which is satisfactorily appeal 
ing. 

In explaining what he had in mind he 
said: 

“When we began to work on the 
editorial end of our insurance careet 
magazine we decided to give demonstra 
tions of what insurance companies are 
accomplishing outside of the mere cov 


erage aspect,” said Mr. Goodman. “As 
an illustration, we asked an executive 
to write about the investments in the 


New Jersey turnpike. Insurance compa 
nies financed it and saved the state mil- 
(Continued on Page 6) 
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Saratoga Springs 





Question Floors Fortune Editor 


Stryker Ducks Query Whether He’d Rather Be General Agent 
or Agency Manager; Describes “Top Executive 
Control” Survey 


It seems incomprehensible, but an edi- 
tor of Fortune magazine which ponti- 
fically and continuously tells how big 
industry clicks, and also advises it how 
to click, had to admit at the Saratoga 
Springs convention of the New York 
State general agents and managers last 
week that he couldn’t answer one of 
the questions from the floor. He finally 
shrugged his shoulders and sat down. 

It was the first time at a Saratoga 
convention of insurance men that a 
Fortune editor admitted there was some- 
thing about big business which was be- 
vond his grasp. The speaker was Perrin 
Strvker, member of the board of editors 
of Fortune, and there are 22 of those 
editors. He was the third Fortune edi- 
tor who has appeared before New York 


insurance men at a Saratoga Springs 
meeting. Probability is that next year 
an invitation will be extended to a 


McGraw-Hill editor. That is the largest 
organization in the trade press field. and 
publishes a large number of business 
magazines, including the best of all of 
them—Business Week. 


What to Be? General Agent or Manager 


The question was not simple. Boiled 
down it was whether an agency execu- 
tive blessed with initiative, aggressive- 
ness, imagination, good at recruiting, 
having a keen understanding of financial 
pre oq both his own and the public’s, 
and a lover of independence, should se- 
lect : as his ultimate career goal the post 
of general agent or that of manager of 
an agency. In the former, he is assumed 
to have more independence of action. In 
the latter, he has more guidance from 
the home office about decisions. 

Editor Stryker tackled this 
courageously and confidently, calling 
upon his background, experience and 
powers of observation, but interroga- 
tions came thick and fast from the floor. 
The topic proved too difficult for him to 
answer. As he sat down Chairman Har- 
old A. Loewenheim, manager of a Home 
Life agency in New York, and an un- 
usually intelligent and able agency ex- 
ecutive, as well as a splendid chairman 
of a meeting, walked over to the editor 
and apologized, saying “The question 
is unfair to you.” 


A Subject of Top Current Interest 


question 


Subject of Editor Stryker’s address 
was “Tomorrow’s Agency Head: Busi- 
ness Man or Bureaucrat.” But most of 
his comments were devoted to discussing 
the 10le played in big industry by the 
men who have top control in directing 
a corporation’s destinies and operations. 
Also discussed were the functions and 
abilities of the top executive in contrast 
with those of the “bureaucrat.” Whether 
Mr. Stryker knew it or not, he was 
walking on one of the chief “hot spots” 
burning in home offices of large insur- 
ance companies. In brief, that spot is 
this: 

Insurance companies are growing fast- 
er than any other concerns in the Amer- 
ican economy. The increases are in as- 


sets, insurance in force, diversities in 
coverage, multiplicity of operating divi- 
sions, all resulting in a snowballing of 


problems which are giving concern and 
demanding intense attention of the com- 
panies. A major question, necessarily, 
involves the characteristics as well as 
the functions which should be possessed 
and the functions which should be deter- 
mined in case of the executive who 
dominates and directs the contro] of the 
company. 


Fortune Survey to Have Control Defined 
by Top Executives 


Institutionalism is growing in life in- 


surance and he commented on that angle 
as well as on decentralization trends. 
The Fortune editor described a survey 
Fortune had made in seeking the views 
of 100 of the super-top executives in 
American industry. Fortune was seeking 
to have officials define what the top 
executives realistically control. This 
survey disclosed his functions to be as 
follows: 


A. Set policies and plan objectives. 


B. Make major decisions on 
which significantly affect profits. 
several major functions. 


subjects 


C. Co-ordinate 


D. Maintain and develop organization 
of trained men, the junior executives, 


E. Delegate responsibility, authority and 
control of performance. 


Impersonality and Objectivity 


“Institutionalization is the compulsion 
of the corporation to institutionalize and 
thus perpetuate itself,’ Mr. Stryker said. 

“It is essential to keep the organization 
dynamic and ready to change to new 
methods. Both policy study and reap- 
praisal for change are necessities, If 
there is antipathy to change and too 
much rigidity, eventually the corpora- 
tion may collapse. On the other hand, 
if there are too many changes, chaos and 
disorganization may follow. The insur- 
ance business, for instance, is not in the 
same position in which the automobile 
manufacturers find themselves—the con- 
stant changing of car styles in order to 


make merchandising continuously suc- 
cessful.” 
The speaker also pointed out the 


necessity of a successful top executive 
possessing the quality of impersonality 
or objectivity. He must ever keep in 
mind that the job performed by him is 
the chiet consideration and not make 
decisions from the standpoint of his 
personal advancement or success. 


Says Not Every “Executive” Is One 


During his talk Mr. Stryker pointed 
out the at just because a man thinks he is 
an “executive” does not mean that he 
actually and realistically is one. He may 
be merely a “bureaucrat” whose every 
action must meet the approval of some 
man higher up. There are companies 


which have dozens of “executives.” But 
is that their real rank? 
In discussing decentralization, the 


speaker intimated that this may be really 
the creation of a number of jobs in the 
decentralization office where executives 
are subject to higher authority. Thus, 
he said, hundreds of executives are 
created who are not really executives in 
his opinion, Mr, Stryker did not call 
attention specifically to the decentralized 
regional home offices of The Prudential 
of which there are six with another to 
be built and operated in Boston. And 
in the question and answer period no 
one from The Prudential home office 
or field, who was present asked any 
questions about decentralization. As to 
the home office men present they are 
not expected to indulge in the Q. and A. 
part of the program unless asked by 
the chair to give their views. 

But general agents and managers on 
the floor wanted the speaker to give ex- 
plicit views of what qualities are essen- 
tial in management of an _ agency, 
whether managerial or a general agency. 
He analyzed various qualifications and 
abilities he thought essential to be pos- 
sessed by man running agencies. Asked 
what would be his career choice, “gen- 
eral agent or manager,” he preferred not 
to get out on that limb. 


Thore Tells of Many 
Washington Activities 


MONETARY COMMISSION MOVE 


General Counsel of LIAA Sees Mone- 
tary Controls Policy Taking 
on Wider Significance 


Saratoga Springs, N. Y.—Renewed in- 
flation, the adequacy of present monetary 
controls and the pending proposal to 
create a National Monetary Commission 
are among the more important matters 
of concern to the life insurance business 
now developing in Washington, it was 
stated here by Eugene M. Thoré, gen- 
eral counsel of the Life Insurance Asso- 
ciation of America, at a meeting of the 
General Agents and Managers of the 
New York State Life Underwriters Asso- 
ciation. 

Mr. Thoré said that as trustees of the 
savings of more than 100 million people, 
the life insurance business has a respon- 
sibility to aid in challenging inflationary 
pressures. He pointed out that the busi- 
ness has supported Federal Reserve 
monetary policies in the public interest 
and has advocated elimination of pegged 
interest rates on VA and FHA mort- 
gages to stimulate availability of credit 
in these areas. 

“The current debate over monetary 
policy is not an isolated episode result- 
ing from a temporary tightness of 
credit,’ Mr. Thoré emphasized. “It is 
part of a long-range complex of factors 
which have led many observers to be- 
lieve that the time has now come for 
a penetrating re-examination of the en- 
tire credit mechanism. This could in- 
clude consideration of the effectiveness 
of present monetary controls in helping 
to regulate economic trends toward in- 
flation and recession; the adequacy of 
present sources of long-term credit to 
provide capital for economic growth to 
satisfy the demands of a rapidly grow- 
ing population and the need for develop- 
ing additional productive capacity, as 
well as the ever-present needs of gov- 
ernment to manage public debt and 
finance its large budget. 

“The President recommended in his 
State of the Union message that a 
National Monetary Commission of civi- 
lian experts be appointed to study and 
explore ‘possible needs for establishing 
regulations or extending or revamping 
present monetary controls in the light 
of all these considerations,” Mr. Thoré 
pointed out. “Congress apparently shares 
the President’s views that such an in- 
quiry may be needed, but is firm. in its 
opinion that members of the Congress 
should also serve on such a Commission. 


Will Study Insurance Investments 


“Inherent in the considerations of the 
proposed Commission is an appraisal of 
the financial institutions which have 
grown to importance to the economy 
and which feel only indirectly the effects 
of present monetary regulation. Life 
insurance company investments have 
long been a major element in the nation’s 
financial and industrial growth and it 
seems probable that their steadily grow- 
ing significance in this basic economic 
and social area would be given detailed 
study by the proposed Commission. 

“There has been no comparable study 
for nearly fifty years,” he said. “The 
unprecedented economic growth of the 
past decade has led many to believe 
that the proposed re-examination of 
credit and its regulation cannot be cur- 
sory. It will require much time and 
study. Its findings will warrant careful 
weighing if they are to be shaped into 
new or revised controls over a credit 
structure that has undergone much ex- 
pansion and alteration in the past twen- 
ty years. Implicit in such controls is 
the question of their relationship to the 
regulation of the financial aspects of the 
insurance business.” 

Citing the current concern over infla- 
tion and the proposal to create a mone- 






Editor of “Think” Explains 


His Recipe for Success 

The Saratoga Springs meeting of the 
New York State General Agents and 
Managers concluded last Saturday 
with an inspirational address by Dwayne 
Orton, editor of the “Think” magazine 
of International Business Machines, Inc., 
established by the late Thomas J. Wat- 
son. Mr. Orton is also educational con- 
sultant of IBM. Brilliant, emotional, 
one of the great professional speakers, 
Mr. Orton is in wide demand as a speak- 
er before business gatherings. 

As to qualifications of a_ successful 
manager he said the latter “must have 
a feeling of inner serenity and poise, 
plus a sense of divine discontent. His 
principal concept must be of service on 
behalf of the general welfare.” Principal 
advice to the managers and general 
agents in life insurance he gave was 
“Knowing why is more important 
than knowing how.” 





tary commission as illustrations of the 
constantly expanding area of relations 
between the life insurance business and 
government, Mr. Thoré said that future 
contacts and relationships between the 
Federal government and the _ business 
will continue to multiply in number. He 
stated that favorable outcome of prob- 
lems can be brought about only in a 
climate of good relations based on mu- 
tual respect and understanding. 

Mr. Thoré pointed out that basic is- 
sues such as social welfare, inflation and 
taxation problems of earlier years are 
still of importance to the business. They 
have resulted in development of related 
issues and still newer considerations have 
been added to the list, he said. 


Engaged on Many Fronts 


“The life insurance business is prob- 
ably engaged on more fronts in Wash- 
ington than any other business or 
industry, Mr. Thoré continued. “Our 
relationships with the government stem 
from four possible roles of government 
—as a regulator, a tax master, a com- 
petitor and an employer-customer. 

“One does not have to deal with the 
government on behalf of life insurance 
for very long before realizing that old 
problems, like old soldiers, never die— 
in fact not many of them even fade 
away. Consequently, the relationship 
between life insurance and the Federal 
government is both long-range and con- 
tinuing. We cannot afford to make short- 
range decisions at the expense of long- 
term objectives and relationships. This 
means that industry policy must be 
ma ise formulated for the long pull. 

“It will be appreciated that presenta- 
tions before Congress or government 
agencies are effective in proportion to 
the breadth of the arguments we em- 
ploy. As for example, in monetary mat- 
ters, we speak convincingly on_ behalf 
of millions of policyholders, when we 
speak of the ravaging effect of inflation. 
However on occasion we must present 
arguments based on self-interest, this 
being a recognized responsibility of any 
business association. Again, such an 
argument must be as broad as possible,” 
Mr. Thoré said. 

“It is our responsibility to genuinely try 
to be helpful in response to the many 
inquiries and requests for assistance 
which we received from the government 
and yet protect the long-range interests 
of the life insurance business. This is 
the only way we can hope to build a 
solid liaison between life insurance and 
government.” 

Mr. Thoré classified the problems of 
government and life insurance into seven 
categories. These include taxation, health 
insurance, social security, regulation, in- 
vestments, insuring Federal, civil and 
military personnel and an area of mis- 
cellaneous items which sometimes lie 
within but are not exclusively concerned 
with the other categories. 


(Continued on Page 6) 
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For Penn Mutual men there are many ways up—because Penn 
Mutual opportunities go to Penn Mutual men. And they lie in 
many areas of responsibility—life underwriting sales, sales super- 
visory work, management and General Agency opportunities— 
whatever the individual is most interested in and best suited for. 


Whatever path the Penn Mutual underwriter decides on, he can 
be certain that the company will do everything in its power to 


Back of Your help him realize his goal...through intensive training and 


Independence educational programs and through plentiful opportunities to 


Stands The Stee . ve é ae 
PENN MUTUAL test his wings in actual positions of responsibility. 


You see, we believe in our “men with a future.”” We know they 
represent our future. 








THE PENN MUTUAL LIFE INSURANCE COMPANY « Independence Square, Philadelphia, Pa. 
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Richard E. Pille 


(Continued from Page 3) 


power report) of some years That 
report, Mr. Pille continued, “was made 
long before the present flurry of mathe- 
matical mi inipulz itions.” He asked these 
questions: “Will we ultimately pay for 
increased costs of handling through these 
complexities, and, more important, will 
we pay in lost public confidence because 
of confusion and misunderstanding 
among policyholders and the public?” 
Next taken up by Mr. Pille was what 
to be “over-extension of bene- 
asons.” He especi- 


ago. 


he alleged 


fits for competitive re 
ally referred to the Accident and Health 
field. 

“It is a fact that an A.&H. pre- 


mium designed just to meet a loss ratio 
in time of prosperity and full employ- 
ment will not be sufficient when the eco- 
nomic tide turns,” he said. “Is guaran- 


teed renewable a panacea for all ills of 
\.&H.? Will the relatively untested 


practice of increasing rates by classes 
induce companies to use a far-too-low 
going-in rate because they feel the rate 
can later be adjusted if it proves insuffi- 


cient: but can it be increased practicably 
if the rate increase has to be too 
sharp ?” 


Turning to direct sales from company 
to the buyer Mr. Pille asked: Do you 
believe that sales pay includes compen- 
sation for not made as well as 
made and commission rates must 
include some the salesman’s 


sales 
that 
loading for 


promotional and educational effort be- 
yond the specific sale? 
“Now, if you are disturbed about these 


things and others, what are you doing 
about them in your own company? Are 
you, by chance, asking for some of the 
very things that disturb you? Field 
pressure is not a theory—it exists. Home 
office pressure is not a theory—it exists, 
too. Successful men in either home of- 
fice or field will be recognized when they 
speak and their opinions will carry 
weight,” he continued. 
Attitude of Sales Management 

“If you—field sales management—ask 
constantly for low price, extended bene- 
fits, multiplicity of contracts, or what- 
ever it is, you'll get them in time. You 


can wear down resistance. But if some 
of these things disturb you and instead 
you say to your home office, ‘let’s stop 


this parade and begin to sell again more 
on needs,’ the force of your opinion could 


operate as a very effective brake on 
some of the actions which now concern 
you, 

“Will I offend you when I say raise 


your voices, but consistantly, and don’t 
say one thing in print and on the plat- 
form and then put pressure on your 

ompany for the opposite? Do I offend 
you if I say that field sales management 


should do privately and_ individually 
what it asks for collectively and pub- 
licly ?” 


sy B. Langley Dead 


A. Langley, 79, formerly 
of es Carolina Life Insurance Co. (o- 
lumbia, S. C., died February 16. He was 
a former president of Life Insurers Con- 


president 






N. Y. State General Agents & Managers 


Eugene Thore 


(Continued from Page 4) 


Views on Bank Loan Plan 


Touching on the bank loan plan, Mr. 
Thore said: “The bank loan plan prob- 
lem is controversial within the business. 
One view is that the law should be 
amended to outlaw interest deductions 
on all bank loan plans. The other is 
that existing law should be strengthened 
to prevent single premium purchases 
with borrowed funds which get around 
existing law. The Treasury favors rul- 
ing out all bank loan cases, but I doubt 
whether the Ways and Means Commit- 
tee will go that far. The chances are 
that any amendment adopted this year 
will not go beyond strengthening the 
existing law to prevent devices in the 
nature of single prema 4 ie ans.” 


Jack Goodman 


(Continued from Page 3) 


lions. We also had an article about one 
of the shipwrecks and the hero of that 
disaster—the ship’s captain who _ re- 
mained aboard until the last minute as 
the ship was about to sink, the last man 
taken off. Insurance companies insured 
that ship. 

“We made the issue as readable as 
possible, not just a description of the 
technique of insurance. Nothing is more 
important to the nation’s economy than 
insurance is. We printed the dramatic 
side; made the undergraduates feel more 
desirous of playing a role in a field so 
important to America.” 


N. J. Variable Annuity Bills 


The New Jersey Assembly on Monday 
passed the three variable annuity | bills, 
sending them to the Senate. They would 
permit the writing of variable annuities 
by life insurance companies in that 
state. 


John K. Taylor Dead 

John K. Taylor, 67, agency manager, 
Equitable Society at Louisville for 17 
years, and who retired in 1954, died on 
February 5. After serving overseas in 
World War I, he became an Equitable 
agent in Oklahoma ; was transferred to 
Kansas City as an assistant agency man- 
ager in 1925 and returned to Oklahoma 
as a manager of a unit, he later devel- 
oped into one of the three largest in the 
Society. In 1936 he became Dayton, Ohio, 
agency manager and in following year 
Louisville manager where he built up 
an agency to reach $10 million the year 
before his retirement. 


New York CLU Chapter 
To Hear Harry Krueger 


Harry Krueger, general agent in New 
York for Northwestern Mutual Life, 
will discuss his company’s new policy 
portfolio, “Quantity-Earned Savings— 
Premium Gradation by Size,” at the 
February 27 meeting of the New York 





ACTUARY 


Life and multiple line insurance company 
in Hawaii is expanding. Should have major 
experience in life and accident and sick- 
ness. Age 45 or under. Should have insur- 
ance accounting background, able to 
handle annual convention statements. This 
is a position for a person who can accept 
responsibility, leading to an officership with 
the company. All replies confidential. Write 
giving complete experience, background 
and salary expected to Box 2492, The East- 
ern Underwriter, 93 Nassau Street, New 
York 38, N. Y. 











Smith Succeeds Brewer 

John V. Smith, CLU, has been ap- 
pointed general agent of Charlotte, N.C. 
agency, Mutual Benefit Life, succeeding 
Charles E. Brewer, Jr., CLU, who has 
resigned his general agency duties. 

Mr. Smith, who has been a supervisor 
in Mutual Benefit’s Philadelphia agency, 
joined the company in 1952, previously 
being with another company in that area. 
He attended University of Pennsylvania. 
In the Philadelphia welfare field he has 
participated in campaigns for Commun- 
ity Chest, American Heart, cancer re- 
search and mentally retarded children. 
Mr. Brewer, who joined Mutual Benefit 
in 1928, was ‘at the home office in Newark 
from 1940 to 1944 when he became assis- 
tant superintendeng of agencies and in 
1947 was Charlotte general agent. 


Inter-American Conference 
In Puerto Rico May 13-16 


The Puerto Rico Association of Life 
Underwriters has announced that final 
arrangements have been made for the 
celebration of the first conference of 
Life Underwriters of the American 
Hemisphere. It will be held May 13-16 
in the Caribe Hilton Hotel, in San Juan. 

The Puerto Rico Association and the 
National Association of Life Under- 
writers have prepared a program of 
sales clinics; conferences among repre- 
sentatives of different countries; dis- 
plays and exhibits of sales materials and 
related literature; as well as talks by 
leaders in the business. 

One of the important decisions to be 
made will be the proposed formation of 
a permanent group, tentatively known 
as the Inter-American Association of 
Life Underwriters. 

Since the conference will be bilingual 
(English and Spanish), the most modern 
form of translation will be used for 
the meetings, similar to the system used 
at the United Nations, wherein the 
listener hears the translation almost as 
quickly as the original language is 
spoken. 


LIAMA Meeting Dates 


Three spring conferences have been 
scheduled by Life Insurance Agency 
Management Association as_ follows: 


Agency Management Conference—March 


18-20 at Edgewater Beach Hotel, Chi- 
cago; Accident & Sickness meeting— 
April 15-17 also at Edgewater Beach 
Hotel. 


The Combination Companies’ Confer- 
ence, set for April 29 to May 1, will be 
held at ciate Beach Hotel, Holly- 














LIFE-ASST. AGENCY DEPT. 
SECRETARY—$9,000 


Eastern Company of excellent repu- 
tation. To qualify: Age to 35, Life- 
Office management or accounting back- 
ground. Prime duties: Administration 
District Agency Development plan. 
Prepare Agents—General Agents con- 
tracts, make Agency cost analyses, etc. 


SPECIAL AGENT—$8,500 


Age to 42, background of at least 5 
years field experience (A&H—Individ- 
ual). No overnight travel. Position is 
with high calibre General Agent— 
East (not N. Y. City). 


All inquiries handled confidentially. 


FERGASON PERSONNEL 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














Franklin Life Promotes 


Dr. Henry, W. A. Rigsbee 


At the recent annual meeting of the 
board of directors of Franklin Life, 
Springfield, Ill., two home office promo- 
tions were approved. Dr. William A. 
Henry, a member of the home office 
staff since September, 1952, 
moted to the position of associate medi- 
cal director. Dr. Henry received his 
M.D. from the University of Arkansas, 
School of Medicine, in 1946. He interned 
at Arkansas Baptist Hospital in Little 
Rock, and served for two years in Army 
hospitals with the Army Medical Corps. 
Upon release to civilian life in 1950, he 
entered private practice in Russellville, 
Arkansas, and has since completed gradu- 
ate work in electrocardiograph interpre- 
tation at Michael Reese Hospital, and 
Northwestern University Hospital in Chi- 
cago. He is a member of the American 
Medical Association. 

At the same time the board approved 
the appointment of William A. Rigsbee 
to the position of administrative assist- 
ant. A native of North Carolina, Mr. 
Rigsbee served with the Army Military 
Government in Germany for two years 
from 1944 to 1946, and graduated from 
Duke University at Durham in business 
administration in 1950. During his school 
years he had experience in the Home 
Security Life at Durham, and in 1950 
became manager of the Ordinary division 
of that company and assistant secretary 
in 1954. Mr. Rigsbee went to the Frank- 
lin in May of 1956. 


was pro- 


Westropp Asst. General Agt. 

Promotion of Robert A. Westropp to 
assistant general agent at the Cleveland 
general agency of Aetna Life has been 


announced by G. B. Chapman, general 
agent. 

Mr. Westropp, who attended John 
Carroll University, joined the Aetna 


Life in 1950 as a representative at the 
Cleveland agency and was subsequently 
promoted to supervisor. For the past 
three years he has received the National 
Quality Award, presented for outstand- 
ing achievement in the life insurance 
field 
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by millions in Life ‘ 
Saturday Evening Post 
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A Travelers Leader 


HARRY POTASH 


Harry Potash has been announced by 
The Travelers as one of the leading life 
insurance agents for that organization 
during 1956. He represents The Travel- 
ers through their 42nd Street, New York, 
office. 

Mr. Potash will be honored as one of 
the companies’ leading writers of life 
insurance at the third annual meeting 
of The Travelers Inner Circle at the 
Boca Raton Hotel, Boca Raton, Fla., 
during March where he will become a 
member of the Order of the Tower, 
top honorary agents’ organization. 

He joined The Travelers in 1944 and 
has been a consistent producer during 
the years he has been with the com- 
pany 











Zook Named Counsel 


David L. Zook has been appointed 
counsel of Old Republic of Greensburg, 
Pa. 

Mr. Zook previously served as assis- 
tant counsel of Manufacturers Casualty. 
He is a graduate of Juniata College, 
Huntingdon, Pa. and of Dickinson 
School of Law at Carlisle. He is a mem- 
ber of the Cambria County, Philadelphia, 
Pennsylvania and American Bar Asso- 
ciations, 


Equitable Society Makes 
Salary Savings Changes 


Seven men have been promoted by 
Equitable Society in its Salary Savings 
division. The moves are designed to 
provide further managerial assistance to 
agents in meeting the growing market 
for Salary Savings, Equitable’s plan for 
selling Ordinary through payroll deduc- 
tions. 

Five of the appointees were elevated 
from divisional to departmental mana- 
gers in their respective regions and their 
headquarters remain unchanged. They 
are: Otto W. Chadbourne, CLU, western 
department, San Francisco; Edgar B. 
Gibson, north central, Chicago; James 
B. Kennedy, New York metropolitan, 
New York; Charles W. Ransom, south 
central, St. Louis, and William E. Van 
3runt, Jr., northeastern, New York. 

Another appointee, Henry B. Mitchell, 
formerly divisional manager for the 
northeastern department, has been named 
to the new post of Salary Savings ac- 
count manager at the home office in 
New York. His chief responsibility is to 
supervise specific Salary Savings ac- 
counts throughout the nation in co- 
operation with regional managers. He 
has been succeeded by John T. Wells, 
Jr., former assistant divisional manager 
in the northeastern department who re- 
tains his headquarters in Springfield, 
Mass. 


abundance. 


ance background, etc. 








Sun Life Report 


(Continued from Page 1) 


million invested in home and other mort- 
gages. Bond holdings of all types now 
total more than $1,200 million. Of the 
company’s total invested assets, 47% are 
in the United States. 

Mr. Bourke reported that premiums 
received from _ policyholders in 1956 
amounted to $194 million with total in- 
come from all sources more than $312 
million. He said that the company’s sur- 
plus, which operates as a safety margin 
to ensure that the responsibility of the 
company to its policyholders will be 
fully carried out, now amounts to $141 
million. Speaking of the new insurance 
sold by Sun Life last year, he said that 


Life Department Manager NEEDED! 


We are a large progressive multiple line agency 
in New York City, representing one of the oldest life 
companies. An opening now exists for a wide-awake 
life manager with brokerage following and know-how. 
If you like to work with brokers we have them in 


Will pay good salary plus incentive compen- 
sation. Write us about yourself giving life insur- 


Address Box 2498, The Eastern Underwriter, 93 
Nassau Street, New York 38, N. Y. 











$259 million was Group insurance, repre- 
senting 30% of total sales, and bringing 
Group insurance now in force to $214 
billion, mostly in the United States and 
Canada. Ordinary life insurance written 
in 1956 increased 15%. Sun Life now 
has a grand total of 2,147,000 individual 
policies, annuity contracts and Group 
certificates in force. 

Looking to the future, Mr. Bourke told 
Sun Life 
activity today is at an all-time high with 


policyholders that business 
capital expenditure likely to continue at 
a high level. Capital expansion, of 
course, must be matched by a corre- 
sponding level of saving if a balanced 
economic growth is to be maintained. 
The life insurance business can and will 
play an important part in achieving this 
worthwhile objective. 
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A Sales Clincher! 
"The New QUANTITY DISCOUNTS 





are a sure fire close” 





the new 


There are no sweeter words — or music either — than this capsule salute by 
BANKERS SECURITY General Agents to the quick reception accorded 


QUANTITY DISCOUNTS 
“Straight across the Board” 


That’s a rate reduction of $2 per $1,000 on 
that portion of the face amount of the policy 
which is in excess of $5,000—a reduction 

that applies to ALL ORDINARY AND LEVEL 


TERM PLANS. 


Couple this hard-hitting sales clincher with 
superior underwriting, flexible and saleable 
contracts, fast on-the-spot service and you 
have some of the many reasons why your 


BANKERS SECURITY General Agent is 


THE MAN to eall. 


NO REDUCTION IN COMMISSION RATES 
We've already said it — but it’s worth repeating to your insureds — 
“With BANKERS SECURITY THE MORE YOU BUY THE LESS IT COSTS”. 


BANKERS SECURITY—“Old Line” but “Young Idea”. 






oh LIFE Wy, 


103 Park Avenue 





YOUR BANKERS SECURITY GENERAL AGENT 
or GEORGE HARRISON, C. L. U. Vice President MU 5-4000 


BANKERS SECURITY LIFE 
INSURANCE SOCIETY 


(At 41st and Park) 


New York 17, N.Y. 
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Guardian Meetings for 
Managers, Supervisors 

COMPANY OFFICIALS ATTEND 

Sessions in Cleveland, New Orleans, and 


San Francisco; Many Subjects Cov- 
ered at Three-Day Meetings 





Guardian Life of America held meet: 
ings for company managers and super- 
yisors in Cleveland, January 21-23, in 
New Orleans on the same dates, and in 
San Francisco, January 23-25. 

The meeting in Cleveland for managers 
and supervisors from the midwestern 
states, was chairmanned by Agency 
Director Edwin J. Phelps. The first day’s 
program was devoted entirely to dis- 
cussions by President John L. Cameron 
and Associate Actuary Peter M. Tompa 
on Guardian’s new series of policy con- 
tracts. Other subjects covered during 
the three-day program were: the com- 
pany’s compensation for field represen- 
tatives by Mr. Tompa; underwriting by 
Assistant Underwriting Secretary Charles 
A. Will; the company’s A. & H. pro- 
gram by Assistant Agency Director Rob- 
ert W. McCabe; advertising by Presi- 
dent Cameron; recruiting and selection 
by Mr. Phelps; and field training by 


Field Training Assistant John 
Walber. 

At the meeting in New Orleans for 
managers and supervisors from the 
southern states, Agency Director Earl 


W. Cryer, CLU, and Field Director E. 
E. Dale served as chairmen. Vice Presi- 
dent Daniel J. Lyons and Associate Actu- 
ary Edward C. Zeiger discussed the 
company’s new life policies; Superin- 
tendent of Agencies, A. & H. John C. 
Slattery covered A. & H. and advertis- 
ing; Mr. Lyons presented the revised 
feld representative plan; Underwriting 
Secretary Charles H. Edwards discussed 
underwriting; Field Director C. Craft 
Marks spoke on recruiting and selection; 
and Mr. Cryer talked on field training 
and supervision. 

Agency Director for the Pacific Coast, 
Gordon F. Cantelon, was chairman of 
the meeting in San Francisco for man- 
agers and supervisors from the western 
states. Vice President and Actuary Irv- 
ing Rosenthal discussed the new life 
program and A. & H.; Associate Actuary 
Tompa, who also spoke on the life pro- 
gram, presented the revised field repre- 
sentative plan; and Mr. Cantelon and 
Assistant Field Director for the Pacific 
Coast George H. Paldi covered recruit- 
ing, selection, field training and super- 
vision, 

A similar meeting was also held for 
managers from the northeastern states 
in New York City earlier in January. 


Jesse D. Jones Again Leads 
Prudential For Ordinary 


Jesse D. Jones of The Prudential’s 

Jacksonville, Fla. agency, has been 
named the company’s top Ordinary agen- 
cies salesman for the second successive 
year. Mr. Jones, who sold more than 
$1,000,000 of Prudential insurance during 
1955, doubled that amount last year with 
production credits of $2,076,094. This is 
his fourth consecutive year of million- 
dollar production. 
_A graduate of the University of Flor- 
ida, he later served as assistant recre- 
ation director for the city of Miami. He 
left that post to join Prudential as a 
Special agent in 1938. 

Mr. Jones won top spot by a small 
margin from George W. Morris of the 
Fort Worth agency. Mr. Morris also 
had more than $2,000,000 of production 
credits. Bernard Lewis, of the Osborne 
Bethea agency in Newark, was third. 

Altogether the Ordinary agencies had 
63 “millionaires.” Of these million dollar 
Producers, the metropolitan .region, in 
the Newark home office tetritofy had 20, 
the largest number in any of: the com- 
Pany’s sales areas. 








Clinton Davidson, Jr., Dies; 
Father Well Known in Insur. 


Clinton Davidson, Jr., board chairman 
of Resort Airlines, Inc., son of Clinton 
Davidson, for many years prominent in 
life insurance, died last week "of a 
heart attack at his home in Washington. 
Clinton Davidson, Sr. is chairman of 
Fiduciary Counsel, Inc. 

Mr. Davidson, Jr. had held 


several 


offices including that of president of 
Fiduciary Management, Inc. and had 
been president of Fiduciary Counsel. 
Graduate of Yale in 1932, he 
professor of economics at Harding Col- 
lege, Little Rock, Ark. 

Survivors include his widow, Mrs. 
Rosamund Spears Davidson; two sons, 
Clinton Davidson 3rd and Stephen; a 
daughter, Mrs. Adeline Menes of Madi- 
son, N. J., and his parents, Mr, and 
Mrs. Clinton Davidson of Bernardsville, 


became 


H. J. BAKER PRODUCTION 

Harry J. Baker, general agent in Bos- 
ton for Bankers National Life, paid for 
$1,000,000 of personal Ordinary produc- 
tion during January. 

A perennial leader in personal produc- 
National Life, Mr 
Saker is a life and qualifying member 
of the Million Dollar Round Table. He 
joined the company in 1929 and has quali- 
fied for every top production club and 
convention since that time. 
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AGENCY BUILDING 
OPPORTUNITIES IN: 


Arizona, California, Delaware, 
Florida, Georgia, Illinois, In- 
diana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, 
New Jersey, North Carolina, 
Ohio, Pennsylvania, Texas, 
Virginia, Washington, D. C., 
and West Virginia. 
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Claude Freed’s Division Of Franklin 
Life Holds Annual Midwinter Party 


Over 250 agents and general agents 
of Franklin Life’s eastern division, head- 
ed by Claude L. Freed, enjoyed to the 
fullest the recent annual midwinter party 
at. Haddon Halli, Atlantic City, N. J., 
which included an afternoon sales clinic 
and evening of entertainment and good 
fellowship. Those attending had qualified 
in Franklin’s January “pot of gold” cam- 
paign by producing a total of $5,415,549 
for that month, making 919 sales. 

The sales clinic got off to a good start 
with the announcement by the chairman, 
William D. Clements, Jr., that the Freed 
division paid for $24,588,000 of life in- 
surance in 1956 which was the second 
highest divisional score for the year in 
the Franklin Life organization. 

Recognition was given to Charles Getz, 
Lancaster, Pa., general agent, as the 
1956 leader of the division, who again 





CHARLES GETZ 


MDRT membership. Mr 
Getz also earned membership in Frank- 
lin’s exclusive Key Club by making 19 


sales in 30 days for $8,331 in annual 
premiums 


qualified for 


Budinger’s Inspirational Talk 

First speaker of the afternoon was 
F. J. Budinger, CLU, Franklin’s regional 
sales director in Chicago, who paid 
tribute to Claude Freed for his outstand- 
ing building job in the eastern division 

Mr. Budinger showed concern over the 
so-called price war in Ordinary life 
insurance and quoted from a letter sent 
out in January by Chas. E. Becker, 
Franklin’s president, who indicated that 
the company would not become a party 
competition. Mr. Becker said 
he could see no real good coming out 
of this price war—one large company 
vying with another—and predicted that 
the agent “stands to lose any way you 
look at it.” 

Mr. Budinger’s size-up of the Ordinary 
life price war is that it is part of a 
le in the business. Package selling 
was the big effort in the early days, 
more 20 payment life policies were sold 
then, particularly to meet special needs 


to sucl 


cyv¢ 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMARA . 














Out of 20 payment life there was evolved 
the programming idea which, in his opin- 
ion, caused people to think in larger 
amounts of insurance. The next step 
was term insurance and “now we have 
low cost Ordinary life insurance.” He 
predicted that ultimately the business 
will return to the basic philosophy of 
(Continued on Page 46) 


Salk Polio Vaccine for 
Pan-American Employes 
Dr. R. C. 


medical 


Voss, vice president and 
director, Pan-American Life, 
New Orleans, last week began adminis- 
tering ‘the first shots of Salk vaccine to 
the company’s home office employes. 
Over 225 employes received the vaccine 
given in the company’s infirmary by 
Dr. Voss and his assistants. Another 
injection will be given in four weeks and 


the last one in seven months. 








RATES GOT YOU PUNCHY? 

















Bankers National Life 
has the prescription! 
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NO REDUCTION IN COMMISSION 


BECAUSE OF REDUCED RATE! 


Cure your rate headaches 
with a Select Risk Ordinary 
Life designed for your select 
clients. 

Complete the coupon below 
and get your all-in-one pre- 
sentation...includes rates, 
values and sales track. 
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HEARD On The WAY 











London advices are to the effect that 
F. M. Redington, actuary of The Pru- 
dential Assurance of Great Britain, has 
been re-elected chairman of The Life 
Officers’ Association. J. M. Kitten, as- 
sistant manager and secretary of Law 
Union and Rock Insurance Co., Ltd., 
was re-elected deputy chairman. 





More than 48,000 persons visited the 
observation areas on the 26th floor of 
the John Hancock in Boston during 
1956. Since its observation galleries were 
first opened in September, 1949, in ex- 
cess of 300,000 have viewed the Hub 
from this, the city’s highest vantage 
point. 

Among visitors are those from 35 na- 
tions. Visitors have included people from 
Argentina, England, Japan, Sweden, 
India, Monaco, Arabia, France and Ger- 
many, 





A “relief lift” for Kentucky life in- 
surance families made destitute by flood 
has been put into operation by head- 
quarters employes of the National Asso- 
ciation of Life Underwriters and _ its 
sister organization, the Life Underwriter 
Training Council. 

This telegram to Lester O. Schriver, 
NALU managing director, started the 
project: 

“Disastrous floods and heavy rain have 
completely washed away the homes of 
five of our association members. Most 
of our 20 members have suffered heavy 
losses as they all live along the river. 
Donations of money and clothing of all 
description will be appreciated and put 
to good use. Please send your donations 
to me c/o P. O. Box 581, Pikesville, 
Kentucky, Big Sandy Life Underwriters 
Association.” 

Mr. Schriver and Loran Powell, LUTC 
managing director, circulated the tele- 
gram to all personnel. Results: $85 in 
cash and a big shipment including such 
items as: 

17 men’s suits; eight children’s dresses; 
5 pairs of child’s shoes; 7 women’s shoes; 
and four of men’s shoes; blankets, neck- 
ties, and numerous other articles. 

The NALU Wheelhorse Newsletter 
that circulates to some 6,000 NALU stal- 
warts printed the appeal. Mr. Schriver 
also advised Virginia, Kentucky, West 
Virginia, and Tennessee associations and 
predicted a generous response from 
them. 

Uncle Francis 


Nebraska National Life 
Elects Two New Officers 


The annual stockholders and board 
of directors meeting of Nebraska Na- 
tional Life was held recently at its home 
office in Lincoln, Nebrasku. At this 
meeting the newly elected officers were 
Jack W. Garrow, vice president and di- 
rector of agencies; Wayne D. Graves, 
assistant vice president and _ assistant 
director of agencies. 

In giving his annual report, L. H. 
Graves, Jr., president, announced prog- 
ress in every department for 1956, with 
20 branch offices serving a 13 state area 
of the mid and south-west. Assets have 
increased, according to Mr. Graves, from 
$1,600,000 to more than $2,000,000, and 
net worth from $225,000 to more than 
$388,000, with life insurance in force now 
in excess of $13,000,000. 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NBW YORK 6 
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Lincoln National Life 
Passes $8 Billion Mark 


REPORT OF PRESIDENT MENGE 








Gains in New Rastnen, Assets, and 
Benefit Payments; A. & S. Sales 
Reach New All-Time High 







During 1956 Lincoln National Life at- 
tained $8 billion of insurance in force 








and recorded outstanding gains in new 






business, assets, and benefit payments, 
Walter O. Menge, president of the com- 
pany, announced. New all-time highs 







were reached in all four categories. In 






addition, the company reached a new 






all-time high in the amount of accident 






and sickness insurance sold during the 






year 
The $8 billion total for insurance in 











force was reached during December and 






the final figure at the year-end ex- 






ceeded that amount by several million 






dollars. This was an increase of more 







than $575 million during the year. In- 
cluded in the total is more than $1,130,- 
000,000 of Group insurance. Discussing proofs of trade advertisements are Fred S. Sibley, vice president, 
Columbian National, seated at left aud Charles H. Pinkham, executive vice presi- 
dent, Chambers and Wiswell. Standing are Len Watson, director of sales promo- 
‘ 7 tion, Columbian National, at left and Robert F Webb, account executive, Chambers 
$1,240,000,000. Of this total, more than and Wiswell. 

$250 million was new Group insurance. 

























































Total life insurance issued during 1956 
set a new company record at more than 


New life insurance issued during the Columbian National Life, Boston, has visualize copy, art and layout  treat- 
year exceeded the previous year’s record appointed Chambers and Wiswell, Inc. ments that readers will not soon forget. 
amount by more than $155 million. To accomplish our objectives we will use 


one of New England’s oldest and most the finest talent available—artists and 


ssets f > company now. total Seen ee Seer ae ’ ae - ‘ 
Peng sity ® a one a ee Seca: advertising agencies. writers who have both the capacity an 
Say ete te “NS Fri €75 million In making the announcement Len the desire to experiment with unusual 
i a « . « . 
et RnaeGic paid last year were just Watson, director of sales promotion said, techniques. With the right combination 


over $100 million and represented an “Our future plans call for an advertising we are confident that C Columbian Na- 
increase of more than $10 million over program that will make up in qualitv tional advertising will move out front. : 
the comparable figure for 1955. for what it may lack in size. Convinced — The company has scheduled a series of 

During the year, the company broad- that a small budget advertiser need not full page trade advertisements for 1957 
ened its operations in the Group major ake a back seat when it comes to the in many of the leading insurance maga- 
medic al expense protection field and ae quality of what goes into the space, we zines. 


gan issuing full-coverage accident and 
. . aed 
sickness insurance to impaired risks. 


Also, plans were announced for the 
construction of a new home office build- SUPERVISING GENERAL AGENTS WANTED 
ing adjacent to the present building. eee 
Lincoln National Life operates in 239% Commissions 
During First 20 Years Plus 
Lifetime Renewals 





Hawaii, Puerto Rico, the Philippines, 
and the Panama Canal Zone in —— 
to 46 states and the District of Colum- 
bia. It maintains more than 130 agency 
offices and is represented by more than 
> — ‘ 
2,400 agents. Top first year commissions—Best money making contract on the 
Se ee market with Immediate Vested Renewals! 


London Life’s New Sales IN FOUR YEARS OF ACTIVE OPERATIONS 
Reach $513 Million Total OVER $125,000,000 IN FORCE 


ware ae ge hagebed soi poenrencs in 1. Complete line of very competitive policies, including new Preferred 
a ane hi wig “8 $513 million, Whole Life 20, Preferred Paid-Up at 65, Annual Renewable Term, 
sete Md fg once vi I 3 ‘ Quadruple Protection and unusual investment plans. 

=O ta ini faline ’ caeeueee 2. SPECIAL SPLIT DOLLAR PENSION PACKAGE — No U. S. 


meeting by Joseph Jeffery, president, T. De I 
and Robert H. Reid, executive vice pres- ciuscaras Pars appeere: wecewary. 








ident and managing director 3. SPECIAL BEQUEST POLICY — New and Unique — Terrific Appeal 
The total amount of insurance now for Charitable Institutions. 

owned by Canadians in this company 4. LOWER rates for Females. 

exceeds $334 billion, not including an- 5. EXCELLENT Substandard Facilities 

nuities or Sadlianse reinsured with other i 

companies. Of this amount, over $214 Attractive Franchises 


ie ti ee in New Jersey — Pennsylvania — Maryland — District of 

force has virtu: lly tripled in the last Columbia — Ohio — Missouri and 26 Other States 

ten years. , . BOARD OF DIRECTORS; Joseph H. Brock, V.P., Eastern Air Lines, Miami, Fla.; George 
he payment im respect of death W. Della, attorney,. Baltimore, Md.; Alan K. Dolliver, president, Credit Finance 

claims, matured endowments, policy divi- Service, Inc., Wilmington, Dela.; George S. Eccles, president, First Security Corpo- 


dends, and surrender values, together ration System of Banks of Utah, Idaho and ‘Wyoming: Thornton M. Fincher, V.P. and 


Treasurer, Security Trust Co., Miami, Fla.; Paul E. Helliwell, attorney, Miami, 


with amounts set aside for future policy Fla.; Eduardo Morales, Executive V.P., Pan American Bank, Miami, Fla.; Peter S. 

payments, totaled more than $74 million Knox, Jr., President, Knox Corporation, Thomson, Ga.; Tom L. Le ler, Insurance, 
Total assets now exceed $568 million, Phoenix, Ariz.; G $. Ling, Executive V.P. of American Bankers Life of Florida; 

aah i Pete James K. McShane, -D., director, Doctors =, Inc., Miami, Fla.; James G. 

with first mortgages represe nting nearly Ranni, president of American Bankers Life of Florida; R. Kirk Landon, V.P. of Ameri- 

$350 million. During 1956, new mort- can Bankers Life of Florida; Philip Stoller, Executive V.P. of American Bankers In- 

gages arranged exceeded $79 million. surance Co. of Florida. | 
The Sickness and Accident branch 

showed substantial increase Benefit Write or wire: LEO SEXTON 


payments under these policies ap- General Manager, Agency Department 
proached $8% million, for a new high 


mark, with a total of over 180,000 sepa- AMERICAN BANKERS LIFE ASSURANCE COMPANY 


rate payments during the year. 
_ The company announced an increase OF FLORIDA 

in dividends, dividend payments for 1957 345 N. E. Second Avenue, Miami 32, Florida 
JAMES G. RANNI, PRESIDENT, LIFE MEMBER MDRT 




















to exceed $13 million, of which the in- 
troduction of the new scale alone ac- 
counts for more than $1% million. 


























DIRECTOR—SUPERINTENDENT 
OF AGENCIES 


wanted by life, A. & S. and multiple line 
insurance company in Hawaii. Must be 
experienced promotional man capable of 
building agencies in one of the fastest but 
solid growing companies in the Pacific area. 
An excellent salary plus a production bonus 
makes this position attractive to the right 
man. Write fully, giving complete experi- 
ence, background in first letter. All replies 
confidential. Address Box 2493, The Eastern 
Underwriter, 93 Nassau Street, New York 
38, New York. 











George B. Buck, Consulting 
Actuary, To Move Office 


The office of George B. Buck will 
move to a new location at 60 Worth 
Street, New York, in their own building 
recently purchased from Avondale Mills, 
Inc. Mr. Buck is a consulting actuary 
and has specialized in the establishment 
and operation of pension and welfare 
plans for the past 45 years. The firm 
was established in New York City on 
August 1, 1916, and at that time his 
office was in the Home Life Building at 
256 Broadway. In 1921 he moved to 25 
Frankfort Street, and in 1925 to 25 
Spruce Street. Since May 1, 1931, the 
office has been in its present location at 
150 Nassau Street, occupying more than 
three floors. The recent purchase of the 
building was dictated by the need for 
more space to meet the requirements 
of increasing business and the desire 
to have a permanent home for the 
increasing number of employes. 

At the present time the office has 
about 200 employes, including 14 mem- 
bers of the Society of Actuaries. Also 
on the full time staff of the office are 
individuals who have had years of prac- 
tical experience with the accounting, 
legal and general problems that arise 
both in the development and the day-to- 
day operation of pension and welfare 
plans. 

Mr. Buck’s senior associates, who 
have been with him for an average 
period of 18 years, are: Robert H. Arm- 
strong, L. J. Braden, Garland S. Brown, 
George B. Buck, Jr.. M. A. Burt, John 
M. Fleming, Harry Gershenson, Doro- 
thy I. Kientz, William F. Marples, Don- 
ald M. Overholser, M. C. Schimpff, C. 
Walter Schubert, A. Eugene Statius, 
John H. Williams, Robert A. Wishart. 

The office now renders regular actu- 
arial service to more than six hundred 
retirement plans. These plans cover 
several million persons employed in 
practically every field of endeavor — 
industry, commerce, finance, government 
and non-profit. Included among the cli- 
ents of the office are one-third of the 
100 largest American corporations. In 
addition, the office serves as consulting 
actuary for the retirement plans of more 
than 70 banks and trust companies, in- 
cluding several of the largest 10 in the 
country. Fifty-five plans covering state 
and municipal groups in 22 states from 
Florida to California are serviced by the 
office. 

The office has no branch locations 
outside of New York City. Nevertheless, 
its clients are located or have activities 
all over the world. In Hawaii alone, the 
office services a dozen plans, and Mr. 
Buck and Mr. Wishart expect to visit 
these clients this spring. 


Fidelity Sets New Mark 


New insurance placed in force during 
1956 by Fidelity Mutual Life reached a 
total of $123,418,551. This is an increase 
of 184% over the previous year and 
represents an increase of 34.7% over the 
1954 new business figure. 

Fidelity attained more than a billion 
dollars of life insurance in force during 
1956, insurance in force increasing dur- 
ing the year by $74,856,148. The average 
size new policy of $9,211 was the largest 
in the history of the company. The 
mortality experience was extremely fa- 
vorable, being the lowest in the com- 
pany’s history. 
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Heads New National Life 
Agency at 130 William St. 





JOHN A. NEWMAN 


John A. Newman has been appointed 
general agent of National Life of Ver- 
mont for its newly established New 
York City agency at 130 William Street. 
Miss Anne Michaelis, who will be agency 
cashier, has had several years life insur- 
ance experience in a_ similar position 
with two New York companies, 

Mr. Newman was formerly associate 
general agent of State Mutual Life’s L. 
A. Cerf Agency in New York with whom 
he was affiliated for several years. He 
was responsible for all phases of agency 
management including supervision of 
agents and brokers, the training and 
recruiting of new agents. 

Following World War II Naval serv- 
ice, Mr. Newman joined Prudential’s 
Boston Ordinary agency where he was 
successively special agent, assistant man- 
ager and acting manager. Before the 
war, Mr. Newman spent two years as a 
real estate salesman and_ insurance 
solicitor of the Staten Island firm of 
Kolff & Kaufmann, Inc., and for two 
years conducted his own real estate and 
insurance firm on Staten Island. 

Mr. Newman is a member of the 
Special Advisory Planning Committee 
of the President of the Borough of Rich- 
mond, president of Richmond County 
Kiwanis Club, member of the Life Un- 
derwriters Association and Life Super- 
visors Association of the City of New 
York, and of the Greater New York 
Insurance Brokers Association, as well 
as many civic and fraternal organiza- 
tions, Mr. Newman studied at Columbia 
University, St. John’s University Law 
School, and at Boston University where 
he received a B.S. degree, 


Pan-American Reports 
Large 1956 Increases 


Pan-American Life, New Orleans, re- 

ports that for the year 1956 more than 
$149,000,000 of new insurance was sold. 
Total insurance in force is now over 
$921,000,000, an increase of $94,000,000 
tor the year. This is an increase of 12% 
Over insurance in force at the end of 
1955, 
_ Assets now exceed $187,000,000, an 
increase of 6% over assets at the end 
of 1955. Surplus funds increased by 10% 
and now amount to $13,963,296. 

December was one of the biggest 
months in Pan-American’s history, with 
paid-for insurance exceeding $16,300,000 

During 1956 15 new general agencies 
Were opened in various areas of the 
country. 


Boston Mutual Director 

Everett H. Lane, president, Boston 
Mutual Life, announced the election of 
Ralph F. Burkhard to the board of 
directors. Mr. Burkhard, a well-known 
business executive in the Greater Boston 
area, is treasurer and director and mem- 
ber of executive committee, First Na- 
tional Stores, Incorporated—director, 
Second-Bank State Street Trust Com- 
pany —trustee, Charlestown Savings 
3ank—treasurer, director, and member 
of executive committee, Nationa] Asso- 


ciation of Food Chains—director, Ameri- 
can Retail Federation—director, Boston 
Garden-Arena Corporation. 

President Lane also released the com- 
pany’s annual statement to the policy- 
holders and directors. Boston Mutual 
Life’s new business amounted to $118,- 
614,000. Insurance in force increased $89,- 
930,000 to a total of $334,297,000. This 
represents an increase of 37% over 1955. 
Premium income was $9,818,877, a gain 
of G% over 1955, and payments to policy- 
holders and beneficiaries exceeded 


$4,240,277. 


Mrs. Marjorie Jacobs 
Joins Maine Fidelity Life 


Mrs. Marjorie Jacobs, of Portland, 
Maine, has been named accident & sick 
ness underwriter for the Maine Fidelity 
Life. Mrs. Jacobs, who has had long 
experience with Union Mutual Life, also 
of Portland, will handle both commercial 
and non-cancellable accident and _ sick- 
ness coverages. Mrs. Jacobs’ appoint- 
ment will augment underwriting facilities 
of Maine Fidelity. 


















HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


THE LONG 





AND SHORT OF IT! 


Written in amounts as high as 21/, times the face 
amount of the policy, the Additional Term Riders 
are available on Life, Endowment, and most Term 
plans including some forms of reducing term in- 
surance (21/, times the commuted value). 


RATES? For $3.44 a thousand at age 25, a man 
can buy additional coverage up to $25,000 on a 
10 year rider for a $10,000 chassis policy. That’s 
right, $25,000 of 10 year coverage for $86 a year! 


A Star in the West..." 


LONG ON COVERAGE — SHORT ON PRE- 
MIUM. Those are the distinguishing character- 
istics of Occidental’s new 10 and 15 year Addi- 
tional Term Riders. 
These new riders do a “‘man-size” job by providing 
the largest amount of immediate protection for the 
smallest possible outlay. And it is fully convertible 
for the man who wants to build that permanent 
insurance program. 
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**WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!" 
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Aetna Life Affiliated Cos. Promotions 


Morgan B. Brainard, Jr., Senior Vice President and Treasurer; 
J. B. Slimmon, Senior Vice President and Secretary; C. A. 


Spoerl, Vice President and Actuary; Others Advanced 


ymptre 
In the 
as prom 
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vice 
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presi le 


yreen 
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George 





MORGAN 


Insurance ( 
Co 
Brainard, J 


\ppointment of 
dents heads a ist 
tions made at the 
\etna Life 
Casualty and Surety 

Morg 3 


president 


companies, 
promoted to senior vice presi- 


Robert W. 


secretary. 


ler. 


department; 





vanced to 
Aetna Life, 
ited to vic 
To 


and 
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two 


senior 
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William 
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ce president, 
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assist 
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department ; 
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ant 
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e president, 


vice 
yartment, 
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vice 


meetings of 
\etna 


and 


Was 





IR. 


treasurer of 
Slim- 


and 





A. SPOERL 


Group divi- 
to assistant 
and 
H. Stewart 
Group 


L. Vermil- 
Cas 
Andrew H. 
president 
and Don- 
president, 


presi- 
promo- 


named 


Conly 
and 


Warner 
Charles 
actuary, 


K. White to 


vice 


Others promoted in Aetna Life and 
Aetna Casualty were: A. Henry Moses, 
to assistant vice president and cashier, 


and Crampton Trainer, assistant vice 
president and assistant treasurer. 
Additional promotions in Aetna Life 





JAMES B. SLIMMON 
included: Paul H. Jackson and Robert 
\. Miller II], associate actuaries; ad- 
vanced to secretary were Timothy W. 


Donald W. 
Stanley 


life department; 
division; and 


Goodrich II, 
Crowther, group 


L. Peterson, claim department. In the 
life agency department, John K. Luther 
was made director of training, and Wil- 
liam H. Holmes, manager of pension 
trust sales ; ; 
Other Aetna Casualty promotions 
were Hubert M. Blalock, secretary, 
bonding claim department; Lester F. 


underwriting 
Evans, 
ase riting 


Senger, secretary, nog 
department and Eugene 
casualty 


assist- 
ant secretary, de- 
partment. 

Also in 
alty, four 
treasurer, 


Life and 
promoted to 
including James G 
Charles F. Caley, Jr., George S. Chase 
and Joseph J. Murtha; and Stuart W. 
Palmer was advanced to assistant secre- 
tary, accounts department. 


\etna 
were 


\etna Casu- 
assistant 
Butler, 






New officers appointed were: 

Aetna Life and Aetna Casualty: John 
T. Kearney, assistant secretary, per- 
sonnel department; and Andrew Onder- 
donk and Robert H. Wiley, assistant 
secretaries, comptroller’s department. 

Aetna Life: Niels H. Fischer, Harold 
B. Moulton and Robert G Perry, as- 
sistant actuaries; Ethan F. Bassford, 
assistant secretary, life department; 
Hubert R. Enders, assistant secretary, 
accident and health department; Theo- 

P. Stephens, Jr., assistant secre- 
life agency department; Carl W. 
assistant director of training, 
ency department; and John O. 


assistant counsel, group division. 

Aetna Casualty: Leonard S. Ander- 
son, assistant secretary, fire division; 
John <A. Bachl, assistant secretary, 
bonding claim department; Louis E. 
Buck, assistant secretary, automobile 
underwriting department; Howard M. 
Bromage, assistant director of training, 
casualty agency department; R. Keith 
Dillenback, field supervisor, casualty 


Morris, 





claim department; and Gilbert P 
Kuenkler, assistant manager, payroll 
audit department. 

At the annual meetings of stockhold- 
ers of Aetna Life and Aetna Casualty 
preceding the directors’ meetings, Wil- 
liam R. Robbins, vice president and 


Shanks Heads Research Fund, 
Paul F. Clark Vice Chairman 


Carrol M. Shanks, president of Pru- 
has been re-elected chairman of 
Medical Research Fund 
his second term as chairman. 


dential, 
Life Insurance 
for 1957-58, 
Elected as vice chairman of the Fund 
Paul F. Clark, board chairman of 
John Hancock Mutual Life. Leigh Cru- 
vice president of Mutual Life of 
New York, was re-elected secretary and 
Joseph J. Murtha, investment officer, 
Aetna Life, was elected treasurer. James 
McEwen Brown, Aetna Life, was elected 
assistant treasurer. 
Three new directors 
the Fund’s board. They are Mr. Clark; 
Frederick W. Hubbell, president, Equi- 
table Life of Iowa, and Dan C. Williams, 
president, Southland Life. Ray D. Mur- 
phy, chairman and president of Equitable 
Society, 


was 


ess, 


were named to 


was re-elected as a oe 
Outgoing directors are Frazar B. Wilde, 
president, Connecticut General idle: a: 
Higdon, president, Business Men’s 


Assurance, and E. M. McConney, 
cently retired as president of 
Life Co. 

The Life Insurance Medical 
Fund, founded in 1945, is a 
organization. Support from 146 life in- 
surance companies in the U. S. and 
Canada enable the Fund to award nearly 
one million dollars in grants each year 
for heart research. 


re- 
Bankers 


Research 
non-profit 


A. & S. Insurance Featured 
At N. Y. C. Assn. Meeting 


“Accident and Sickness Insurance, 
The Greatest New Market,” was the 
theme of the February educational meet- 
ing of the Life Underwriters Association 


of the City of New York held at the 
Sheraton-Astor Hotel. Featured on the 
program were Loyal Atkinson, general 
agent for Massachusetts Indemnity and 
Kenneth P. Coyle, brokerage consult- 
ant, Connecticut General Life. William 


Harmelin, 
Assurance, 


field supervisor, Continental 
was moderator of the discus- 


sion, which brought out many _ helpful 
accident and sickness selling angles. 
Both panel members also reviewed a 


typical accident and sickness sales talk, 
and concluded the meeting by answer- 
ing questions from the floor. 


ADDRESS NEW SCHOOL 
Shelby Cullom Davis of Shelby Cullom 
Davis & Co. discussed “Opportunities in 
Lite Insurance Stocks” and Joseph M. 
Galanis of Tucker, Anthony & R. L. 
Day spoke on “Selected Values in: In- 
dustrial Machinery Stocks” at the New 
School for Social Research last week. 
Mr. Davis and Mr. Galanis appeared 
as guest speakers in the series, “Outlook 
for Investments” of which Helen Slade, 
economist and analyst, is chairman. 





controller of United Aircraft Corpora- 
tion, was elected a director of the two 
companies. At the same time Morgan 
B. Brainard, Roy C. Wilcox and Ostrom 


reelected as directors. 

Brainard, Jr., promoted 
to senior vice president and_ treasurer, 
Aetna Life and Aetna Casualty, was 
recently named to succeed James H. 
Brewster, Jr. as vice president and treas- 
urer of the companies. A graduate of 
Yale University, Mr. Brainard has been 
associated with the Aetna Life organiza- 
tion for 30 years, nearly all of which 
has been in the investment department 
which he now heads. Last October he 
was elected a director of the ‘two 
companies. 

James B. Slimmon, advanced to senior 
vice president and secretary, Aetna Life 
and Aetna Casualty. has been with the 
companies since 1919. He has served 
secretary of Aetna Casualty and the 
Standard Fire Insurance Company, and 
since 1938 has been vice president and 
secretary of Aetna Life. A graduate of 
Yale University, he is a director of the 
Standard Fire. 


Enders were 


Morgan Bf, 


as 


Joins National Life Staff 


STUART J. KINGSTON 

Stuart J. Kingston of St. Louis has 
joined the agency department of National 
Life of Vermont as a pension consuitant, 
primarily eng iged in assisting the held 
force in new pension and profit-sharing 


plans. As a consulting actuary, Mr. 
Kingston has specialized in the field of 
pensions for ten years. He was_promi- 
nently identified with pension firms in 
both St. Louis and New York City. He 
was associated with National Life’s St. 
Louis general agency before joining the 
home oflice staff. 

Mr. Kingston is an Associate of the 
Society of Actuaries, a member of the 
Conference of Actuaries in Public Prac- 


tice, the American Pension Conference, 
the Midwest Pension Conference, and an 
associate member of the Council of 
Profit-Sharing Industries. His articles 
have appeared in a number of trade 
journals. 


Washington National Tops 
$114 Billion in Force 


The Washington National of Evanston 
announces the achievement of $114 bil- 
lion of life insurance in force in a little 





more than two years after accomplish- 
ing its billion dollar goal. 
A nationwide company, Washington 


National was founded in 1911 by Harry 
R. and George R. Kendall. The com- 
pany’s 3,000 local representatives serv- 
ice 414 million policy owners in 47 states, 
the District of Columbia and the Cana- 
dian provinces of Alberta and Ontario. 

The attainment of the $1%_ billion 
mark indicates the continued — rapid 
growth and expansion of the company 
and greater security to its policyowners. 
Washington National’s assets are ap- 
hae aed $230 million. In addition 
to life insurance, the company also writes 
accident, health, group, hospital-surgi- 
cal, polio and franchise. 


New England Sales Record; 
Byrnes Agency, N. Y., Leader 


Monthly production records for the 
company, a single agency and an indi- 
vidual agent were broken during January 
when sales of $91.7 million of new Or- 
dinary life insurance were reported by 
©. Kelley Anderson, president of New 
England Life. The new peak represents 
an 18% gain over the previous monthly 
record set in January, 1956, when sales 
totaled $78 million. 

The George B. Byrnes agency, New 
York, set a new agency monthly sales 
record with total January production of 


more than $8 million. Ten other New 
England Life agencies topped the $2 
million mark in January, while an addi- 


24 of the company’s 88 general 
agencies sold more than $1 million in 
the month, Mr. Anderson said. 

Henrikus Rabinavicius, associated with 
the Byrnes agency, registered a new 
high for an individual agent’s production 
with January sales of $3.2 million. 
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Cathles Against New 
Mortality Table Now 


SEES SMALL COMPANIES HURT 





Chairman of North American Reassur- 
ance Addresses San Francisco 


Actuarial Club 


Lawrence M. Cathles, chairman of 
North American Reassurance Co. and a 
past president of the American Institute 
of Actuaries, in addressing the meeting 
of the San Francisco Actuarial Club last 
week, expressed the feeling that the 
proposed new mortality table X17 had 
inadequate margins and its adoption 
would not be in the interest of the 
industry, especially small companies. Mr. 
Cathles addressed the group on the sub- 
ject “New Mortality Proposals in the 
Light of the Old.” 

Mr. Cathles reviewed the past 100 
years of life insurance experience in 
Engl: ind and also the past 50 years of 
companies in the United States. He felt 
that the adoption of the new mortality 
table and the consequent rate war might 
perhaps force the older established and 
larger companies to guarantee in some 
way the fulfillment of policies issued by 
the newer and smaller companies. 

“Mergers and failures on a large scale 
are not impossible,” the speaker said. 
“And so it occurs to me at this time 
that the proposal on a new mortality 
table encouraging reduced premiums is 
not solely the concern of actuaries but 
also of the executive management and 
ultimately of stockholders of companies. 
It is the duty of actuaries of companies 
to point all this out to the presidents of 
their companies. If I am right in as- 
sessing the over-all situation we are 
facing, it is too great a_ responsibility 
for actuaries to take without the full 
support of management. 

“The society committee did a remark- 
able job in gathering their statistics and 
getting out the table but I personally 
think the addition they made to the 
mortality rates for contingencies was 
woefully inadequate. Their judgment in 
presenting their conclusions opens a 
question. Two or three weeks before 
the society meeting was not enough 
time for busy men to fully digest and 
realize the impact on the whole business 
of life insurance.” 

He stated that the advantages of the 
new table have been widely publicized 
but Bis — of them are questionable 
and added, “I do not say we should nev er 
have a new table—I only think it is 
not timely. State insurance officials 
are quick enough to step in with cor- 
rective measures. I only hope that in 
this case the majority of them will real- 
ize that prevention is better than cure 
and at least give the whole industry 
time to investigate fully before deciding.” 

Mr. Cathles is a Fellow of the Faculty 
of Actuaries, a Fellow of the Society of 
Actuaries and an Associate of the In- 
stitute of Actuaries of London. 


Jefferson Standard Life 
Stock Dividend Proposed 


Directors of Jefferson Standard Life, 
Greensboro, N. C., recently took steps 
toward an early payment of a_ stock 
dividend of one share for each four out- 
standing. 

Howard Holderness, president of Jef- 
ferson Standard reported to stockholders 
that 1956 was the best year in the com- 
Ppany’s history, with paid business 
amounting to $224,111,356. The net gain 
of $132,914,406 brought the total insur- 
ance in force up to $1,584,358,453, repre- 
senting a 9.2% increase over 1955. As- 
sets increased more than $33 million, 
bringing the total to approximately $463,- 
000,000, 

_The directors also voted a dividend of 
25 cents a share and an additional 25 
cent dividend a share. They also voted 
a 10% bonus for home office and branch 
office salaried employes. 


Union Mutual Gained 
49.7% S. & A. Premiums 


A new record in life insurance in force 
at the close of 1956 was reported by 
Rolland E. Irish, president of Union 
Mutual Life of Portland, Me. 
figure was $700,776,776 as compared with 
the previous year’s $571,218,196. A S% 
combined life and Group 


This year’s 


increase in 
premiums over those of 1955 was also 


noted. S. & A. premiums paid for in 


1956 amounted to $2,532,276—an increase 
of 49.7%. 

President Irish announced that Union 
Mutual experienced its largest increase 
in assets for any year in the company’s 
history —$6,905,946. Total assets are $91,- 
446,948. A high rate of return on the 
company’s new investments has increased 
the net return on invested assets to a 
new high of 3.33% as compared to 3.29% 
a year ago. A new dividend increase— 
the 7th in eleven years—became effective 
January 1. Total dividends paid to policy- 
owners during 1957 will be approximately 
$2,600,000. 


ALC Regional Meetings 


President John A. Lloyd of American 
Life Convention has announced that the 


organization will hold four regional 
meetings in 1957. Meetings have been 
scheduled for Milwaukee, March 4-5; 


Nashville, 
2-3; and 
Lloyd is also president of the 
Central Life of Cincinnati. 

Mr. Lloyd pointed out that the four 
meetings are located geographically so 
that all member companies may be rep- 
resented at one or more of the two-day 
gatherings. 


April 1-2; Los Angeles, May 
Hartford, May 20-21. Mr 
Union 








Architect's sketch of the Home Office of the Connecticut Mutual Life Insurance 
Company showing the new North Wing now under construction at the left. 


Preparing for even greater erowth 


HIS year the new north wing of the Connecticut 
Mutual home office building will be completed to 


meet the needs of a growing company. 


Just 30 years ago the front and center section of the 
building was completed. Then in 1941 the south wing, 
to your right in the sketch above, was completed. Con- 
necticut Mutual’s growth in these last 15 years tells why 


we again need more space for more people, more ma- 


chines, more space for records and more daily transactions. 


New life insurance written in 1941 was $108 million 


and in 1956 it was $430 million; just about quadrupled. 


$3397 million in 


Life insurance in force was $1136 million in 1941 and 


1956; almost tripled. In 1941 benefits to 


policyholders were $34 million and in 1956 they were $99 


million; again almost exactly tripled. 





Average Size Policy 


Unassigned Funds ( Surplus ) 





HIGHLIGHTS FROM 


New- Rife: inarance Sales ...onco ce ee cence 


Life Insurance in Force ............ 
Reserved for Dividends to Policyholders ........................ 


Total Assets a ee: 





1941 
$ 108,238,955 $ 
3,643 
1,135,915,272 
5,650,000 
423,993,718 
16,351,007 


Net Interest Earned on Total Investments, 1956 | .................. 
Interest on Dividend Accumulations, 1957 
Interest on Optional Settlements, 1957 


THE ANNUAL REPORT 


3,123,345,685 


1955 1956 
405,323,379 $ 430,110,522 
8,741 8,800 
3,397,600,780 
24,400,000 
1,261,397 ,942 
70,767,306 


21,950,000 
1,188,653,256 
65,064,099 
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Vanderbrouk following a recent meeting 


of the company’s board of directors. 
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poems in grey 


, he is a fellow of the Society 
, president of the Connecti- 





Morse, Morrison, Dorman, Edwards 
Promoted At Monarch Home Office 


Kappa and Sigma Xi and the social 
fraternity Lambda Chi Alpha. 

Vice President Morrison and Assistant 
Vice Presidents Dorman and Edwards 
all started with Monarch as high school 


eraduates, over 20 years ago, and rose 





CLIFFORD H. MORRISON 


to their current positions as a result of 
outstanding performance in various 
capacities. 

Mr. Morrison was born in Easthamp- 
ton, Mass., and received his education in 
schools of that town. Joining Monarch 





ROBERT F. DORMAN 


in 1929, he entered health and accident 
underwriting two years later and was 
promoted to underwriter in 1940 and to 
assistant secretary just 10 years ago. He 
is a member of the Health Insurance 
Association of America. 

Mr. Dorman, a native of Springfield 
and graduate of the High School of 
Commerce, began his Monarch employ- 
ment in 1930 and worked in various 
departments until 1941 when he entered 
life underwriting as an assistant under- 
writer. He was appointed registrar and 
underwriter in 1944 and advanced to 
assistant secretary three years later. He 
is an associate of the Life Office Man- 
agement Institute, and a member of the 
Institute of Home Office Underwriters, 
the Northeast Home Office Underwriters 
Club, and the Southern New England 
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RENEWAL 


RENEWAL PURCHASE COMPANY 





300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 





Mutual Trust Life Reports 
Record-Breaking Year in 756 


At the recent annual meeting of policy- 
holders of Mutual Trust Life, Chicago, 
Raymond Olson, president, reported that 
the company reached a new high of in- 
surance in force of $542,849,341 during 
1956. New business increased 12% over 
1955; assets increased over $9 million to 
a total of $175,524,904. Mortality experi- 
ence was favorable. Net death claims 
actually declined, although there was an 
average of almost $30 million more of 
insurance in force during the year. 

Mr. Olson pointed out that, while the 
company’s assets and insurance in force 
increased almost 6% during the year, 
home office administrative expenses 
showed an increase of only 16%. No- 
table, too, was the fact that the number 
of company agencies producing over 
$1,000,000 of new business doubled in 
1956. Of major importance in the future 
development of the company was the 
start of construction on the Mutual 
Trust’s home office building in down- 
town Chicago. Completion of the build- 
ing is scheduled for spring of 1958. 

Newly elected officers include Dr. 
Robert B. Schlesinger, now medical di- 
rector of the company. Dr. A. A. Wil- 
lander, formerly medical director, is now 
director emeritus, William N. Georgeson 
was elected assistant vice president and 
assistant manager of the bond division. 
J. Evans Whiting, head of the com- 
pany’s eastern operation with offices in 
New York City, was elected regional 
vice president, sales. 


Atlantic Life in Force 
Exceeded $384 Million 


Atlantic Lite of Richmond assets in- 
creased $4,922,032 during 1956, amounting 
to $92,114,468 at the end of the vear, it 
was announced by Robert V. Hatcher, 
president. 

Life insurance in force rose to $384,- 
959,081, an increase of $23,953,381, not 
including substantial amounts of acci- 
dent and sickness and hospitalization. 

Sales of new insurance by the com- 
pany’s Ordinary and weekly premium 
divisions totaled $68,240,745 in 1956. Cap- 
ital and surplus increased $630,445 to 
total $8,688,208 at the close of 1956, 

Policyowners and beneficiaries _ re- 
ceived $5,435,952 in benefits last year. 
Atlantic Life has paid more than $111,- 
000,000 in its 57 years of operation. 

Stocks, bonds, and mortgage loans 
accounted for 86% of Atlantic’s assets 
on December 31. Mortgage loans to- 
taled $49,510,751, and stocks and bonds 
aggregated $30,017,418. 





Home Office Life Underwriters Asso- 
ciation. 

Mr. Edwards, also a native of Spring- 
field, attended Bay Path Institute and 
was graduated from Northeastern Law 
School with an LL.B. degree. He joined 
Monarch in 1936, entered the claims de- 
partment in 1940 and was promoted to 
claims examiner in 1945 and to assisté ant 
secretary and assistant manager in 1948. 
He is president of the Boston Life and 
Accident Claim Association and a mem- 
ber of the International Claim Associa- 
tion’s law committee. 








vour Mutual 


Benefit 





lifeinsurance 
planning 
needs more 
than a 

vending 
machine! 


Creating sound life insurance 
programs takes time, hard work and 
training—they can’t be mass- 
produced. Mutual Benefit Life agents 
like Raymond F. Truncellito of 
Manchester, N. H., supply the long 
hours of careful planning; their 
company provides them with the 
specialized knowledge to make that 
planning effective. It’s a combination 
that produces successful agents 

and satisfied clients. 
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Dragonetti, Postal’s No. 1 
Agent, Wins Two Awards 





DOMINICK DRAGONETTI 


Dominick Dragonetti, assistant general 
agent in Postal Life's Milton Agency, 
New York, was honored at a “victory 
dinner” February 6 by the home office 
for his 1956 achievement in paying for 
over $1,200,000. He received the Presi- 
dent’s volume cup and the premium 
plaque for leading the Postal last year. 
This is the second time in six years that 
Mr. Dragonetti has led the company. 

The dinner, attended by over 50 people, 
was arranged by General Agent Arthur 
Milton as a tribute to the agents and 
brokers who aided him substantially last 
year in winning nearly every award 
offered by the company for agency lead- 
ership in volume and premium. His 
agency closed the year with $6,300,000 
paid-for and won the President’s trophy 
for the “best all aroumd agency building 
job during 1956,” 

Among other awards were the Presi- 
dent’s club presentations to Messrs. 
Dragonetti and Milton and to Drew S. 
Days, all of whom qualified with 1956 
production of $500,000 or more. In addi- 
tion the following qualified for the Cen- 
tury Club: Pio I. Aquinaldo, Richard W. 
Cohen, Dorothy M. Ellis, Dominick A. 
Gioffre, Arnold Gross, Ewart Guinier, 
David W. Jackson, Dahlia H. Miller, Jr., 
Isaac M. Oberman, Sheridan J. Reynolds, 
Howard Silver and Jack Solomon. All 
of these producers had 1956 production 
of from $100,000 to $250,000. 

Jerome Adler received the Group cer- 
tificate. 

George Kolodny, president of the 
Postal, could not attend the dinner and 
in his place Vice President-Actuary Saul 
Rosenthal and Director of Agencies 
Donald L. Smith made the presentations. 
Miss Ellis performed ably as usual in 
her role of toastmaster. 

Principal address of the evening was 
given by Howard R. Dressner, communi- 
cations consultant and faculty member 
of New York University. He explained 
that business had a tremendous interest 
in good communications because they 
used the mails, telephone and _ inter- 
office memos so much. “I have found,” 
he said, “that business men have a 
healthy respect for language and clarity.” 
He also pointed out that businessmen, 
rather than standing aloof of culture 
and social life, are actively engaged in 
furthering the arts and education. “I'd 
like to tell the communists how active 
business men are in their local schools, 
community affairs and civic groups— 
these men do have a feeling of social 
responsibility.” 





Franklin Life Agency 


Executive Promotions 


At the annual meeting of the board 
of directors of Franklin Life, Springfield, 
lil, on February 6, several promotions 
were made involving key members of the 
agency department executive staff. 

Vice President and Director of Agen- 
cies J. V. Whaley was elected to the 
newly created office of senior vice presi- 
dent and chairman of the executive com- 
mittee, 

Allen V. Dowling formerly vice presi- 
dent and director of agency development 
assumed the post of vice president and 
director of agencies. And George A. 
Vogler, formerly vice president and di- 
rector of sales became vice president 
and superintendent of agencies. At a 
stockholders’ meeting the same day, Mr. 
Dowling was also elected to membership 
on the board of directors of the com- 
pany, 

Mr. Whaley has been associated with 
the Franklin organization for nearly 25 
years, and became active in the com- 
pany’s agency development in Texas in 
the early 1930’s. He went to Springfield 
in 1940 and for a number of years he 
has headed the Franklin agency depart- 
ment and has played a key part in its 
development into a nationwide organiza- 
tion. A life insurance man throughout 
his business career, he set numerous 


personal production records prior to as- 
suming management responsibilities. 

Mr, Dowling has been associated with 
Franklin Life since 1953 and was elected 
vice president and director of agency 
development in January, 1955. He began 
his life insurance career in Lincoln, 
Nebraska in 1947, and later served as 
home office field supervisor in nine west- 
ern states for Ohio National. He joined 
Franklin as midwest director of agencies 
at Omaha. Previous to his entry into 
the insurance field Mr. Dowling, a grad- 
uate of the University of Maryland, had 
an extensive newspaper career as re- 
porter, correspondent, editor and pub- 
lisher. 

Mr. Vogler, a native of Oklahoma re- 
ceived his bachelor’s degree at Okla- 
homa A. &M. where he was active in 
athletics, having served as captain of 
the football team. After a period in the 
coaching field and service in the Navy, 
he entered the instirance business in 1945 
in the Oklahoma City agency of Massa- 
chusetts Mutual. He became supervisor 
of that agency, and later was appointed 
to the home office agency staff as agency 
assistant. He later served as general 
agent for that company in Des Moines. 
He joined Franklin as director of sales, 
southwest division in 1952, and was 
brought to the home office in Springfield 
a year later. He was elected vice presi- 
dent and director of sales in 1955. 








Six new agents first full year in 1956—Ist 
year commission earning actually paid in 


1956 
Period 

Commissions Under Contract Volume 
Cc. $7,684.94 5 months $327,000 
S. 10,722.59 7 months 422,500 
R. 4,406.76 7 months 200,750 
4 4,105.98 12 months 281,009 
B. 9,987.38 12 months 578,094 
H. 9,858.50 12 months 442,000 


These new agents averaged $20.77 per 1,000. 
Average size policy $28,101. 


We are proud of these newer men. 
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LEE NASHEM 





Mutual Benefit Life Insurance Co. 





Northwestern Officers 
Austin F. Case has been elected chair- 
man and D. Sanford president of 
Northwestern Life of Seattle. Other 
new officers include P. M. McLeod vice 
president and agency directof;: J. E 
Riley vice president, underwriting, and 
= = Burr vice president, controller; 
. Knight treasurer and H. E. Grove 
cesar: were reelected. 







































And NOW-—THE ABC PLAN 


Again, the Lincoln National man has a new plan in his sales kit. This 


time it's a pre-authorized check plan — the ABC Plan. 


This Automatic Bank Check Plan appeals to clients and agents alike 


because it's convenient and inexpensive, and it minimizes the chance of 
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lapse through oversight. 


Lincoln National's ABC Plan is an- 
other reason for our proud claim that 


LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, 
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Resigns As General Agent 
For Mutual Benefit in N. 








CHARLES E. 


BREWER 


Charles E. 


state general 


Brewer, CLU, who has been 
agent in North Carolina 
for Mutual Benefit Life for 
years, has 


almost ten 
announced his resignation 
from that position, effective April 1. He 
vill thereafter devote his full time to 
personal insurance service. 

Mr. Brewer’s entire life insurance 
career has been with one company. 
Starting as a soliciting agent in New 
York in 1928, he became assistant super- 
intendent of agencies in the home office 
in 1940, and was appointed general agent 
in Charlotte, N. C. in 1947. 

He is a past president of the Char- 
lotte Life Underwriters Association, the 
Charlette Life Managers Association, 
and the Charlotte Estate Planning Coun- 
cil. He is currently a member of the 
board of directors of two of these bodies, 
and is also serving as a CLU course in- 
structor at Queens College. He is a past 
president of the Mens Club of Myers 
Park Presbyterian Church and is cur- 
rently an elder in that church. He plans 
to remain with his present company. 


Union Mutual Realigns 
Group Department Posts 


Union Mutual Life of Portland, Me., 
has realigned its Group Department, 
creating three new posts, according to 
Charles H. Seavey, second vice presi- 
dent. 

A Douglas Hitchcox will be Group 
actuary; Richard W. Hersey, supervisor, 
Group Contract and Underwriting Divi- 
sion; and David D. Williams, super- 
visor, Group New Business Division. 

Mr. Hitchcox was connected with the 
IBM Department of Imperial Life As- 
surance Co., Toronto, before joining 
Union Mutual in January, 1953. 

\ Portland native, Mr. Hersey holds 
an ep degree from University of 
Maine, where he graduated in 1942, hav- 
ing maj fen in business and economics. 
He was office manager for a lumber 
company for four years, and served 40 
months as staff sergeant in the U. S. 
Air Force. 

Mr. Williams received his A.B. de- 
gree from Bowdoin College in 1950. He 
comes to Union Mutual from the Tohn 
Hancock Mutual Life, having served as 
section head in an accounting division 
there 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











c. Mutual Benefit General Aes 


To Hold Annual Meeting In March 


General agents of Mutual Benefit Life, 
holding their annual meeting this year 
from March 4 to 7 at the Boca Raton 
Hotel and Club in Boca Raton, Florida, 
will participate in a program based on 
the theme “As Others See Us.” The 
three-day meeting will consist of talks 
and panel discussions designed to show 
the general agents how they will be 
affected by the attitudes of various 
groups and how to develop and maintain 
favorable attitudes within these groups. 

The first day will be devoted to the 
annual meeting of the company’s Gen- 
eral Agents Association during which 
the association will elect new officers 
for 1957-58. General agents will be wel- 
comed to the Tuesday business meeting 
by Director of Agencies H. Douglas 
Palmer who will introduce company 
president H. Bruce Palmer. Mr. Palmer 
will review the company’s progress in 
1956 and discuss some of its future plans. 


Francis L. Merritt, CLU, director of 
training, will discuss agent selection and 
report on the latest developments and 
research in the selection field. 


General Agents Panel 


A panel of general agents will discuss 
how career agents can be established in 
the business. Moderated by Laurance 
W. McDougall, CLU, Cleveland, the panel 
will consist of General Agent Thomas 
G. Murrell, CLU, California; General 
Agent Truman M. Huffman, CLU, Jack- 
sonville, and General Agent Lyford B. 
MacEwen, Manchester, N. H. 

Milford A. Vieser, financial vice presi- 
dent, will report on_ the company’s in- 
vestment operations in his talk, “Tnvest- 
ing in Today’s Money Market.” Jack 
R. deWard, director of agency finance, 
will report on the company’s new district 
development program. 

On Wednesday a panel of agency de- 
partment members will discuss their 
activities and the various services pro- 
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| 
| A KINDERGARTEN TEACHER 
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. takes two apples in one hand and two in the other. 

When she places the apples together, the children clearly see 
why two and two equal four. She knows that through the 

use of a simplified visual guide, a complex idea may be clear. 


Here at Philadelphia Life we have followed that principle 

by presenting the frequently confusing Split Dollar Plan 

in a form that any businessman can easily understand. 
| 


The client of a Philadelphia Life fieldman can clearly see... 


HOW THE PLICO SPLIT DOLLAR PLAN WORKS. 


HOW BOTH EMPLOYER AND EMPLOYEE RECEIVE 
SO MUCH FOR SO LITTLE. 


HOW THE SPLIT DOLLAR HELPS THE EMPLOYER 
RETAIN VALUABLE EMPLOYEES. 


HOW BENEFITS ACCUMULATE YEAR BY YEAR. 


can see that he has everything to gain 


THE PLICO SPLIT DOLLAR PLAN 


In other words, their business prospect or client 
| 
) 
| 
| 
| Address inquiries to the Agency Department 


Philadelphia i ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


OVER A QUARTER OF A BILLION. OF 


for his company and himself 
by putting into operation... 





Joseph E. Boettner, C.L.U., President 


INSURANCE IN FORCE 




















~ NN SW SO SN SISA POG OSN 


WEGHORN 
IS GOOD 
FOR LIFE 


Representing 
“Canada Life’’ 


PLAALS IAI IS 










NPE DI ARAL AA SALI 














vided by the agency department to the 
field. The panel will consist of Wilbur 
E. Hintz, director of agencies, modera- 
tor; Gordon Hull, director of sales sery- 
ices; Mr. deWard; Mr. Merritt; Robert 
H. Stevens, director of field supervision; 
George B. Gordon, director of advanced 
underwriting; Edward C. Hawes, CLU, 
director of analagraph tr aining; Thomas 
J. Munn, director of field supervision, 
and Neil D. Comerford, Jr., CLU, as- 
sistant director of field supervision. 

During the Wednesday sessions awards 
will be presented for accomplishments 
in the Duel (the company’s annual sales 
motivating contest), for persistency of 
business, for recruiting and for the best 
agency bulletin. Paul T. Rotter, mathe- 
matician, will present the persistency 
awards and Charles G. Heitzeberg, 
CLU, vice president in charge of agen- 
cies, will present the Duel, recruiting 
and agency bulletin awards. 

Three round tables on recruiting and 
selection will be moderated by Edward 
L. Reiley, CLU, Philadelphia general 
agent; Lee Nashem, New York City 
general agent, and John J. Mulder, CLU, 
Peoria general agent. 

James P. Moore, Jr., vice president 
and comptroller, will discuss company 
operating costs and Mr. Rotter will re- 
view the latest policy and rate develop- 
ments. On Wednesday evening M. 
James Houlihan, Saginaw general agent 
and president of the company’s General 
Agents Association, will be toastmaster 
of the annual awards banquet at which 
President Palmer will present the Presi- 
dent’s Trophy and runner-up awards to 
the company’s best all-around agencies. 
Mr. Heitzeberg will present the New 
Organization Award and_ runner-up 
awards to the agencies with the most 
outstanding records in the recruitment 
and development of new men. 

Thursday sessions will be opened by 
John J. Magovern, Jr., vice president 
and counsel, who will discuss the latest 
Federal tax developments and _ other 
legislation. 

A panel on “Building With Super- 
visors” will be moderated by Paul L. 
Guibord, New Jersey general agent. C. 
Carroll Otto, Detroit general agent; 
Solomon Huber, CLU, New York gen- 
eral agent, and C. Carney Smith, CLU, 
Washington, D. C., general agent, will 
participate in the panel. 

Vice President William F. Ward will 
describe the latest underwriting changes 
and report on company progress in the 
areas of Group and guaranteed issue 
coverages. Mr. Gordon Hull will discuss 
“New Frontiers in Selective Group Mer- 
chandising.” The meeting will be closed 
by Mr. Heitzeberg, who will discuss the 
importance of policyholder service. 

Following the general agents meeting 
there will be a refresher conference 
which will be attended by approximately 
25 general agents who will remain until 
March 14. The conference will be con- 
ducted by a small group of home office 
staff members. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 
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Postal Life Meeting 
Of Its General Agents 


HELD IN WASHINGTON, D. C. 





Company Announces “Executive Special” 
Policy; General Agents Ass’n 
Elects New Officers 





Postal Life of New York held its 
annual meeting for its general agents 
recently at the Shoreham Hotel, Wash- 
ington, D. C., and featured important 
talks by home office executives, and 
panels of general agents under the ‘chair- 
manship of Director of Agencies Don 
Smith. 

President George Kolodny opened the 
two-day meeting with a brief. welcome 


and announced the new “Executive Spe- 


Treasurer Howard Watne explained the 
“New Changes in Accounting,” showing 
how the new IBM accounting procedures 
are increasing efficiency, reducing ad- 
ministrative costs and improving service 
to policyholders and agencies. Assistant 
Actuary Richard Burstein described how 
Ordinary and Term could be combined 


to compete successfully with modified 
three and five plans. 
Executive Underwriter Henry Way- 


Silvers gave 11 actual case histories that 
illustrated how close cooperation between 
the home office and agencies provided 
better underwriting results to its brokers 
and agents than they had thought pos- 
sible. 

Paul Duling, director of sales promo- 
tion, presented a large display of adver- 
tising and promotional material that is 
available to the agencies. He said that 





Left to right—Charles Seibel, Lester 
and Dominick Dragonetti. 


cial” policy with a minimum of $25,000, 
and the company’s 1958 conference at 
Saranac Inn, July 13-16. 

Vice President and Actuary Saul Ros- 
enthal spoke on “Postal’s Competitive 
Position” and discussed in detail the new 
“Executive Special” policy, answering 
questions from the floor and comparing 
the new policy with similar ones on the 
market. 

Mr. Rosenthal said that the policy 
would have a minimum of $25,000, be 
issued sub-standard to 500%, have high 
guaranteed cash values, the complete 
range of settlement options, be partici- 
pating, and pay commissions of 55% 
plus nine 5’s. A whole life paid up at 
9) policy, it will be issued from age 10 
through 70, family income and level Term 
riders can be added—with the riders 
paying the same commissions as the 
basic policy. 

“Our Executive Special can be recom- 
mended not only to top executives and 
professional men and women,” Mr. 
Rosenthal said, “but also to the rapidly 
growing number of people who need 
$25,000 or more of life insurance. It 
ideally fits key man, partnership, corpo- 
ration, tax and split- dollar proposals. It 
is a powerful companion to our already 
highly competitive ‘Special’ whole life 
paid up at 85, whole life paid up at 
70, and 20 payment endowment at 85 
policies, which have $5,000 minimums. 

Furman B. “Duke” Phelps, Group su- 

pervisor, used large charts to bring out 
the favorable points which Postal men 
and women have in selling the company’s 
Group contracts. Agency Secretary Emil 
Kaselitz explained the new production 
clubs and awards which will give more 
recognition to a greater number of the 
company’s producers. 

A panel of general agents led a dis- 
cussion on “Recruiting.” The panel 
members were Arthur Milton, tie H. 
Hamill, CLU, and Alexander Rotenberg. 
Don Smith was moderator. 


Changes in Accounting 


The next morning, Secretary and 


Margolis, George Ross, Harold De Mian 


Postal’s 1957 ad schedule is larger than 
ever, that more promotional literature 
will be produced, and gave the reasons 
behind the “new design” in the com- 
pany’s house organ and brokerage bulle- 
tins. 

In the afternoon of the second day a 
panel of general agents, made up of 
Milton Altschul, CLU, Harold DeMian, 
and Alvin Wolff, was held on “The 
Brokerage Market.” Don Smith was the 
moderator. 

The General Agents Association then 
held their meeting and elected George 
Ross, Middletown, president. Lester 
Margolis, New Haven, was re-elected 
vice president; Dominick Dragonetti, 
New York City, treasurer, and Charles 
Seibel, New York City, secretary. Har- 
old DeMian, New York City, is the 
outgoing president. 

reception and dinner was held in 
the evening, during which the awards 
and plaques for 1956 were presented to 
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WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company a ‘America 


Wilmington 99, Delaware « Telephone: Olympia 4-2474 





the leaders. 


Soren Taw Travelers Companies Opens 


the newly elected presi- 


dent of the General Agents Association, New Branch in London, Ont. 
told Mr. Kolodny that all the general ? 


agents had pledged to write $5 million The Travelers Companies have opened 


of Ordinary business during the month a new agency and service office in Lon- 
of March in his honor. don, Ontario, it has been announced in 
ae Hartford by M. T. Wilson, vice president 

Old Republic i in N. Y. in charge of agency departments of the 
The Old Republic Insurance Co. of companies. The office, located at 200 
Greensburg, Pa., has been authorized to Queens Avenue, is under the general 


transact business in New York as of supervision of the Toronto branch office 
I 


January 29, according to James H. Jar- Vice President Wilson said that as a 
rell, president, who also announced result of the rapid growth of business 
declaration of the regular quarterly divi- in the London area, the agency and 
dend of 20 cents payable February 18 service office has been established to 


to stockholders of ¢ 9. : ay ea 
: record on February provide better service facilities to repre 

















sentatives and policyholders of The 

Travelers. 
EMPIRE'S Offices will be fitted with modern 
. P ° sf bank-type partitions, fluorescent light- 
Innovation in Life Insurance—Reduced Premium Because ing, acoustical ceiling, and asphalt til 

of Policy Size flooring. 

_ © cle Eg I No The executive staff of the office com 
Reductions per thousand applicable to our published rates ragardiess of age. prises: Jackson G. Pollock, assistant 
ete —— manager, with headquarters at London, 
PRWL & | All Other Plans life, accident and health department, and 
Selective Except Term rs t 7a 
Protector | is Vans Midles Charles N. Macdonald, manager; Mur- 
ray H. Weiland, field supervisor, with 
Below $5,000 —0— pod aes headquarters at London, casualty, fidel 
$5,000 to $9,999 | as Qos $1.00 ity and surety and fire and marine de- 
$10,000 to $14,999 | $1.50 $1.50 partment; Ormand S. Johnson, manager, 
$15,00 and over $1.75 | $1.75 casualty, fidelity and surety department; 
Kermit G. Davis, manager, fire and ma- 





MORGAN O. DOOLITTLE, 
President 
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We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


rine department; Robert F. J. Fitzpa- 
trick, district group supervisor, Group 
department; H. F. Abernethy, office 
manager, branch office administration 
department; Guy A. Buchanan, claim 
manager, claim department, and A. T. H 
Bevan, supervisor, engineering and loss 


DOUGLAS S. FELT 
Agency Vice Pres. 





control division. 
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Philadelphia Life Has 
Educational Conference 


HELD AT ATLANTIC CITY, N. J. 





Chairman Elliott Announces Large Pro- 
duction Gains in 1956; Plico Mil- 
lionaries’ Club Formed 





More than 175 field and home office 
representatives of Philadelphia Life were 
in attendance at the company’s annual 
educational conference, held at the Had- 


don Hall Hotel in Atlantic City, January 
30 through February 1. General theme 
of the conference was “Our New Look.” 
Highlight of the conference was a ban- 
quet where the announcement of the 
election of former Executive Vice Presi- 
dent Joseph E. Boettner, CLU, as presi- 
dent of Philadelphia Life was made 
public. Former president, William Elli- 
ott, said that he had accepted the posi- 
tion of chairman of the board of directors 
and would continue to be active in the 
company’s expansion program. 

Mr. Elliott spoke at the opening ses- 


sion about the excellent production 
records set during 1956, and predicted 
that even greater records will be set 
during che coming years. 

Mr. Elliott announced the formation 
of the Plico Millionaires’ Club. Pre- 


senting the company’s million-dollar pro- 
ducers of 1956, Messrs. Alex Newstein, 
Russel G. Gohn, Harry E. Thoms, Jr., 
Charles F. Hais, Robert M. Brinley, 
George H. Werl, Joseph A. Cimbala, 
John T. Lord, Herbert Edelstein, Jack 
Wardlaw, and John F. Quigley, with suit- 
ably engraved, gold cuff links, Mr. Elliott 


invited the newly formed club to a 
special Millionaires’ Conference to be 
held in April, 1957. He then went on to 


tell these men of the many other bene- 
fits accruing from being a Plico Mil- 
lionaire. 

During the course of the meeting 
various home office members presented 
new sales and instructional material to 
he gathering. A new guaranteed rate 
preferred life paid-up at 65 policy, the 
Plico 65, was presented. A very com- 
petitive contract, it is issued in amounts 
of $10,000 or more, and new sales mate- 
rial was made available to accompany 
the contract. 

A “New Look” in the company’s physi- 
cal policy contract was introduced at 
the meeting. A new design and modern 
format was used, among other improve- 
ments. 

A new Group insurance “Group-O- 
Matic” kit was presented, simplifying to 
a great degree the writing of Group life 
coverage. It contains such items as 
announcement material and individual 
registration cards. 

A new Salary Savings plan was also 
presented, accompanied by new sales 
material and instructions. 

Elected as chairman of the General 


Agents’ Association was Frank Gabor of 
Miami. In the same capacity for the 
Regional Directors’ Association, Charles 


A. Finley of Venice, Florida, was elected. 
Outgoing 50th anniversary company 
chairmen of these associations were pre- 
sented with miniature gold gavels on a 
tie chain in recognition of their work 
over the past year. 

Honored at various meal functions 
were the trustees of the William Elliott 


Educational Foundation, million dollar 
producers of the company, company 
Chartered Life Underwriters, and men 


attending their first Plico conference. 


Atlantic Life Promotions 

Atlantic Life has announced the pro- 
motion of two officers and the election 
of two others. 

H. Stanley Marmaduke, formerly man- 
ager, accident and sickness department, 
was elevated to assistant vice president. 
H. Ernest Owen, assistant treasurer, was 
advanced to assistant treasurer and con- 


troller, and Francis S. Carlton, agency 
supervisor, was named agency director. 
John P. Nesbit was elected director of 


field training. 


Mr. Marmaduke, in his new capacity 


Made Medical Consultant 
By Lincoln National Life 


Appointment of Dr. Paul M. Rattan 
as medical consultant for Lincoln Na- 
tional Life’s reinsurance activities in 
Texas has been announced by Walter O. 
Menge, company president. A promi- 
nent internist in Dallas, Dr. Rattan is 
also a member of the medical section of 
American Life Convention and has had 
thirteen years experience in life insur- 
ance medicine. 

The establishment of the company’s 
new regional reinsurance office in Dallas, 
the first of its kind in the life insurance 
business, was announced recently. All 
reinsurance activities of the company are 


under the direction of John Phelps, 
second vice president. Dean A. Thomas, 
regional reinsurance manager, will be 


in charge of the reinsurance service of- 
fered by the new office, and Ernest 
Ehresman will head the Dallas office’s 
underwriting service. 


John Hancock Appoints 


J. H. Brimmer at Boise 


The appointment of John H. Brimmer 
as general agent in Boise, Idaho, provid- 
ing service to southern Idaho and east- 
ern Oregon, has been announced by John 
Hancock Mutual Life. The new office 
will be located in temporary quarters at 
825 Vista Avenue until a new building 
is completed at 1222 Vista Avenue. 

Mr. Brimmer, who has lived in Boise 
for several years, has a broad _ back- 
ground of practical life insurance sales 
and management experience. Born in 
Davenport, Iowa, he later moved to Ari- 
zona where he attended Tempe College. 
After some selling experience he served 
during World War II in the U. S. Navy 
as a radar instructor. He returned to 
life insurance selling following the war. 
He has been active in community fund 
raising projects and is a member of the 
local Life Underwriters Association. 


Great-West Life Announces 
Four Field Appointments 


Great-West Life has announced four 
new promotions in its field force. Mau- 
rice Bilodeau has been appointed a su- 
pervisor of Quebec branch; R. F. Fritsch 
has been named associate Group super- 
visor at Chicago; W. H. Knox has been 
appointed assistant Group supervisor at 
Vancouver; and R. J. Miller has been 
named assistant Group supervisor in 
Minneapolis. 

Mr. Bilodeau joined the company in 
1955 as a representative of the Quebec 
branch. Mr. Fritsch became a Group 
representative of the company in Chi- 
cago in 1951, and in 1954 was appointed 
assistant Group supervisor there. Mr. 
Knox joined the company two years ago 
in Vancouver as a Group representative. 
Mr. Miller joined the company’s Detroit 
branch in 1954 as a life underwriter and 
a year later became a Group representa- 
tive of that branch. 


Joins Life Ass’n Staff 


Constance M. Pirnie, formerly with 
Teachers Insurance and Annuity Assn., 
has joined the staff of Life Insurance 
Association of America as personnel as- 
sistant. Miss Pirnie, under Virginia 
Colgan’s direction, will assume responsi- 
bility for all matters relating to person- 
nel procurement including recruitment, 
interviewing, testing, investigation and 
follow-up, as well as certain other per- 
sonnel functions. 

Miss Pirnie is a graduate of Cornell 
University and Teachers College. Her 
personnel experience has included serv- 
ice with the McCall Corp. as well as 
with TIAA where her duties were simi- 
lar to those she will assume with LIAA. 
She succeeds Mary McClelland who will 
leave the Association after 28 years to 
devote her services to the work of a 
religious organization. 





as assistant vice president, will continue 
to head the company’s accident and sick- 
ness and hospitalization sales. 


Caperton Succeeds Otto 

For Conn. Mutual in Iowa 

Appointment of John F. Caperton, Jr., 
to succeed Paul C. Otto as general agent 
at Davenport, Iowa, has been announced 
by Connecticut Mutual Life. 

Mr. Caperton is a graduate of South- 
ern Methodist University and has been 
with the company’s Albuquerque, N. M., 
agency since leaving the Air Force in 
1950 after nine years’ active duty. For 
the past three years he has been super- 
visor of the agency. Active in civic and 
professional affairs, he is a past presi- 
dent of both the Albuquerque and the 
Central New Mexico Associations of Life 
Underwriters and served as vice presi- 
dent of the New Mexico State Associa- 
tion. 

Mr. Otto has been in the insurance 
business 40 years, more than 30 of them 
with Connecticut Mutual. He served the 
company as general agent at Rockford, 
Ill., and Grand Rapids, Mich., before 
going to Davenport as general agent in 
1929. He is a past president of the 
Davenport Association of Life Under- 
writers, the Davenport General Agents 
and Managers Association and the Iowa 
State Association of Life. Underwriters. 

Through his long years of service, Mr. 
Otto became dean of the Connecticut 
Mutual’s general agents. He will con- 
tinue with the agency as associate gen- 
eral agent and will remain active in 
sales. 


Commonwealth Awards 

Bernard E. Wilson, director of branch 
office agencies, Commonwealth Life, 
Louisville, has announced the winners 
of the 1956 President’s Trophy, Superin- 
tendent of Agencies Trophy and Director 
of Agencies Trophy in the braneh office 
agencies. 

The Northwest Ohio branch office 
agency, Lima, Ohio, Gilbert J. Wellman, 
CLU, branch manager, has been awarded 
the 1956 President’s Trophy. The trophy 
is awarded annually to the branch office 
having the best all-round performance 
during the year, based on 21 factors of 
agency management. This year’s award 
marks the fourth time Northwest Ohio 
has received the trophy. Previous awards 
were made in 1946, 1947 and 1952 

Jim Ed Abell of the West Kentucky 
branch office agency, Owensboro, Ky., 
received the Director of Agencies Tro- 
phy. It is given annually to the branch 
office agencies underwriter who ranks 
first for the calendar year on cumulative 
cash sales commissions. 

Irby H. Hummer, Hodgenville, Ky., 
representative of the Kentucky South 
branch office agency, located in Bowling 
Green, has been awarded the Superin- 
tendent of Agencies Trophy. This award 
is given annually to the branch office 
agencies underwriter who completes his 
first contract year during the current 
calendar year with the greatest amount 
of cumulative cash sales commissions. 


U. S. Life Agency Expands 


In order to better service the needs 
of a growing clientele, the Standard In- 
surance Agency, Jackson Heights, New 
York (formerly the Melvin Schwartz- 
berg Agency), has expanded its manage- 
ment facilities to include Norbert A. 
Hochschartner and Ravmond F. Minnio. 
Mr. Hochschartner and Mr. Minnio will 
be associated with Melvin Schwartzberg 
as co-partners in the recently expanded 
agency, a general agency of United 
States Life. 

A native New Yorker, Mr. Hochschart- 
ner is a gradute of St. John’s University 
and was formerly with the brokerage 
firm of Alexander & Alexander, New 
York. Mr. Minnio was with New York 
Life before joining the Standard Agency. 
He is a graduate of Fordham University. 

According to tentative plans, Standard 
Insurance Agency will specialize in busi- 
ness life, estate planning and Group in- 
surance. 


2 Bills Affecting Limits on 
Group Now in N. Y. Senate 


Two bills affecting Group insurance 
limits were introduced in New York 
State Senate this week. That sponsored 
by New York State Association of Life 
Underwriters and introduced by Senator 
John A, Cooke provides for 20-40 limits 
and is applicable only to business writ- 
ten in this state. 

The other bill, introduced by Senator 
Mitchell, has no flat dollar limit but has 
a limit of two years’ salary. 


Sales Material in Spanish 


Many Insurance Research and Review 
sales and management procedures deal- 
ing with the problems of management 
and personal production in the life in- 
surance business are now available in 
Spanish through a new organization, the 
International Insurance Institute, Inc., 
located at 266 Almeria Street, Coral 
Gables, Florida. This joint announce- 
ment was made by William T. Criswell, 
Jr., president of International and Hil- 
bert Rust, CLU, president of the Insur- 
ance Research and Review Service, In- 
dianapolis. 

The International Insurance Institute 


. will distribute R & R life insurance ma- 


terials and services in those countries 
and to those companies doing life insur- 
ance business in the Spanish language. 
The president of the International In- 
surance Institute, William T. Criswell, 
Jr., has lived many years in Latin Amer- 
ica and knows the needs of life insur- 
ance agents, agency heads and compa- 
nies operating in that territory, having 
served as agency vice president of a 
Latin American life insurance company. 
Mr. Criswell and Mr. Rust feel that the 
life insurance field in Latin America is 
still in its infancy and is destined to 
undergo tremendous expansion in the 
decade ahead. 


Harmelin Agency Course 

The 108th class of the MHarmelin 
Agency, general agents, Continental As- 
surance, New York, to prepare brokers 
for the March 21 New York State life 
agent’s examination, will begin Febru- 
ary 27. The course consists of five lec- 
tures and is conducted at 50 Church 
Street, New York. Instruction will be 
given by David R. Harmelin and William 
Harmelin, both of whom served as LUTC 
moderators last year. A limited number 
of applicants will be accepted and there 
is no charge for the instruction. 

William Harmelin, supervisor of the 
agency, received official word that he 
qualified for the 1957 Million Dollar 
Round Table, his second successive year 
of qualification. 


Old American Changes 
Joseph J. McGee, president of Old 


American Insurance Co. of Kansas City, 
has announced the election of C. 
Fidlar to a newly created post of vice 
president and senior underwriting con- 
sultant. Mr, Fidlar’s experience in in- 
surance totals 57 years, 14 of which have 
been with Old American. 

J. Frederic Allebach, attorney and 
former mayor of Albany, Mo., was elect- 
ed a director. He is a former attorney 
for the State Insurance Department, a 
former assistant attorney general for 
Missouri, 





EQUITABLE, IA. SETS RECORD 

The agency force of Equitable Life 
of Iowa last month recorded the largest 
January production of new paid life in- 
surance in the 90-year history of the 
company, it was announced by Ray E. 
Fuller, agency vice president. The total 
for the month amounted to $13,042,196, 
representing a 16.2% gain over the corre- 
sponding month of 1956. Life insurance 
in force at the end of the month in- 
creased to $1,497,440,841. 

The Detroit agency, F. A. Smart, gen- 
eral agent, placed first among all agen- 
cies throughout the country. 
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State Mutual Life Makes 


Several Staff Promotions 
Following the annual meeting of State 
Mutual Life four promotions of com- 
pany Officers and the election of six 
new officers were announced. 

Byron S. Davis was named assistant 
secretary of the sickness and accident 
division. He is a graduate of Bowdoin 
College and joined State Mutual in 1953. 

Harold E. Ahlquist, Jr. and Vincent 
A, Piucci were promoted to assistant 
controllers. A graduate of Northeastern 
University and former Army Air Force 
pilot, Mr. Ahlquist joined State Mutual 
in 1948. 

Mr. Piucci, also a graduate of North- 
eastern, came to State Mutual in 1944. 

Robert T. Mable, who received his 
education at Triple Cities College, is now 
manager, agency planning. He joined the 
company in 1952. 

The following six associates were 
raised to officer status: Donald L. Bar- 
ber, internal auditor, was graduated from 
Boston University and has passed C.P.A. 
examinations. 

Earl M. Carpenter, senior systems 
analyst, graduated from Oklahoma A. & 
M. College and received his MBA de- 
gree from the University of Pennsyl- 
vania. 

John Macarchuk, manager of the 
mathematical department, is a graduate 
of Brown University and an Army vet- 
eran. He is an Associate of the Society 
of Actuaries. 

Robert H. Carey and Donald E. Tread- 
well were named assistant underwriting 
managers. Mr. Carey joined State Mu- 
tual in 1949 following his graduation 
from Clark University. 

Mr. Treadwell was graduated from 
Boston University and came to the com- 
pany in 1 
David G. Muller, a graduate of Holy 
Cross College and a Navy veteran with 
11 years’ service, was named assistant 
personnel director. 


Mutual of N. Y. Names 


Brokerage Supervisors 

Mutual Life of New York has an- 
nounced the appointment of brokerage 
supervisors in Boston and Los Angeles. 
Arthur E. McCourt has been named bro- 
kerage supervisor with the Boston 
(Meehan) agency and Roger V. Peter- 
son, Jr., has joined the Los Angeles 

(Eve) agency. They will direct the de- 
velopment of brokerage business for the 
company’s multiple lines of personal 
coverages for individuals, families and 
groups, 

Mr. McCourt has been in sales work 
since 1948 and in the personal insurance 
field for the past seven years. He served 
first with State Mutual in Boston, and 
since 1954 had been brokerage manager 
for Connecticut Mutual. He graduated 
from Boston College in 1941, served with 
the Army five years during World War 
II, then resumed his studies and gradu- 
ated from Boston College Law School in 
1946. 

Mr. Peterson has been in the insur- 
ance field in Los Angeles since 1947, the 
past six years in brokerage work. He 
attended Los Angeles City College and 
Southwestern University. During World 
War II Mr. Peterson served in the 
Navy. 


S. W. Johnson Advanced 
By Union Mutual Life 


Elected administrative vice president of 
Union Mutual Life of Portland, Me., at 
its annual meeting was Stephen W. John- 
son, former vice president and controller, 
who joined the company in 1945 as con- 
troller and was elected vice president 
in 1953. In his new capacity, Mr. John- 
son will be responsible for over-all super- 
vision of the company’s office methods 
and accounting procedures, an expansion 
of his former duties. 

A graduate of Dartmouth College and 
the Amos Tuck School of Business Ad- 
ministration, he holds an A.B. degree 
from the former and an M.C.S. degree 
from the latter. 


New Post for J. Henry Smith 


Ray D. Murphy, board chairman, 
Equitable Life Assurance Society, has 
named J. Henry Smith to his staff as 
vice president and executive assistant. 
He has also been appointed to the com- 
pany’s public relations committee. His 
former position was vice president and 
associate actuary of the company with 
duties associated with the Group de- 
partment. 


Joins TV Station 





HENRY F. 


CHADEAYNE 


Henry F. rengs 52 Aap treasurer of 
General American Life of St. Louis, as- 
sociated with that company for 23 years, 
has resigned to become full-time execu- 
tive director of KETC, an educational 
television station in St. Louis. Mr. 
Chadeayne, long prominent in St. Louis 
politics and civic affairs, said he accepted 
the new post “because it provides a 
unique opportunity for service to this 
community in a field in which I have 
long been interested.” 


Aetna Life Leaders Club 


Henry A. Kirsch, Shreveport, La., 
has been installed as president of the 
1957 Aetna Life Leaders Club. V. John 
Krehbiel, Los Angeles, is the new vice 
president. Harold A. Suesman, New 
York City, is secretary and William H. 
Mauk, Toledo, treasurer. 
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R. M. Wiese in Chicago for 
Provident; Succeeds Father 





R. J. Wiese 


R. M. Wiese 


Provident Mutual Life, Philadelphia, 
has announced the appointment of Ray 
Morton Wiese as manager of the com- 
pany’s Chicago agency located at 1 
North LaSalle Street. He succeeds his 
father, Raymond J. Wiese, who has been 
general agent of the agency since 1948. 
Mr. Wiese, Sr., has asked to be relieved 
of his responsibilities as general agent, 
and will become brokerage manager of 
the agency. 

Both men have been with Provident 
since 1948, Raymond J. Wiese having 
been associated with the life insurance 
business since 1921. In his new capacity 
as brokerage manager, he will be open- 
ing separate offices in Chicago in the 
Spring. 

A graduate of Northwestern Univer- 
sity, Ray Morton Wiese served in the 
Army Infantry during World War II. 
He is also a graduate of the Purdue 
University Life Insurance Marketing 
School, a recipient of the NQA, and a 
member of the company’s top sales club, 
the Provident Round Table. A special 
agent and later supervisor in his father’s 
agency, he was transferred to Philadel- 
phia last year as a member of Provident 
Mutual’s Management Training Pro- 
gram. 


Epps Joins Agency Dept. 


Security-Connecticut Life 
Richard Eliot Epps has been appointed 
assistant superintendent of agencies for 
Security-Connecticut Life of New Haven. 
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New CLU Study Guide 
Includes Study of Ethics 


CLU candidates preparing for the Part 


V examination are currently receiving 
a new study guide which contains an 
assignment solely devoted to professional 
ethics. 

Under the revised CLU curriculum, 
which candidates are following during 


the current school year, Part V was re- 
modeled to include the 
human motivation and ethics. The 
of Part V continues to be devoted to 
the application of the candidate’s knowl- 
edge gained in the other four parts of 
the study program. 


subject of 
rest 


Although the subject of ethics and 
professional practices has been touched 
on throughout the five-part program in 
the past, this is the first time that a 


specific section has been devoted to the 
subject. 


The new Part V Study Guide, now off 


the press, contains articles on the pro- 
fessional ethics of accounting, architec- 
ture, medicine, and law, and a special 
treatment of “The Social Signific: of 


Professional Ethics,” by Dr. one M. 
Maclver. 
“The close relationship if not the 


synonymity of professionalism and eth- 
ical practices makes a discussion of the 
meaning of professionalism almost in- 
separable from a discussion of ethics,” 
says the text of Assignment 3 in which 
the subject is covered in the new Study 
Guide. 

In distinguishing between business and 
the professions, Dr. Maclver declares, 
“The professions assume an obligation 
and an oath of service.” He quotes the 
ethicz ul code of the American Medical 
Association as follows: “A profession 
has for its prime object the service it 
can render to humanity; reward or finan- 
cial gain should be a subordinate con- 
sideration.” 

The first four assignments in the new 
Part V Study Guide are devoted to 
motivational psychology and human re- 
lations. They include readings from two 
textbooks: “Introduction to Psychology” 
by C. T. Morgan, and “Psychological 
Aspects of Business” by E. K. Strong. 
The remaining ten assignments of Part 
V are contained in “The Practice of Life 
Underwriting” by Harold W. Gardiner 
which is a combined text and case book 
designed to assist the CLU student to 
prepare for the Part V examination. 
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The growing use future possibili a ° 
Phe growing use and fut yp ; only to benefit the enterprise, but per- 
ie F electronic equipme in home ane 
ties of electronic equipment haps even to preserve our way of life. 


offices has sti ate inking on ways y eee : 
ffices has stimulated thinking ot , Job enlargement also requires a good 


»ric rk more 
clerical work product, 


of making routine 


good personnel, encouragement 
self-education and _ self- 


improvement, and an expanding market. 


interesting as a morale factor. Job en 
largement, adding 
tine functions to a routine job, has been 


of employe 
varied and non-rou- 


tried successfully by the Equitable So- — 
Robie, the Society’s 


Society of 


ciety. Edward A. 
personnel director, told the 
LOMA Graduates last week these re- 
sults were shown in the file division: 


Bruce Hoblitzel, veteran insurance and 
real estate operator at Louisville, Ky., 
may be the Democratic candidate for 
Mayor in the November elections. The 
Elimination of monotonous routine by local party is insisting that he run. 
Mr. Hoblitzel for more than three years 
has been sheriff of Jefferson County. 
For many years he has headed the 
Shriners crippled children’s hospital 
ary in- board, and managed the hospital. He 
$ ¢ is a director of a number of large in- 
dustrial concerns. He is just short 70 
years of age. 

Mr. Robie cited studies of other com- >. arte 


creating more variety and requiring the 
exercise of more skill; 60% fewer unfiled 


papers; a 42% reduction in turnover for 





one year, and promotional sz 





result of reclassificat 


creases as 


the jobs 


pany’s experience showing that employes 
Robert H. Murray has been advanced 


tend to derive the most satisfaction from s : & 
by the St. Paul Fire and Marine to 


at ES POOR Oe EOP URE Ee pemnes A pao fs. : : 
o%s which demand considerable skill, executive assistant, and will occupy the 
include different activities and require position of general assistant to the treas- 
them to make decisions. The studies also urer ol both the St. Paul and the St. 
how. however, that som t* mA Pauli Mercury. Mr. Murray joined the 
show, however, thi SO his 


employes are : 
: company in 1027 and has been associated 


with the investment and treasurer’s de- 
partments since that time. 


best fitted for routine, simplified work 
The speaker warned that the democratic 
endangered 


capitalistic system may be 


. “ B * * 
unless office and factory employes gain 
more satisfaction from their work itself, Herman H. Bijesse, Robert W. Deisler 
rather than from outside their jobs. He and Charles H. Edwards, all officers of 
: Guardian Life whose 25th anniversaries 
occur in 1957, were honored at a dinner 
in New York’s Ambassador Hotel Febru- 
also. ary 11. Agency Director Edwin J. Phelps 
made the employe bored with his work, was toastmaster at the dinner, and Presi- 


causing him to seek various forms of @ent John L. Cameron commented on 


said that while job simplification and 
specialization have increased production, 
| 


leisure time and earnings, they have 








; H irre siaiiacalae the guests’ contributions to the company, 
escape. e€ Said je eniargeme attacks 
spits * AAs nm vision and presented engraved watches to Deis- 
this problem directly by providing satis- Jer and Edwards and a set of matched 


to the employe from the work golf clubs to Bijesse, in recognition of 


their quarter century of service. 


faction 
itself. 


Jobs can be enlarged not only by x * * 


adding duties, Mr. Robie said, but also 

Raymond Douglas, Ohio state agent 
of the Agricultural Insurance Co., was 
speaker at a meeting of the Insurance 
Women of Toledo in Toledo, Ohio. 


by encouraging an employe to perform 
to the full limits of the job description 


and beyond, if possible. Job enlargement 
disgruntled 


cannot be used 


is not a panacea for the 


tek Re 


employe and it to elim- 


PS ea nme, ; 
inate all routine jobs. J. Roland Butler was named marine 


manager of Edgar T. Alberts Limited, 
insurance brokers, of Toronto and Mon- 
treal. Prior to this appointment he was 
marine superintendent of the Royal- 
Globe Insurance Group for Ontario, 


The success of programs, such as those 
described, depends first on siietilianianiints 
acceptance of the job enlargement phil- 


osophy. Management must first recog 





Left to Right: Walton C. Ament and Frank J. Meistrell 


Commissioner Frank J. Meistrell administers the oath of office 


who has been appointed Deputy Commissioner of the Federal 
functions in the new government agency which is developing a three-fold program 
to aid and protect people who are exposed to property losses caused by floods. 


Born in Pittsburgh, Mr. Ament is a graduate of Penn State University and 
Harvard Law School. For several years he practiced law in New York and in 
1937 joined Pathe News. For the past 10 years he has been operating head of 
Warner-Pathe News and was responsible for the world-wide operations of that 
organization which produced newsreels and short “— motion pictures. During 
World War II Mr. Ament was chairman of the War Activities Committee of 
the motion picture industry. 





Clifford G. Cornwell has been elected Daphne Troth, wife of Paul 
an honorary member of the American director of Group sales 
Institute of Marine Underwriters and of | New York Life, recently gave an organ 
the Board of Underwriters of New York. recital before the Plainfield Musical 
Mr. Cornwell is chairman of the board, Club, Plainfield, N. J. Mrs. Troth, an 
manager and underwriter of the Ameri- accomplished organist, has been in charge 
can Hull Insurance Syndicates, and of choir direction and church music for 
president of United States Salvage Asso- several years in churches of the Plain- 
ciation. field-Westfield area. She is presently 
taking graduate work in the School of 
ileal Sacred Music of Union Theological 

H. Ladd Plumley, president of State Seminary, New York. 

Mutual Life Assurance of Worcester, ip a tas 

has been elected a trustee of the Bank 
of New York, it has been announced by 
bank president Albert C. Simmonds, Jr. 
Graduate of Williams College and a for- 
mer army officer, Mr. Plumley joined 
State Mutual in 1946. He is a director 
and a member of five different commit- 
tees of the Chamber of Commerce of the 
United States, a trustee of the American 
Enterprise Association, chairman of the 
nominating committe of the Health In- 
surance Association of America, commit- 
tee member of American Life Conven- 
tion and Life Insurance Association of 
America. He is also active in numerous 
civic, charitable and educational organ- 
izations in Worcester and Massachusetts. 


Troth, 


a 


* * * 


Lucien T. Roy, 49 years old, a native 
of St, Louis, has been named vice presi- 
dent and agency director for the Utili- 
ties Insurance Company in St. Louis. 
Mr. Roy, who has been in insurance 
more than 20 years, formerly was assis- 
tant superintendent of the casualty 
underwriting division of the American 
Automobile Insurance Co., which re- 
cently was merged with the American 
of Newark, N. J. Mr. Roy preferred to 
remain-in St. Louis. H 
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Walton C. 
Ament, formerly vice president and general manager of the Warner-Pathe News, 
Flood Indemnity 
Administration (FFIA). Mr. Ament will assist the Commissioner in administrative 


promotion for 
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New Book Gives History of 
Aetna Life’s First 100 Years 
The history of the first hundred years 
of the Aetna Life Insurance Co. (in 
which organization is also the Aetna 
Casualty and Surety Co. and Standard 
Fire Insurance Co.) has now been pub- 

lished. 

Founded in 1953, and now one of the 
world’s most successful insurance organi- 
zations, the Aetna has been directed 
from the start by an unusually capable 
and far-seeing personnel of executives. 
An amazing feature is that there have 
been only five presidents of the Aetna. 
Every one of them ranked, or does now 
rank, as a man of distinction. Morgan 
B. Brainard, who was elected to the 
newly created post of chairman in Feb- 
ruary, 1956, celebrated his 50th anniver- 
sary with the organization last year. He 
had been president since 1922. His suc- 
tessor as president is Henry E. Beers, 
also an outstanding figure in the insur- 
ance field and long with the Aetna. 

Author of the history of Aetna Life’s 
first century of operation is Richard E. 
Hooker, a noted New England journalist 
who was formerly editor of the Spring- 
field Republican. Teeming with human 
interest his book also presents a graphic 
picture of the capable manner in which 
problems or organization, arising from 
early struggles, nationwide depressions 
and other emergencies have been met, 
and he also describes incidents in later 
years in fascinating detail. 

The demonstration of how a company 
having its beginning in a very limited 
amount of floor space could grow to its 
present stature is dramatically told. The 


insurance achievement could not have 
been possible without wisdom, vision, 
courage and foresight, and of those 


characteristics and qualities the Aetna 
Life executives have been well endowed 
from the start. 

The origin of Aetna Life grew out of 
Aetna (Fire) Insurance Co. being 
granted a charter by the Connecticut 
legislature on June 5, 1819, permitting it 
to write life insurance and annuities, but 
the privilege was not exercised until 
after another charter amendment granted 
in June, 1850, Additional capital of $150,- 
000 was secured in 1950 to set up the 
Aetna Insurance Co. Annuity Fund. On 
May, 1853, the charter was again amend- 
ed and the shareholders of the “Annuity 
Fund” were made a separate corporation 
under the title of “Aetna Life Insurance 
Co.” While for_a short time the Aetna 
Life had its office in the Aetna (Fire) 
building it had launched a career of its 
own with no connection with any other 
company. 

The first president of Aetna Life was 
Judge Eliphalet Adams Bulkeley who 
served as president until 1872. He had 
set up a law practice in East Haddam, 
Conn., organized a bank and became a 
manufacturer as well and an owner of 
coal mines. He served as the town’s 
representative in the lower house of 
Connecticut jegislature, as state’s at- 
torney for Middlesex County, as a State 














Senator, as a school commissioner and 
as a judge. Moving from East Haddam 
to Hartford he became one of the city’s 
business Jeaders and one of his activities 
was becoming an organizer of the Annu- 
ity Fund. When Aetna Life was formed 
he became its president as well as its 
chief stockholder. At the start, the com- 
pany faced some critical situations. The 
confidence of the directors in Judge 
Bulkeley was contagious and the other 
stockholders shared it. 

Although there were a number of in- 
surance companies in Hartford he felt 
sure there was a fine opportunity for the 
Aetna Life, a confidence soon justified. 

As the Aetna started to grow an action 
of President Bukeley which proved to 
be of great importance in the history of 
the company was to bring into the Aetna 
in a clerical capacity a young man named 
Thomas Ostrom Enders at a salary of 
$400 a year. Nothing in the early career 
of Enders indicated his organizational 
ability, or disclosed that he would be- 
come so successful an insurance execu- 
tive that he would succeed Judge Bulke- 
ley as president of Aetna. He had been 
a dry goods clerk, worked in a cutlery 

factory and had sold some life insurance 
for the Aetna agency in Meriden, Conn. 
He had applied to an Aetna agency for 
a clerical job but was rebuffed “because 
of abominable handwriting.” An Aetna 
Life director who knew Enders sug- 
gested him as a clerk in Aetna’s home 
office. There the found his groove. As 
soon as he mastered the routine of the 
position, including the company’s system 
of double entry bookkeeping, he began 
to devise ways and means of securing 
more business and policyholders and in 
1858 was elected secretary, four years 
after joining the company. Later he was 
elected president. 

Judge Bulkeley found two other able 
lieutenants in Dr. Russell as medical 
director and Howell St. John as _ the 
Aetna’s first real actuary and _ profes- 
sional mathematician. Another noted 
figure later to join the company was Joel 
L. English who came to Aetna in 1872 
when Mr. Enders was president and who 
held the office of secretary for 33 years 
and vite president for 22 years. 

Successor to Mr. Enders as president 
Was a great personality who became 
Connecticut’s leading citizen. This was 
Senator Morgan Gardner Bulkeley, who 
when he died had been with the Aetna 
43 years. 

The business of the company during 
those more than four decades grew so 
greatly and had become so diversified 
that one of the insurance papers in an 
article about Governor Bulkeley declared 
the Aetna Life, with its affiliates, offered 
more different lines of insurance than 
any other company. 

Born in East Haddam in 1837, Morgan 
G. Bulkeley was educated in public 
schools there and in Hartford, and was 
graduated from Yale. His early business 
training was as a merchant. When the 
Civil War came he enlisted in a Brook- 


lyn regiment and went through the Pen- 


insular campaign in Virginia tnder Gen- 


Fabian Bachrach 


MORGAN B. BRAINARD 


eral McClellan. When his father, Judge 
Bulkeley, died he was called back to 
Hartford to serve his mother and look 
after his father’s estate and became a 
director of the company. In 1879 when 
Morgan Bulkeley became president of 
Aetna it had assets of $25,636,000. At 
the time of his death the assets had 
multiplied eight times to $207,041,779. In- 
surance in force expanded from $77,738,- 
000 to $1.334 billion. Established in 1907, 
and originally known as Aetna Accident 
and Liability Co., the Aetna Casualty and 
Surety Co., an affiliate, had turned an 
initial capital stock of $500,000 into $2,- 
000,000. 

When Morgan Bulkeley was elected 
president of Aetna in 1879 he had al- 
ready been councilman and alderman in 
Hartford’s city government and then was 
elected mayor in which post he served 
eight years. Next, he was elected Gov- 
ernor of Connecticut and later United 
States Senator, serving in the Senate for 
six years. 


Morgan B. Brainard, who became the 
fourth man to be elected president of 
Aetna Life, was son of Mayor Leverett 
Brainard of Hartford and Mary Jerusha, 
daughter of Eliphalet A. Bulkeley. He 
was a nephew of Governor Bulkeley. Mr. 
Brainard was graduated from Yale Uni- 
versity and Yale Law School and after 
working in a law office joined Aetna as 
assistant treasurer. He became treasurer 
and in 1910 vice president. He also be- 
came an officer of the affiliated compa- 


nies. Mr. Brainard held a number of 
civic offices in Connecticut before be- 
coming Aetna’s president. They were as 


a member of Hartford Common Council, 
president of Hartford’s police commis- 
sion, a director of Connecticut State 
prison, carrying with it membership in 
State Board of Parole, and he was treas- 
urer of the Republican State Central 
Committee and a member of the National 
Republican advisory committee. In an 
appraisal of himself, he once said: 

“Where Governor Bulkeley could bring 
men around him and have them work for 
him by the inspiration of his presence, 
I cannot. I have got to surround myself 
with as able a group of men as | 
sibly can.” That philosophy he has car- 
ried out. 

His great success is reflected by the 
growth of Aetna Life under his adminis- 
tration. In the seven years, for instance, 
between President Brainard’s accession 
and the stock market crash of October, 
1929, which ushered in the great de- 
pression, the company’s life insurance in 
force grew from $1.334 billion to $3.79 
billion. Its assets increased from $207 
million to $410.5 million. His handling of 
out of the 


pos- 


serious situations growing 
depression of the early ’30s won wide 
admiration in the Aetna organization. 





John 
BEERS 


Haley 
HENRY E. 


These situations included the heavy 
losses in marine insurance and the farm 
loan investment picture. In 1956 the 
Aetna Life Affiliated Companies’ pre- 
mium income was $846 million. The ad- 
mitted assets of Aetna Life alone at 
end of 1956 were $3.070 billion. 
Interesting chapters in the Actua 
Life’s historical book appear concerning 
the war years. Another interesting ch: ip 
ter in the book is a ane pee of in- 
surance in the World War II] 
The company’s home ides 
constructed near 
capitol, a huge 
Colonial design, 
voted to it. 


yeriod, 

building 
the Connecticut State 
brick structure in the 
also has a chapter de- 
This building with its beau- 


tiful landscaping has been visited by 
admiring insurance men from all parts 
of the world. 

Henry E. Beers, who became Aetna 


Life president at time Morgan B. Brain- 


ard was elected chairman in February, 
1956, was born in New Haven and oradu- 
ated from Trinity College with high 
honors. He was attending Naval aviation 
training school when World War I 
ended. He then entered the actuarial 
field and in 1923 entered Aetna Life’s 
actuarial department. His advancements 





were to be assistant actuary, vice presi 
dent, in later years having charge of 
activities in the Group division 
Vice President and Actuary E. E. Cam- 
mack, and then president. 

In its first hundred years the 
Life and its affiliates paid clain 
sorts amounting to more than #4 bill 
In the succeeding two 
to more than $5 billion. 

* 7” * 

HIF Maternity Care Survey 


The Health Information Foundation 


} 
i 





years the total 
rose 


recently released some informative sta- 
tistics on Maternity Care. The figures 
cited came from a nationwide survey 


medical costs conducted under 
the National Opinion Re- 


of family 
a grant by 


search Center of the University of 
Chicago. 
“ oa° A +4 _ - 
Families with incomes of less than 
$3,000 a year,” says the survey, “spend 


an average of $112 on maternity services, 
while those with incomes of $5,000 or 
more spend an average of $276. In 
families with incomes of $5,000 or more, 
80% of the expectant mothers have seven 
or more consultations with their doctors 
during pregnancy. In the under-$3,000 
families, one pion of every seven mothers 
does not see a doctor at all during her 
pregnancy, “tite fully two-thirds have 
fewer than seven prenatal visits. 
“American families spent about $950 
million in 1956 to pay the doctor, hospi- 
tal and other maternity bills for the care 
of mothers and children in more than 
four million births. The average cost 
per 


family was $225 
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North America Cos. 
Assets, Surplus Higher 

PREMIUMS ALSO AT RECORD 

Indemnity Co. Sidevntied Profit Offset 


by Fire Unit Losses, Leaving 
Minor Underwriting Loss 





Net operating income of the Insurance 
Company of North America Companies 
of Philadelphia amounted to $20,934,500 
during 1956, $345,000 less than 1955 but 
above the average of the preceding five 
years. 

Combined statutory earnings per share 
before taxes were $4.70, and after taxes, 
$3.93. This compares with last year’s 
figures of $5.23 before taxes and $4.02 
after taxes, after adjusting 1955 earnings 
per share to reflect the capital increase 
made in March, 1956, through payment 
of a 20% stock dividend. Results for 
1956 were announced by President John 
A. Diemand following the February 
meeting of directors. 

Record high levels of premiums writ- 
ten, assets and surplus to policyholders 
were attained by Insurance Company of 
North America and its affiliated compa- 
nies, Indemnity Insurance Company of 
North America and Philadelphia Fire 
and Marine. 


in 1956 


Premiums written by the group to- 
taled $288,391,000, almost a 7% increase 
over last year’s record volume of $269 
million. The fire and marine companies, 
Insurance Co. of North America and 
Philadelphia Fire and Marine, wrote 
$175,832,000 of the total, a 5.3% increase 
over last year’s $166,991,000. Indemnity 
Insurance Co. of North America showed 
the greatest surge in volume, writing 
$112,559,000 for a 9.6% increase over 
$102,693,000 a year ago. 

Indemnity’s statutory underwriting 
profit of $2,551,509 was offset at year’s 
end by a $2,685,062 statutory underwrit- 
ing loss sustained by the fire and marine 
companies. Consolidated statutory un- 
derwriting loss of the group was $133,- 
553. Premium reserves for the group 
increased $19,303,000. 

Consolidated assets at market values 
of the North America Companies as of 
December 31, 1956, were $857,472,000, 
an increase during the year of $37,112,000 
or 4.5%. Policyholders’ surplus (capital, 
stated surplus and voluntary reserves) 
totaled $438,467,000 at year’s end for an 
increase of $7,709,000 or 1.8%. 

Investment income before taxes 
amounted to $25,155,000, 9.3% more than 
the 1955 total of $23,009,000. Federal 
income taxes of $4,087,000 were accrued. 


Premiums Rose 7% 


Loss and Expense Ratio 97.3% 


The loss ratio of the fire and marine 
companies, figured on the basis of losses 
incurred to premiums earned, was 57.7%. 
The expense ratio of these companies, 
figured on the basis of expenses incurred 
to premiums written, was 40.4% for a 
combined loss and expense ratio of 98.1% 


Indemnity had a loss ratio of 60.5% 
and an expense ratio of 35.4% for a 
combined total of 95.9%. Consolidated 


loss and expense ratios for the group 
were 58.8% and 38.5% for a total of 
97.3%. 

Commenting on 1956 results, President 
John A. Diemand said, “The year past 
has been one of great accomplishment 
for the North America Companies, 
marked by substantial progress on the 
national and international scenes. We 
are facing the future with confidence 
and an assurance of continued growth 
and success in meeting all the insurance 
needs of the individual, family, business 
and industry, and institutions here and 
abroad. 








JOHN A. DIEMAND 


“A return from major organizational 
expenses absorbed in an extensive ex- 
pansion program of our facilities should 
materialize in the years ahead. The 
long-range program to establish process- 
ing offices in key areas was completed 
during the year with the modernization 
of our facilities in New York. Our 
network of service offices was strength- 
ened with the opening of three new 
plants in Atlanta, Ga., Hempstead, Long 
Island and Des Moines, Iowa, a vast 
improvement over our old facilities in 
these areas. Expansion and diversifica- 
tion of foreign facilities continued dur- 
ing the year. New offices were opened 
in San Juan, Puerto Rico, The Hague, 
Holland and Hong Kong bringing North 

(Continued on Page 25) 


Fireman’s Fund Assets, 
Premiums Rose in 1956 
LARGE UNDERWRITING LOSS 
Company to Seek Refund of Federal In- 


come Taxes; Companies Face Future 
With Confidence 





The Fireman’s Fund Insurance Com- 
pany and its subsidiaries for 1956 report 
an underwriting loss of $22,251,000. Net 
investment income for the year, exclud- 
ing realized capital gains, was $10,854,000, 
an increase of 9.5% over the preceding 
year. Premium writings were $216,236,- 
000 a gain of 5.9% over 1955. Consoli- 
dated operations, excluding realized can- 
9 nome. showed a net loss of $11,262,- 

compared with a profit of 
7 140,000 { in 1955, states President James 
F. Crafts. 

As a result of the 1956 operating loss. 
Fireman’s Fund will file for a refund of 
Federal income taxes in the amount of 
$7,054,000. The loss per share, after 
adjustment to eliminate realized and un- 
realized capital gain or loss in the 
investment portfolio (but including 
equity in the increase in unearned pre- 
mium reserve at 35%) was $2.27. If 
adjusted for the tax refund, the earnings 
ae share amounted to $.08, Mr. Crafts 
said. 

Assets Reach $456,616,000 

Unearned premium reserves increased 
during the year $13,092,000. Loss and 
loss expense reserves at year-end stood 
at $105,935,000, compared with $92,254,- 
000 at December 31, 1955. Assets on De- 
cember 31, 1956 were $456,616,000, an in- 
crease of $14,306,000 over the preceding 
vear. Policyholders’ surplus was $144,- 
983,000. 

Mr. Crafts said: “The primary factors 
that produced the unprofitable under- 
writing results were a greater loss and 
claim frequency and severity. As a re- 
sult of the continuing inflationary trend 
in our economy and the fact that rates 
have traditionally been based upon past 
experience, property and liability insur- 
ance underwriters during 1956 collected 
premiums on a lower level of prices and 
values and paid losses and claims on the 
higher current level. 

“Fireman’s Fund is cooperating with 
the industry in giving appropriate atten- 























American Equitable Assurance Company 
of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 
Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 


































































































JAMES F. CRAFTS 


tion to the existing inadequate rates and 
creating a greater awareness on the part 
of the public to keep insurance cover- 
ages up to present-day values, 

“The year 1956 demonstrated to a 
greater extent than before that the stock 
property and liability insurance industry 
is truly one of the nation’s strongest 
bulwarks against economic disaster. 
Fireman’s Fund derived satisfaction from 
its traditional policy of building surplus 
through the retention of earnings during 
profitable years so that despite the un- 
usually heavy underwriting loss in 1956 
the company and its subsidiaries face 
the future with confidence and enthu- 
siasm.” 


McCullough Joining 
Kemper Group in N. J: 


Roy C. McCullough, whose resignation 
as manager of the Multiple Peril Insur- 
ance Rating Organization was reported 
in these columns last week, is joining 
the Kemper Group Companies on April 
1 as assistant general counsel. He will 
be located at the Kemper Eastern de- 
partment offices at Summit, N. J. Lee 
W. Taylor, who was manager of the 
Eastern fire department in New York 
of the Fireman’s Fund, went with the 
Kemper Group Companies at this office 
some months ago. 

Mr. McCullough is one of the more 
brilliant young executives in the insur- 
ance field and has made an. excellent 
reputation during his years with the 


New York Insurance Department and 
MPIRO. 


Graduated Rates Held 
Legal in South Carolina 


The attorney general of South Caro- 
lina has issued an opinion to the Insur- 
ance Department that graduated rates, 
based on size of policies, is not a viola- 
tion of state law. This action reverses 
an opinion given last July by the attor- 
ney general’s office. 

“Further examination and considera- 
tion,” Asst. Atty. Gen. Daniel R. Mc- 
Leod said in his opinion, “of additional 
data . has caused a reappraisal of the 
position ‘heretofore taken by this office.” 

The Insurance Department may now 
approve policies of larger amounts for 
less comparatively than a purchaser 
would have to pay for a smaller policy. 


January Fire Losses Up 19% 

Estimated fire losses in the United 
States during January amounted to $115,- 
272,000 the National Board of Fire Un- 
derwriters has reported. According to 
Lewis A. Vincent, NBFU’s general man- 
ager, this loss represents an increase of 
18.9% over losses of $96,972,000 reported 
for January, 1956, and an increase of 
19.5% over losses of $96,485,000 for De- 
cember, 19. 
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Flood Premium Rate 
Proposals Outlined 


MAY RANGE FROM $1 TO $20 





Meistrell Says Rate Structure is Under 
Development by Gov’t and Industry; 
Study of “Frequency Curve” Made 





Federal Flood Commissioner Frank J. 
Meistrell told Congress this week that 
he hopes the range of premium rates 
for flood insurance policies may run 
from as low as $1 per $100 to $12 per 
$100. 

However, he added preliminary indus- 
try estimates reflect a range of rates 
from $2.50 per $100 to $20 per $100 
depending upon the risk. 

This was the first revelation of figures 
connected with the rate structure that is 
still under development, since enactment 
of the program last year by Congress. 
Mr. Meistrell explained that he was re- 
ferring to the basic premium rate, be- 
fore application of the Federal subsidy 
which, under the law, can be as high as 
40% during the early stages of the pro- 
gram. 

This would mean for example that a 
home owner wishing to purchase the 
maximum authorized coverage of $10,000 
would pay 60% of the $500 premium or 
$300 a year if the rate on his property 
were $5 per $100. 

Rates Are Still Estimates 

Meistrell and Albert M. Cole, Admin- 
istrator of the Housing and Home Fi- 
nance Agency, under which FFIA is 
placed, appeared before a Senate Bank- 
ing and Currency subcommittee to re- 
view progress made to date. The sub- 
committee is headed by Sen. Lausche 
(D. Ohio). 

Much of the testimony had centered 
about the difficulties involved in estab- 
lishing a workable rate structure, when 
Sen. Prescott Bush (R. Conn.), key 
figure in Congressional action on the 
indemnity bill, asked Mr. Meistrell 
whether he could give any estimates of 
possible rates. 

The FFIA chief explained that the 
estimates that he gave were preliminary 
in nature and must be qualified in the 
light of studies still under way, includ- 
ing a special look at the utilization of 
deductible features in the policies. Ex- 
plaining the procedures being taken with 
regard to resolution of the difficult rate 
problem, he said two separate studies 
were under way. 

A special intergovernmental unit is 
examining the approach to rates through 
the accumulation of geological and other 
pertinent physical data based upon the 
taking of river gauges, he said. This is 
an attempt to determine a “frequency 
curve” showing how often a particular 
river is likely to attain a_ particular 
height. This frequency curve is then 
projected on to a contour map of the 
area surrounding the river, from which 
a picture is obtained of the probable 
risk to any specific section of the area. 

This study is now under way in 200 
cities, Mr. Meistrell said. It would be 
very costly and time consuming to try 
to map the entire country in the short 
time available. Another difficulty en- 
countered in this approach, he said, i 
that any rate based on the likelihood of 
exposure as shown by these frequency 
curves would run counter to the funda- 
mental insurance precept of obtaining a 
spreading of the risk. 


Rate Study by Insurance Experts 

The second rate study is being con- 
ducted by insurance industry experts, 
who have been tackling the problem 
from an entirely different approach, and 
have developed an “average rate” based 
on the evaluation of the types of prop- 
erty that would be exposed, rather than 
the degree of exposure. They have set 
up some eleven or twelve classifications 
of property, with the lowest rate applied 
to residential property and being gradu- 
ated upward through manufacturing 
properties up to those along the coast 
line or situated near or over water, he 
explained. 
Mr. Meistrell pointed out that because 





Glens Falls Premiums 
Increased 6% in 1956 


RECORD ASSETS AND SURPLUS 





Total Net Gain Per Share Lower Than 
in. 1955; Roberts, Executive Vice 
President, Elected a Director 





The 1956 operating results of the Glens 
Falls Insurance Company, as reported 
by G. D. Mead, president, show an in- 
crease of 6% in written premiums over 
the previous year. Income from invest- 
ments was 5.8% higher than in 1955. 
Policyholder’s surplus and assets climbed 
to record highs. 

The total net gain after taxes amount- 
ed to $1,034,039, which is $.80 per share 
as compared with $3,259,092 or $2.51 per 
share for the year 1955. Per share re- 
sults are based on the current capitaliza- 
tion of 1,300,000 shares. The 1956 gain 
reflects an estimated recovery of $1.03 
per share on taxes paid in 1954 and 1955. 

Underwriting Loss 

Written premiums were $76,423,924, an 
increase of $4,303,834, or 6% as compared 
to 1955. There was an underwriting loss 
of $3,311, 564 after providing for an in- 
crease in the unearned premium reserve 
of $2,398,771. Eighty-five per cent of 
this underwriting loss was incurred dur- 
ing the first six months of the year. 
The underwriting gain in 1955 was $732,- 
328. Assets as of December 31, 1956, 
were reported to be $151,584,431 as com- 
pared to $146,908,432 at the end of 1955. 

Income from investments, before taxes, 
totaled $3,209,977 compared with $3,035,- 
428 in 1955. Capital, surplus and volun- 
tary reserve amounted to $51,228,201, an 
increase over the 1955 figure of $1,052,- 


Di 
The 1956 operating figures reflect the 
year-end merger of the Glens Falls 
Insurance Co. with the Glens Falls In- 
demnity and Commerce Insurance Co. 

Frank A. Roberts, executive vice pres- 
ident, was elected a ‘member of the board 
of directors to fill the vacancy created 
by the resignation of G. Perry Crawford. 
Mr. Crawford had served as a director 
since 1943 and had been connected with 
the Glens Falls for 50 years, during 
which time he held various positions 
including the presidency and chairman- 
ship of the Board. 

Mr. Roberts is a native of New York 
State. He is a veteran of World War 
I, having served in the U. S. Marine 
Corps. In 1925, a year after his gradu- 
ation from Syracuse University, he 
joined the Glens Falls and was assigned 
to the fire underwriting department in 
its home office. His appointment as spe- 
cial agent came in 1926 with assignment 
to the eastern Pennsylvania and south- 
ern New Jersey territory. 

Two years later he was named man- 
ager of the Philadelphia office in charge 
of fire and casualty operations. In 1942 
he was recalled to the home office as a 
territorial superintendent of agents, and 
a year later became personnel director. 
His election as secetary came in 1946, 
and in 1949 he was promoted to vice 
president. In 1950 he was elected to 
executive vice president. 

The directors approved payment of a 
quarterly dividend of 25 cents a share 
on the capital stock of the Glens Falls 
Insurance Co., payable April 1, to stock- 
holders of record March 14. 





“we are entering a field with little 
credible area of experience and groping 
for a solution to a problem that the 
industry has not been able to solve, 
I think we ought to make haste slowly.” 
But, despite the many problems en- 
countered, progress has been notable, he 
stated, and the program will be able to 
go into effect shortly after the necessary 
appropriations are voted by Congress. 

Consideration of the FFIA appropria- 
tion requests is slated to begin in the 
House early in March, he added. The 
Administration budget calls for an initial 
expenditure of $100 million to get the 
program under way. 

Mr. Meistrell was high in his praise 
for the all out cooperation being given 
by the insurance industry, as was Sen. 





Phoenix of Hartford 
Companies Statement 


PREMIUMS, ASSETS, INCOME UP 


Assets for Group Now $216,350,000; Un- 
derwriting Loss Shown; North Cites 
Epidemic of Loss Claims 





In his report to 0 shareholders for _ 
year ending December 31, 1956, John A. 
North, president of the Phoenix of 
Hartford Insurance Companies, states 


that consolidated figures showed a statu- 
tory underwriting loss of $6,665,000. Pre- 
increased $4,097,000 or 


mium income 





JOHN A. NORTH 


cs 
high 
pre- 
thus 


$80,- 


more than 5% over 1955 for a new 
of $82,454,000, and the unearned 
mium reserve absorbed $1,967,000, 
making total earned premiums 
486,000. 

Mr. North commented that “the epi- 
demic of loss claims which swept our 
country and Canada during the past year 
affected almost every category of busi- 
ness which our companies undertake. 
The impact of these excessive losses like- 
wise had an unfavorable influence on 
the underwriting experience of the fire, 
marine and casualty business as a whole.” 


Assets, Surplus, Income Gains 


Net investment income earned of $5,- 
811,800 was the highest on record, 5% 
above that for 1955. Realized capital 
gains were $2,395,000, market apprecia- 
tion of the portfolio was $2,043,000, the 
surplus gain $867,700 and consolidated 
assets rose to $216,350,000, an advance of 
$5,000,000. The book value per share was 
$115.76 compared to $114.89 in 1955. 

Net losses incurred were $43,104,148, an 


increase over 1955 of $2,358,547. The 
overall loss ratio was 56.3%; loss ad- 
justment expense 6.5%; and all other 


expenses =? taxes and commis- 
sions were 44.4% 

It was noted in the president’s report 
that substantial progress was being 
made with the companies new expense 
budget control system, The plan to es- 





Bush. Mr. Meistrell pointed out that 
because of the industry participation 
savings in money and personnel would 
be tremendous. Fire and casualty com- 
panies will participate in the writing and 
issuing of the policies, 150,000 agents 
and brokers throughout the country will 
be utilized as a “sales force,” and about 
5,000 adjusters will be available on an 


“if, as and when basis,” Mr. Meistrell 
added. ; 
Mr. Meistrell and Mr. Cole also in- 


formed the committee that they had de- 
cided to defer action not only on the 
reinsurance phase of the program auth- 
orized by the bill, but also on the “loan 
contract” phase, under which a property 


owner can obtain government guaran- 
teed advance commitments for loans in 
the event of flood loss. 





N. Y. Agents Propose 
Farm Rate Revisions 


RULES ALSO NEED CHANGES 





Committee Asks Removal of Farm Dwell- 
ing Rate as Such; Abolition of County 
Differentials; Homeowners Policies 





The New York State Association of 
Insurance Agents has called for a com- 
plete study and revision of farm fire 
insurance rules and rates. Craig Thorn, 
Jr. of Hudson, executive vice president 
of the association, states there has been 
little revision of farm rules and rates in 
25 years. At a recent meeting of the 
fire insurance committee of the associ- 
— attended by chairman Russell 
M. L. Carson of Glens Falls, Brad Peck 
of Copake, Lloyd Boice of Ge cmnitvens 
and Einar Johnson of Staten Island, 
recommendations were made which have 
since been approved by the directors of 
the state association. 

The committee recommends: 


1. The farm dwelling rate as such 
should be eliminated entirely and the 
rate should be based only on the type 
of fire protection, B, C, or D. 


2. The present system of three county 
classifications should be abolished en- 
tirely. The present county differentials 
can no longer be justified. 

3. Homeowners coverage should be 
made available for better class farms. 

Mr. Thorn pointed out that in New 
York and other northeastern states the 
farm problem differs from problems 
which might arise in the mid-west farm- 
ing area. Mr. Thorn stated that the 
committee believes the trend in farm 
rating should be away from the system 


of charges and credits in view of the 
definite trend in the industry toward 
packaging coverage. 

The committee, Mr. Thorn stated, is 


studying other changes in the farm rules 
and forms but hopes that the specific 
recommendations can be adopted as a 
step in the right direction. 





tablish district service offices throughout 
the country has about been completed. 
Some 26 have been set up in as many 
cities to improve services to producers. 
These have become necessary as a part 
of the new casualty department devel- 
opment. 

It was also mentioned that the 
panies spent some $600,000 for 
engineering, fire and accident 
tion and crime detection. 


North America 


(Continued from Page 24) 


com- 
Salety 
preven- 


America service around - the - corner 
throughout the free world. 

“A giant step towards achieving a 
goal of the companies—writing all forms 
of insurance—was taken during 1956 with 
pre ition of Life Insurance Company 

North America. Entry into the field 
of life insurance culminates a long- 
sought objective that one organization 
should be able to meet all insurance 
needs. 

“Factors which adversely affected sta- 
tutory underwriting profits were felt 
industry-wide. The year is significant 
for its unusually heavy losses in the 
fire, marine and casualty business, and 
a rising tide of industry competition 
based on increased commission costs for 
many classes of risks. We face these 
problems realistically, confident in the 
fact that they can be resolved by a 
well-managed company. Prudent under- 
writing coupled with efficient adminis- 
tration are the keys to lower loss and 
expense ratios. 

“The ever-increasing volume of pre- 
mium writings is evidence of the growing 
public awareness of protecting insurable 
values. Consistent with sound under- 
writing practice, we must combat the 
problem of under-insurance by encour- 
aging insurance to value. Our obligation 
is to offer outstanding insurance service 
at the lowest possible cost to the policy- 
holder. 

















Local Agents Should Tie-In” For 


Profit With National Board Ads 


Whitford of Fire Association Lists Recommendations for Pro- 


ducers To Aid Them in Developing Income and Prestige 
During and After Nat’! TV, Radio, Press Campaign 


An inspirational talk on the purposes 
and details of the forthcoming million 
dallar advertising campaign of the Na- 
tional Board of Fire Underwriters on 
radio and television and in national mag- 
azines was presented by Vice President 
George V. Whitford, of the Fire Asso- 
ciation of Philadelphia, in speaking be- 
fore the West Virginia “I” Day meeting 
February 18 at Huntington. He empha- 
sized the vital role of the local agent 
in this campaign if it is to succeed in 
selling adequate coverage to property 
owners and in Ieseninteating the superi- 
ority of independent local agents over 
captive agents of some insurers. 

The tie-in activities of agents through 


use of their local radio stations, loc il 
newspapers and stepped-up solicitations 
are most important Mr. Whitford de- 
clared. 


Main Themes of Campaign 


are featured in this na- 


Whitford said. They 


Four — 
tions al campaig 1 Mt 
are: 

1. Under insurance on both homes and 
contents 

2. Other 
to develop premium volume, 
package policies. 

The importance of the independent 
agent or broker. 
The quality of stock company insur- 


would tend 
particularly 


coverages which 


ance. 

Every commercial, and other collateral 
advertising will carry the slogan: “Ke- 
member, If You're Not Fully Insured . . 
It's Not E nough!’ 

“West Virginia policyholders will be 
subjected to saturation treatment,” Vice 
President Whitford said. “There will be 
975 separate radio spot announcements, 
and 39 television messages, all directed 
to help soften-up your customers. In the 
belief that saturation builds sales, and 
that repetition is basic to advertising, 
the National Board has tried to blanket 
the nation with a nepee tive message that 
will help to ring your cash register 
Through saturation by spot l 
ing idea is repeated so frequently and 
so emphatically that it reaches most 
your prospects ... reaches them again 
and again until our selling idea becomes 
their buying idea. 


Why NBFU Is Using Spot Radio 


radio, a se 


“Why is the National Board using spot 
radio? To get mass coverage of out 
market. Did you know that American 
families own 142 million radio sets? 
Thirty-five million automobiles are radio 
equipped. There are almost as 
radios as people in the nation. hh 
million portables mean that radio is 
everywhere, and almost 90% of Ameri- 
can families listen during the 
week. 

“In order to get maximum audiences, 
the National Board program has been 
geared to local programming. Years ago, 
far-sighted station owners realized that 
they could no longer rely on network 
programming to maintain and build in 
fluence in their local areas. These sta 
tions, therefore, created programs de- 
signed to meet strictly local entertain 
ment preferences and service needs. 

“Local programming also dominates 
the important out-of-home audience. Re- 
laxing music, weather reports, time 
checks, and road condition bulletins, have 





average 


great appeal. According to a _ recent 
survey, these programs out-rate all other 
types aria drama, quiz, etc.), by 


approximately a 3 to 1 advantage in 
out-of-home inaeing, 
“Each National Board spot announce- 


ment has been strategically purchased 


e 





GEORGE V. WHITFORD 


to fit into local programming to take 
advantage of the revolution in radio 
listening habits. The average family has 
aimost three working radio sets. In 
bedrooms, kitchens, dining rooms and 
automobiles, America in increasing num- 
bers, is tuned to local radio. 

“Radio was also selected for this effort 
because of its immediacy and depth 
penetration. Spot radio reaches cus- 
tomers betore they 2oO out to buy, or 
before they are contacted by a direct 
mail appeal, or the call of a salesman, 
yhen exposure to other media is less 
likely. This is spot radio’s immediacy 
factor. Furthermore, it assures commer- 
cial exposure in depth by delivering a 
cyment of the mass market that is 
reached only by spot radio. 


Why Should Agent “Tie-In” 


“Without support for this million dol- 
lar effort at the local level, the campaign 


will be a failure, and could well have 
an important bearing on future advertis- 
ing budgets of all national organiza- 
tions,” Mr. Whitford warned. “For our 
profit’s sake . today and tomorrow 
‘ this program, sponsored by the 
National Board must ibecome your 
program, wherever. you live. Can we 
think of local support for this national 
effort as a form of ‘enlightened self 
interest?’ Advertising by itself is noth- 
ing more than a specialized service or 
ingredient, in the selling process. It is 
rarely ever responsible for a complete 
selling transaction. 

“As one of many selling tools that 
must be used to effectively help the 
manufacturer or the supplier of services, 
it must not be thought of as the only 
selling tool. Our concept of advertising 

can be kept in balance if we understand 
just what it can do, and what it can't 
do. Advertising can arouse the interest 
of the consumer, instruct, start the men- 
tal process, guide thinking, and move 
people to inquire. But except in mail 
order selling, it can only rarely make a 
sale of its own. 5 

“Tieing-in at the local level can ring 
your cash register! Specifically, what do 
we mean by tie-in? The grocer ties-in 
to a national campaign when he puts a 
display of Kellogg’s Corn Flakes in his 
window. The jeweler ties-in when he 
displays a tray full of Benrus watches. 
The florist ties-in when he helps to 
display or broadcast the slogan, ‘Say It 
With Flowers.’ 

“In other words, tie-in is nothing more 
or less than cooperation between thic 
agent or local dealer, and the company 
whose product or service the agent or 
dealer sells. The agent cooperates with 
the national advertiser by informing 
people that he sells the things or sery- 
ices they have seen or heard advertised, 
and the advertiser, in turn, continues to 
cooperate with the dealer throughout his 
national campaign. 

“In a political campaign, the national 
organization buys radio and _ television 
time, and often spends thousands of 
dollars on newspaper advertisements. At 
the local level, city and state office 
seekers cooperate if they want to be 
elected. 

“Selling is personal, and as such, the 
responsibility of the individual agent or 
salesman. You can’t delegate that re- 
sponsibility to the spot radio announce- 
ments or to a streamer that might hang 
in your window. Certainly, the aim of 
the National Board effort, and your par- 
ticipation in that effort is to ring the 
cash register. We each have to pay our 
own way. None of us can afford 13 
weeks of radio and television bills that 
can’t be converted into substantially in- 
creased premiums for your companies, 
and increased commissions for you,” Mr. 
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Whitford pointed out. 
How To “Tie-In” 


“What can you do specifically, to ‘tie- 
in’? First, let me tell you what the 
National Board has done to implement 
the specific program. Following approval 
by the public relations committee, the 
general manager wrote all member com- 
panies outlining the program and seeking 
cooperation to promote the c ampaign to 
agents through company magazines, sales 
folders, and tie-ins to individual com- 
pany, national newspaper and magazine 
advertising. Regional meetings were held 
with representatives of your associatio 
throughout the country. 

“Press releases were made to all in- 
surance periodicals and to large daily 
newspapers throughout the United 
States. Informative material has been 
sent to women’s page editors of news- 
papers, and newspaper feature syndicates 
as well as to home magazines. Real 
estate editors of all daily newspapers 
have been notified, and material on in- 
flationary aspects will reach financial 
and editorial writers throughout the 13 
weeks. 

“A folder mailing piece for insertion 
in mailing envelopes has been printed in 
the millions, and is now being distrib- 
uted. The slogan, ‘Remember, if you're 
not fully insured, it’s not enough’ has 
been inserted in all future magazine ad- 
vertising contracts of the National 
Board. 

“All state Insurance Commissioners will 
receive a letter outlining the plan and 
purpose of the campaign. These efforts 
at the National Board level are being 
supplemented at the company level, 
where postage meter slogans are being 
changed to track with the campaign 
slogan. Free mats, window streamers, 
gummed labels and other promotional 
material will be furnished to you by 
many of your companies. 


Ten Steps Agent Can Take 


“In your own community and in your 
own agency, there is still much that can 
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and must be done,” Mr. Whitford ob- 
served. 

“1, You can buy a trailer on spot radio 
announcements identifying your particu- 
lar office or local board. 

“2. Platters carrying all National 
Joard announcements are available for 
purchase at a modest price for use on 
local radio stations not included in the 
National Board plan. 

“3. Films carrying animated television 
spots are available for purchase at mod- 
est price for possible use on local TV 
stations within the state for personal or 
board identification. 

“4. Buy a rubber stamp with the Na- 
tional Board slogan to use on all out- 
going mail. 

“5. You develop a sales campaign of 
your own with specific goals to be 
reached during the 13-weeks campaign. 

“6. You can review all risks for under- 
insurance; certainly those expiring dur- 
ing the 13-weeks campaign. 

“7. See that local newspapers print a 
story or stories on danger of under-in- 
surance. 

“8. Speak or secure a speaker from 
your field club to appear before service 
clubs in your area on the subject of 
under-insurance. 

“9. Take advantage of particular an- 
nouncements concerning package policies 
to have a campaign of your own for 
Homeowners or CDP contracts. 

“10. You can develop telephone sales 
material and use it to solicit increases 
on policies now in force. 

“Throughoyt the 13 weeks, repeat, re- 
peat and repeat. You tell the landlord 
you paid the rent last month but this 
is another month. Your customer says 
he ate in your restaurant last year, but 
that doesn’t pay your hamburger bills 
this year. Let’s all remind our customers 
in every conceivable way that it’s time 
to review their insurance program.” 


Several Insurance Bills 


Before N. Y. Legislature 


Bills sponsored by the New York In- 
surance Department to require prior ap- 
proval by a Board before insurance could 
be placed in the excess line market have 
been introduced into both houses of the 
legislature. A bill has been introduced 
in the Assembly to amend the insurance 
law so as to impose direct premium tax 
on unauthorized foreign or alien insur- 
ers, reciprocal insurers, or Lloyds under- 
writers if they do certain specified acts 
with respect to property risks located 
within the state, to be paid in the form 
of a stamp to be affixed to the policy. 
Another bill would require that appli- 
cants for issuance of insurance brokers’ 
licenses shall have at least six months 
experience with an insurance company, 
agent or broker. 


Now “American Mutual 


Insurance Alliance” 

The association name “American Mu- 
tual Alliance” thas been changed to 
“American Mutual Insurance Alliance.” 
Address of 20 North Wacker Drive, 
Chicago 6, Ill., remains unchanged. 

The American Mutual Insurance Alli- 
ance, an Illinois not-for-profit corpora- 
tion, is made up of 112 of the nation’s 
leading mutual fire and casualty insur- 
ance companies. In 1956 they wrote 
about half of the $2,500,000,000 in prop- 
erty and casualty insurance premiums 
written by mutual insurance companies 
in the United States. 


EXCELSIOR DIVIDEND 

A quarterly dividend of 10 cents a 
Share, payable March 26 to stockhold- 
ers of record March 12 was authorized 
by the directors of Excelsior Insurance 
Company of New York at their annual 
meeting in Syracuse. This is the 5lst 
consecutive dividend to be paid by the 
company, The Excelsior has more than 
2,000 stockholders in 24 states, most of 
whom are Excelsior agents and_ their 
associates. 
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we’re telling ’em 
...for you! 
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We think our agents are among 

the best in the country. 

We think they have the qualities 

a good insurance agent should have. 
We think they offer the kind 

of service people need and want. 


We think they’re offering the finest 
in insurance protection available today. 


So—we’re saying so! 


Of course, as helpful as an ad like this 
can be, it will work better for you 
with your help. Why not tie-in your 
own local advertising with it? 












NBFU Cites Objectives 
Of Huge Ad Campaign 


TO STRESS ADEQUATE COVERAGE 
Radio, TV Scripts Distributed; Pro- 
ducers Told How To Make Property 
Owners Aware of Their Needs 

The National Board of Fire Under- 
writers has issued its final “Fact Sheet” 
about the advertising campaign on in- 
adequate insurance which is to be con 
ducted nationwide beginning in March 
using radio, television and national mag- 
azines. The main purpose of all the 
advertising will be to help make prop- 
erty owners receptive to the personal 
calls of local agents. 

Prime Objectives 

Two other prime objectives are as 
follows: 

1. To acquaint the public with the 
existence of serious under-insurance on 
buildings and contents. Information now 
available indicates as much as 30% to 
40% under-insurance. 

2. To tell the public about the need 
for more adequate insurance generally, 
both in amount and kind. 

The result should be substantially in- 
creased premium volume for agents, 
brokers and the stock companies 

Radio, television, and magazine adver 
tising will help open the door for agents 
and brokers to sell much-needed addi 
tional insurance, not only in fire but in 
other lines. The broadcast campaign will 
serve to condition clients and prospects 

provide a favorable atmosphere for 
agents and brokers to sell more insur 
ance among property owners not ade 
quately protected. 

Sales Techniques 

Here are ways producers can help to 
make property owners aware of this 
need for full insurance: 

1. Review all clients’ existing policies. 
Help individual insureds to re-estimate 
their property to meet current values. 
Recommend the necessary insurance-to 
value and complete coverages in amount 
and kind. 

2. Make as many phone calls each 
day as possible to clients and to pros- 
pects. Write personal letters to those 
who cannot be reached by phone. Ask 
for an appointment to discuss today’s 
property values 
3. Check expiration dates of policies 
well in advance, and communicate with 
owners who may have inadequate pro- 
tection before new policy is written 
Recommend additional coverages as 
needed. 

4. Determine by talks with builders 
and merchants what increases have oc- 
curred in the community in costs ot 
construction and household furnishings 
Make use of these facts in selling ade- 
quate insurance. 

5. Use promotional material supplied 
by your stock companies in all regular 
mailings. Make special mailings where 
warranted. 

Radio messages will be aired three 
times daily, five days each week. Each 
station will carry 15 announcements 
weekly for the full 13 weeks. The com- 
mercials will be given morning, noon, 
and evening—when maximum, balanced 
listening audiences are tuned in. 

Fifteen different radio commercials 
have been prepared. To get attention, 
each is introduced by special sound 
effects of fire bell and siren. Scripts for 
radio commercials and suggestions for 
local level tie-in may be obtained from 
the National Board. 

Television 

TV commercials are scheduled for 
screening three times each week during 
choice viewing times—between 7 and 
11 P.M. The commercials are on film, in 
the highly popular animated cartoon 
stvle. There are three different TV com- 
mercials, of 20 seconds duration each. It 
is interesting to note that no less than 
480 separate drawings are required for a 
single 20-second animated film! (TV 
(Continued on Page 30) 
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NAIA Educational Advisory Committee Meets in New York 


wrigcg 8 ES . £ 





Future plans for the educational work of the National Association of Insurance 
Agents were discussed by the NAIA educational advisory committee at a meeting 


held at the NAIA headquarters. 






Present at the meeting were (I. to r.) Lawrence F. Smith, NAIA educational 
director; George S. Hanson, NAIA executive secretary-general counsel; J. Norvell 
Trice, Richmond, Va., chairman; I. A. Rosenbaum, Jr., Meridian, Miss. and Seymour 
Nogi, Scranton, Pa., members of the committee. 





N. J. AGENTS’ PROGRAM 


Meeting at Asbury Park March 4-5; 
Doremus, Miller, Schaffer, Donica, 
Alger, Woodbury to Speak 
The New Jersey Association of In- 
surance Agents has announced its pro- 
gram for the 1957 mid-year convention 
Monday and Tuesday, March 4-5, at 


the Berkeley-Carteret Hotel in Asbury 


Park. The first business session will be 
Monday afternoon, which will feature 
reports of President Alan H. Miller and 
other officers, a review of the National 
Board of Fire Underwrites advertising 
program by Frederick W. Doremus, man- 
ager of the Eastern Underwriters As- 
sociation, and a discussion of work- 
men’s compensation insurance by Ray 
Alger, secretary of the Travelers. There 
will be a dinner-dance that evening. 

On Juesday morning President Miller 
will discuss proposals of the National 
Association of Insurance Agents for an 
advertising program. Mr. Miller is 
chairman of the NATA advertising com- 
mittee. Franklin Schaffer of Doremus 
& Co., prominent New York advertising 
and public relations firm, will also speak 
on this subject. 

Guy Fergason, of Fergason Person- 
nel, Chicago, will speak on agency short 
cuts, and J. Homer Donica, assistant 
secretary, America Fore Insurance 
Group, will explain the new commercial 
policy and the office contents policy. 
\t the closing luncheon Louie E. Wood- 
bury, Jr., vice president of the Na- 
tional Association, will be the speaker. 


Sobelsohn School Course 


The Sobelsohn School announces that 
its insurance course, qualifying for the 
New York State insurance brokers’ and 
agents’ examinations, will again be given 
beginning Monday, March 11. A large 
enrollment is again expected at its 165 
West 46th Street address. Classes begin 
March 11 and meet regularly on Mon- 
day, Wednesday and Friday evenings 
thereafter from 6:30 to 9:30 p.m. until 
the next New York State examinations 
in June, 


Mutual Agents’ Officers 
Meet in Washington 


A series of conferences with mutual 
professional executive secretaries was 
held by the National Association of Mu- 
tual Insurance Agents in Washington, 
D. C., on February 19 and 20. Executive 
secretaries from Iowa, Minnesota, Mis- 
souri, Virginia, New York, North Caro- 
lina, Ohio and Texas participated in con- 
ferences dealing with the activities of the 

: ; 
various mutual fire and casualty agents 
associations. 

Philip L. Baldwin, general manager of 
the National Association, served as offi- 
cial host to the meeting as well as direct- 
ing a discussion on the National Asso- 
ciation and its relation to state associa- 
tions. 

The conferences are the first of their 
type offered by the Association of Mu- 
tual Agents, and are designed to imple- 
ment suggestions made by the various 
state executive secretaries at their meet- 
ing in Washington last October in con- 
junction with the 25th anniversary of the 
National Association. Regional meetings 
for volunteer executive secretaries will 
be held at a later date. 


New Constitution for 
Louisville Agents’ Board 


The Louisville Board of Insurance 
Agents of Louisville, Ky., now in its 
102nd year, has adopted a new constitu- 
tion and by-laws, permitting the board 
to operate on a multiple line basis and 
removing some rules, such as the “in- 
and-out” requirement, which have been 
under legal fire in many states. Under 
the new rules solicitors will become as- 
sociate members of the board. There 
is no limitation now on the number of 
agents a company may appoint in Louis- 
ville. Years ago, when the association 
was the Louisville Board of Fire Un- 
derwriters a company could name only 
two agents in the city. Banks with 
insurance agencies also may be mem- 
bers of the association. 


EUA Conference Report 
Feature of EAC Meeting 


IN WASHINGTON MARCH_ 17-19 


Doremus and Miller to Present National 
Board TV-Radio Campaign; Meistrell 
on Flood Insurance Program 


The Eastern Agents Conference con- 
ference committee met for two days 
earlier this month with a similar com- 
mittee of the Eastern Underwriters 
Association in New York to consider 
problems of producers and companies 
and to achieve close cooperation on in- 
dustry matters. The results will be the 
topic of Committee Chairman Stuart 
Windsor’s report to the annual meeting 
of the conference on Monday morning, 
March 18, at the Hotel Statler in Wash- 
ington, D. C., and will give those attend- 
ing an idea of the accomplishments of 
these two committees. 

Manager Frederick W. Doremus of 
the Eastern Underwriters Association 
promises a departure in the role of 
commentator, introducing something new 
on the screen. His subject will be the 
National Board’s TV-radio advertising 
campaign, which coupled with a talk 
later in the day by Alan Miller, chair- 
man of the PR committee of the Na- 
tional Association, should clarify to the 
agents all points in the program. 

Frank J. Meistrell, Commissioner of 
the Federal Flood Indemnity Adminis- 
tration, will climax the morning session 
with a detailed explanation of flood in- 
surance, giving progress made to date 
as respects launching of the program, 
and the program in general. Mr. Meis- 
trell’s discussion will present an ex- 
cellent opportunity for all segments of 
the industry to acquaint themselves with 
first hand knowledge of this subject as 
developed to date. ; ; : 

John J. Maguire of Philadelphia, chair- 
man of the EAC, will preside at this 
opening session. 


Keenan to Speak on FIA 


John H. Keenan, assistant manager of 
the Factory Insurance Association at 
Hartford, will speak Monday morning on 
how the FIA stands ready to offer as- 
sistance to rural and metropolitan agents 
alike. 

On Monday afternoon there will be a 
panel session in which each of the 12 
state associations in the EUA field will 
discuss achievements and problems. Wil- 
liam Woodland, editor of The Standard 
of Boston, will be moderator. Among 
others the following will participate: 

Edward G. Welchman, Vermont, “In- 
consistencies in the Insurance Business” ; 
President George Haynor, Connecticut, 
“Fictitious Group Plans in the Casualty 
Insurance Field”; President Fred Ritter, 
New York, “Filing of Deviated Rates 
with the Insurance Department”; Presi- 
dent J. R. Pratt, Delaware, “Various 
Dwelling and Homeowners Policies with 
Their Non-concurrent Wording”; Presi- 
dent Alan Miller, New Jersey, “National 
Advertising Plan”; Chairman of Prop- 
erty Committee Carrol E. Goodman, 
Pennsylvania, “Improvements and Bet- 
terments and Fees Charged by Some 
Lending Institutions for Substitution of 
Homeowners Policies in Mid-Term”; 
President Joseph E. Murray, Jr., Wash- 
ington, “Accomplishments and 
Problems of Local Associations”; and 
President Dan Walsh, Massachusetts, 
“What Pays Your Increased Agency 
Costs?” The subject selected by Presi- 
dent “Bob” Thoms, Maryland, will blend 
in with the theme. 


SHELDONS SAIL FOR JAPAN 

Walter M. Sheldon, vice president of 
W. A. Alexander & Co. of Chicago and 
Mrs. Sheldon have sailed for Japan. 
They will be on vacation about two 
months. Mr. Sheldon is a past president 
of the National Association of Insurance 
Agents. 
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Heads Davis, Dorland & Co., Prominent 
New York Brokerage Office; Other 
Officers Are Elected 

Davis, Dorland & Co., general in- 
surance brokers in New York City, 
announce that at the annual meeting 
Ralph L. Lucas, formerly director and 
executive vice president, was elected 
president of the organization. He suc- 
ceeds the late Raymond P. Dorland, who 
died January 20. 

Newly elected to vice presidencies are 
James S. Jenkins, Edward A. Knowles, 
Abner Pomeranz and Harry M. Rounds. 
Charles W. Holloway was elected treas- 
urer and Mr. Jenkins reelected secre- 
tary with John W. McGowan appointed 
assistant secretary. 

Messrs. Jenkins, Bertram Hegeman, 
O. Jay Schuessler and Fred W. Skid- 
more were named directors, joining 
Messrs. Lucas, Holloway and Clarence 
A. Van Doren on the board, 

. Continued as vice presidents are Ralph 
W. Morrell, and Mrs. Robert H. Bald- 
win, and Messrs. Holloway, Van Doren, 
Schuessler and Skidmore. : 

Mr. Lucas has been associated with 
the firm for 35 years and is also a 
director of the Insurance Brokers’ Asso- 
ciation of the State of New York. He 
is a son of the late Julian Lucas, who 
was the moving spirit behind the New 
York Standard Fire Insurance Policy 
adopted in 1943, 


N. J. Women Held Bosses’ 
Night Party on Feb. 21 


The Insurance Women of New Jersey 
celebrated their 19th anniversary and 
Bosses’ Night with a dinner dance, Feb- 
ruary 21, at the Hotel Essex House in 
Newark. President Claire E. McCurry 
welcomed the members and their guests. 
The founder and first president, Cristine 
B. Nolan, gave the invocation. Peggy 
Craig was chairman of the dinner com- 
mittee. 

Among the guests present were: Com- 
missioner Charles R. Howell, New Jer- 
sey State Department of Banking and 
Insurance; Alan H. Miller, president, 
New Jersey Association of Insurance 
Agents; Charles J. Unger, executive 
secretary of this association; Raymond 
W. Clarke, president, Casualty Under- 
writers Association of New Jersey; Rob- 
ert E. Trinks, president, New Jersey 
Insurance Fieldmen’s Association, and 
F. W. Matson, president, Surety Under- 
writers Association of New Jersey. 
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Prominent Agent a 
Director of Excelsior 
















ARTHUR B. FAIR, SR. 


Arthur B. Fair, Sr., prominent insur- 
ance agent of Natick, Mass., was elected 
a director of the Excelsior Insurance 
Company of New York at the annual 
meeting of stockholders held at the 
home office in Syracuse. Mr. Fair is the 
senior partner in the large insurance 
firm of Fair and Yeager in Natick. He 
entered insurance in 1914 and served in 
the American Expeditionary Forces from 
1917 to 1919. Phe 

Mr. Fair has been active in insurance 
affairs. He served as president of the 
Massachusetts Association of Insurance 
Agents, as national director for that 
group in the National Association, as 
chairman of the legislation committee 
of the National Association and pres- 
ently is vice chairman of the Eastern 
Agents Conference. He is also a trus- 
tee of the Insurance Library Associa- 
tion of Boston. 

_ Also active in civic affairs, Mr. Fair 
is vice president of the Natick Five 
Cents Savings Bank, director of the 
Natick Trust Co., and president of the 
board of trustees of the Leonard Morse 
Hospital in Natick. 

_In his new affiliation with the Excel- 
sior, Mr. Fair will officially represent 
the insurance agents of Massachusetts 
on Excelsior’s board, and is one of 15 
agents from a number of states who 
serve in a similar capacity. 





Rochester Agents Adopt 
$3,000 Ad Program 


The Insurance Agents Association of 
Monroe County, N. Y., composed of 290 
insurance agents, adopted a local news- 
paper advertising program at the Feb- 
ruary meeting at the Chamber of Com- 
merce, Chairman James T. Henderson 
of the advertising committee announced 
the vote was unanimous. Each member 
will contribute a pro rata share of the 
$3,000 advertising fund. President Edwin 


ie V. Foster presided. Speakers at the 
i meeting included George Esse, Hartley 


G. White, Theodore R. Tuke, Lester H. 
Leonard, John J. Holahan and James H. 
Farrell. 


oe AGENTS HEAR R. H. DANA 

Z Richard H. Dana, special representa- 
tive of the agency systems department 
of the Royal-Globe Insurance Group, 
addressed a meeting of the Insurance 
Agents Association of Monroe County, 
February 20 at the Chamber of Com- 
merce in Rochester, N. Y. His subject 
was “Modern Office Methods and Pro- 
cedures for an Insurance Agency.” 


BERKELEY - BRADSHAW AGENCY 


New Insurance Office in White Plains; 
150 Attend Reception; Greetings From 
Eisenhower, Nixon, Dewey, Others 

One hundred and fifty friends attended 
a reception opening the new insurance 
agency of Berkeley-Bradshaw, Inc., at 
54 Tarrytown Road, White Plains, N. Y. 
This is associated with the large and 
old-established mortgage firm of Berke- 
ley & Co. 











Supreme Court Judge Elbert Gal- 
lagher was master of ceremonies at the 
buffet supper, with talks by William 
Yox, manager of the Travelers; James 
Atwell, resident manager of the Fidelity 
& Casualty of N. Y.; Andrew Brod, 
general agent of the Mutual of Omaha; 
Charles Scuddi, general agent of the 
United States Life; Lowell Camps, gen- 
eral agent of the John Hancock Mutual 
Life; Edward Mullen, state agent of the 
Niagara Fire; Mayor Edwin Michaelian 
of White Plains; District Attorney Jo- 








seph Gagliardi of Larchmont. 

Lester J. Bradshaw, who is executive 
secretary to Congressman Edwin B. 
Dooley, from Westchester County, read 
telegrams from President Eisenhower, 
Vice President Richard Nixon, Leonard 
W. Hall, former Governor Thomas E. 
Dewey, Governor Vernon Thompson of 
Wisconsin and Governor William O’Neill 
of Ohio. Mrs, Francis Quillinan of Rye, 
daughter of former Governor Alfred E. 
Smith, introduced Mrs. Albert Berkeley 
and Mrs. Lester Bradshaw. 
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Ohio Farmers Companies 

109th Annual Meeting 
SURPLUS AND ASSETS’ GIVEN 
Directors Re-elected for Three Years; 


66th Annual Meeting of Agents’ 
Association Is Held 





The 109th annual meeting of the Ohio 
Insurance 
Ohio, on February 


Farmers Company was held 
in LeRoy, 12 and 13. 
George S. Valentine, vice president and 
manager, Hines, assistant 
vice president and assistant manager of 
the Eastern Philadephia; 
Dana L. Jones, vice president and man- 
ager, and William assistant 
vice president and assistant manager, of 


and Vance 
department, 
Kunstman, 
the Pacific Coast department, Los An- 
geles; Beau Selman, president of Selman 
& Co. general agents, Okha.; 
president, and D. Lee 
f Hurt & Quin, 
James B. Hill, 


Tulsa, 
Robert 


Wicker, 


Quin, 
vice president oO 
general agents, Atlanta; 
president, W. E. Seeley and C. C. Grif- 
fith of the Jas. B. Hill & Co. general 
agents, St. Louis, and approximately 400 
local agents were present ; 

The 10th annual School of Insurance, 
under the direction of D. P. Ely, pro- 
duction manager of the company, was 
held February 12. 

C. D. McVay, 


chairman of the board, 


LeRoy, Ohio; John Weber, attorney, 
Medina, Ohio, and J. C. Hiestand, presi- 
dent of the company, LeRoy, were re- 
elected directors for a term of three 
vears. 
Surplus and Assets 
Surplus of the Ohio Farmers Insut 


ance Co. as of December 31, 1956, was 
$11,156,480, Loge a voluntary general 
reserve of $3,365,237. Total admitted as- 
sets of the company were $26,028,309. 
The combined capital and surplus of the 
Ohio Farmers Indemnity as of December 
31, 1956, was $5,552,130. Admitted 
of the indemnity company were reported 
as $21,544,108. 

The 66th annual meeting of the Ohio 
Farmers Agents’ Association was held, 
presided over by Ted McCormick of 
\kron, Ohio, president. J. R. Hamilton, 
ecretary of the companies, discussed 
insurance to value, and Paul Belcher, 
vice president of the First National Bank 


assets 


of Akron, spoke on the subject of “The 
Economic Outlook.” Webb I. Vorys, 
director of the company and attorney of 


Columbus, Ohio, awarded the Ivy Trophy 

to the agents of the northeastern Ohio 

district for the best record of 1956. 
The election of the Ohio Farmers 


Agents Association was held with the 
following results: President, Harold 
Roos, Wauseon, Ohio; vice president, 


Lawrence Johnson, Circleville; 
and treasurer, C. D. Palmer, 

Executive committee, Roy 
Cherry For kK; Hobart Helman, 
Howard Cailor, Youngstown; 
Port Clinton 

Charles E. Curtis, vice 
counsel of the company, presented statu- 
ettes of “The Old Man on the Fence” 
to the following for 25 years’ represen- 
tation of the Ohio Farmers Companies: 
Frank Bond, Bloomington, Ill.; E. M. D 
Bracker, Galesburg, Ill.; Frank Copley, 
Sandusky, Ohio; F. J. Cronk, Lakewood, 
Ohio; Frank N. Gray, McConnelsville, 
Ohio; Franklin Murphy, Athens, Ohio; 
L. M. O’Bannon, Paris, Ill., and F. W 
Schumacher, W oodsfield, Ohio. 


secretary 
Columbus. 
McClure, 
Waverly; 
Fred Zeis, 


president and 


HAROLD L. KEARNS DIES 

Harold L. Kearns, 67, retired Canadia1 
insurance executive, died February 1. 
at. York County hospital, Newmarket 
Ontario. Mr. Kearns was one of the 
founders and past president of the In- 
dependent Automobile Insurance Con 
ference. e was an executive member, 
for 10 years of the All-Canada Insurance 
Federation and served as resident man 
ager of the American Automobile In 
surance Co. 


w 








Blue Goose Ponds 
Honor Simoneaux 


HEAD OF THE FIRE FRATERNITY 
Nearly 200 Ganders at Dinner in Ho- 
boken; Simoneaux Urges Attendance 
at Grand Nest Gathering 

Leaders in Blue Goose in the north- 
east joined with the Garden State Pond 
of New Jersey and the New York City 
Pond to honor Most Loyal Grand Gander 
Jules E. Snmoneaux of New Orleans at a 
dinner February 6 at Meyers Hotel in 
Hoboken, N. J. Nearly 200 ganders of 
Blue Goose attended. Most Loyal Gan- 
der Fred Bross, Sr., of the Garden State 
Pond, presided. 

Robert F. Stumpf of Paterson, N. J., 
grand keeper of the golden goose ege, 
a member of Mr. Simoneaux’s adminis- 
tration, was present as were also two 
past most loyal grand ganders of Blue 
Philip M. Winchester of New 
York-and Robert L. Wiseman of Wash- 
ington, D. C., immediate past head of the 
fraternal order. 

Joseph Sorge, of 
most loyal grand gander 





(,o00se, 


Hartford, deputy 
-at- -large for the 


Eastern region, attended the dinner, as 
did also George P. Albiez, of Newark, 
deputy most loyal grand gander for 
southern New York, New Jersey and 
eastern Pennsylvania. Officers of both 
local ponds were likewise at the head 
table. 

Urges Ladies Auxiliaries 

Mr. Simoneaux urged formation, 
wherever possible, of ladies auxiliaries 
to Blue Goose Ponds, saying these 


groups have proven successful additions 
to numerous ponds. At present the New 
York City and Garden State Ponds lack 
such permanent distaff organizations, 
largely because the membership is not 
so integrated socially as in some areas 
where Blue Goose members are in al 
most daily contact with one another. 
The vastness and diversity of the in- 
surance industry in this metropolitan 
area militates against the likelihood of 
such close contacts. 

The most loyal grand gander also 
urged all who can to oe the 1957 
Grand Nest meeting of Blue Goose Au- 
gust 26-28 in New Orleans. A fine enter- 
tainment program is being arranged to 
supplement the customary business pro- 
cedure. This year the convention will 
close a day earlier than heretofore, with 
the banquet scheduled for Wednesday 
evening, August 28. This will leave the 
balance of the week free for sightseeing 
by those who wish to remain in New 
Orleans for a few days longer. 

As a token of appreciation by the 


HOEY, ELLISON, FR 


Consultants 


the best. 
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Garden State and New York City Ponds 
of the work Mr. Simoneaux has done 
for Blue Goose, Mr. Winchester pre- 
sented him with an appropriate gift. 

Max C. W. Buchenberger, chairman 
of the New York City Pond life insur- 
ance committee, reported the group 
coverage now at $238,000. He urged more 
ganders to take advantage of this low 
cost insurance with the Bankers Na- 
tional of N. ] 


National Board Ads 


(Continued from Page 27) 


suggestions for local 
from the 


commercials and 
level tie-in also are available 
National Board.) 


Radio Announcements 
Suggested radio scripts, enabling 
agents and brokers to tie-in with Na- 
tional Board commercials or to adapt 
them for their own use, are available. 
Theme and selling ideas are the same as 
in the National Board announcements. 
Agents and brokers may choose any 
radio station they wish, regardless of 
whether the national campaign commer- 
cials are being presented on that or 
any other station in their area. Agents 
and brokers purchase the radio time—for 
either full 20-second announcements or 
(if a National Board commercial pre- 
cedes their “spot”) for 8-second tie-ins 
Either way, agents and brokers have the 
advantage of adding their own name, 
address and phone number. 

A set of three special television films, 
each film of 20-second duration, is being 
offered by the National Board for show- 


OST, MEZEY INC. 


FIRE @ MARINE e 





111 JOHN STREET 
New York 38, N. Y. 


Telephone: Digby 9-1800 
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ing on local TV station. These are the 
same animated cartoon-style films, with 
sound track, that the Nz ational Board is 
using in the top 10 market areas, with 
an “open end” of five seconds giving 
agents and brokers the opportunity to 
show a title card with their name, ad- 


dress, and a number. These films, 
which cost the National Board approxi- 
mately $5,000 each, are available for 


$15 for the entire set of three. Agents 
and brokers can arrange with your local 
TV station for purchase of time and title 
cards. 

Local Newspaper Ads 

Six different advertisements for inser- 
tion in local newspapers are available. 
Mats are offered in two sizes: two col- 
umns by seven inches, or one column 
by eight inches. The ads are alike in 
all respects but size, and carry messages 
similar to the radio and TV commercials, 
with space for imprint. The mats are 
free—agents and brokers purchasing the 
required space in local paper. 

Besides the 125 radio stations, and 10 
TV stations in large cities, the adver- 
tisements giving emphasis to the theme 
“Remember, if you’ re not fully insured 
—it’s not enough !” will be carried by 
the National Board in the “Saturday 
Evening Post,” “Time,” “Farm Jour- 
nal,” and “This Week,” which have a 
combined reader audience of nearly 50,- 
000,000 people. 


One of the National Board radio 
scripts to be used, 20 seconds duration 
with sound effects, plus a 20 second 
local tie-in, follows: 


Recorded Announcer—“In the last 12 
years, costs have nearly doubled. Have 
you increased the insurance on your 
home and furnishings to keep pace? 
National Board of Fire Underwriters 
suggests, for quality protection and lo- 
cal service, buy Stock Company insur- 
ance. Remember, if you're not fully 
insured, it’s not enough! 

Local Announcer—Live—‘“For all your 
insurance needs, see Frank B. Grant, at 
45 East Ninth Street, Clifton. An expert 
in all phases of insurance, he will help 
you arrange for full insurance protec- 
tion. Today—call Frank B. Grant—45 
East Ninth Street — Clifton—or  tele- 
phone WIlson 2-6654.” 

One of the suggested TV film com- 
mercials shows a house, with family on 
the front lawn. The house then dis- 
solves into rubble, leaving a dotted line 
outline of former house. The family 
is aghast, but insurance has been car- 
ried. As the house immediately starts 
to build itself up, the family is snug 
as they watch rebuilding. However, the 
family looks worried as the house stops 
halfway built. 

The owner didn’t have enough insur- 
ance to pay for full replacement, and the 
family watches father pull out his empty 
pockets. Then the punch line—“remem- 
ber, if you’re not fully insured, it’s 
not enough.” After this comes the 
name, address and telephone line of a 
local agent in that town. There are 
many radio, TV and newspaper ads 
available for local agents from the Na- 
tional Board at 85 John Street, New 
York City. 
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= $600,000 N. J. AUTO REFUNDS HENRY B. LAMY, JR., DIES 
20,000 Insureds Have Received Average Former Vice President of Meserole ca 
of $29 Due to Collision Overcharges Group Was _ ee DM Chris- ‘ap 
By Insurance Carriers tiania Gener. ns. Co. 7 . 
Over $600,000 has been refunded as of Henry B. Lamy, Jr. of New York City, REINSURANCE ba INTERMEDIARIES 
December 31, 1956, to New Jersey policy- a retired insurance executive, died ci) ° 
holders, for overcharges on premiums for < ure! if ee Uys : 
automobile collision insurance in con- ° aturday ee ee aiter a long illness, ¢ 
nection with time payment purchases of | His age was 72. 
new and used automobiles. From 1921 to 1940 Mr. Lamy was asso- THE 
The overcharges resulted from wide- ciated with the Pacific Fire Insurance 
spread misclassification of risks by com- AS a Se He eg t in 1940 
panies, agents and auto dealers, resulting Company. Alter his retirement in 
in large numbers of auto purchasers be- as vice president, he continued to serve N 
ing almost automatically charged the as a director of the company until 1943. 
ee ace ig sn ag: only pe owners He also had been associated with the OFFICES 
vaving drivers under 25 years of age. eset ; aU os Ewa 
A report turned over to Commissioner Bankers and Shippers and the Jersey 116 JOHN STREET, NEW YORK 38, N.Y. 
Charles Howell, compiled by field ex- Insurance Company. r reset PARIS : SYDNEY 
aminer Herman W. Hanssler shows that At his death, he was a director of the TORONTO ¢ VANCOUVER . MONTREAL . SAN FRANCISCO 
approximately 20,000 insureds have "of Christiania General Insurance Company, 
| Gibb totaling wri fied the Metropolitan Fire Assurance Co. and 
Gus $29. Thirteen compz anies made the the Standard Holding Company. From a permanent supervisory council for the BROOKLYN BROKERS N. Y. AD 
r greater portion of the refunds. 1930 to 1934, he was executive chairman motion picture industry to guard against The Brooklyn Insurance Brokers As 
“A number of companies did not, in of the Commerce and Industry Division objectionable films. : Ks : f ‘ 
ie our opinion, do a satisfactory job in the of the city’s Emergency Unemployment He belonged to the Union League Club — sociation 1s conducting a cooperative 
h kind of letters sent to higher classified Relief_ Committee headed by Harvey and was a former president and member advertising program in the New York 
2 3 policyholders to get a sufficient number Dow Gibson. This committee raised $20,- of the board of governors of the Drug iil eae me oa eh 
s : ea 2 : : st orld-Telegram < Sun. » “ad” on 
| ‘ of returns used in correcting misclassi- 000,000 for the aid of the city’s unem- and Chemical Club. | : rid-lelegram and Sun le ac 
- : fications,” said Mr. Howell. “Many of ployed. ’ P Surviving are his widow, the former february 20 featured the valuable per- 
; these will be ordered to recanvass those Mr. Lamy also headed a committee of | Miss Mildred Simpson; a daughter, Mrs. its amb e 
y from whom replies were not received. representatives from fraternal organiza- Ellen Moore of Pasadena, Calif., and a sonal services offered by individual 
a : The inquiry is still continuing and 16 tions which sought in 1934 to establish sister, Mrs. Arthur Clough. brokers. 
% # companies have only recently started the 
Yr Ei canvass of policyholders under our direc- 
S . tion. It is possible for the recoveries to 
l ; reach a considerably higher total when it 
is fully completed.” 7 
Herman W. Hanssler was in charge of 
the investigation in the field, supervised 
He by Chief Examiner Clinton Baker. The 
re inquiry was initiated and supervised by 
| SSS" SECURITY - STRENGTH - SERVICE 
Be “nd . . 
1 i and Commissioner Howell. 
1 a eee ou 
beg i al aap Tis TS a a 
5 iq 
% 4 SEEK TEXAS BOARD CHANGE UNITED STATES RESOURCES AS OF DECEMBER 31, 1956 
¢ ya es COS 
eC ; Gov. Daniel Would Reorganize Commis- eRe ee 
; sioners With Three Appointive Mem- ASSETS LIABILITIES CAPITAL POLICYHOLDERS 
() [4 bers Plus an Executive Head ’ ——— ee (Satlodos Capital) 
“ ' Reorganization of the Texas Board of Pad Beira yi Other Total = Annual Market 
: ; Insurance Commissioners along the lines rstab- Satuired Admitted Admitted Steldsmeat Value 
I of other state agencies, with three ap- lished by Law Assets Assets Basis Basis 
: pointive members as a policy board and tas = = = See | eeereeees 2 
) one executive head, was recommended by 1896 American and Foreign Insurance Co. $ 421,000 $ 25,171,689 $ 25,592,689  $ 15,272,596 $ 1,500,000 $ 10,320,093 $ 8,798,238 
- Governor Price Daniel in a statement, 
y February 11. . 1863 *The British and Foreign 1,000,000 =15,315,811 16,315,811 9,643,766 * 500,000 6,672,045 5,679,720 
- Governor Daniel said that the board Marine Insurance Co. Ltd. 
has failed to carry out a law passed two 
Jeals yo a Hl nigetimgarr in ay 1911 Globe Indemnity Company 1,094,310 78,458,408 79,552,718 45,799,717 2,500,000 33,753,001 29,480,282 
as a board, rez ric 
; “ti Mo ee a aor cone: ta 1836 “The Liverpool and London and 1,266,199 $4,862,387 56,128,586 33,805,705 —* 500,000 22,322,881 18,752,533 
divisions of life, fire and ca : 
: these distinctions were abolished by the Globe Ins. Co. Ltd. 
me iy feeely- “edmndited ‘and well’ known 1811 Newark Insurance Company 782,000 32,270,825 33,052,825 20,016,449 2,000,000 13,036,376 11,220,760 
| outs Ser cae eae sae 1891 Queen Insurance Company of America 800,151 82,752,161 83,552,312 50,529,213 5,000,000 33,023,099 27,789,659 
Gov. Daniel. “Now is the appropriate 1919 Royal Indemnity Company 1,138,911 88,905,820 90,044,731 53,751,632 2,500,000 36,293,099. 31,527,097 
time for reorganization, before other 
Commissioners become wedded to the 1845 *Royal Insurance Company, Ltd. ‘1,219,321 63,390,680 64,610,001 +» 40,508,301 +—* 500,000 24,101,700 20,721,007 
old and inefficient operation. We can- 
not longer run the risk of divided re- 1896 Star Insurance Company of America 421,000 27,507,919 27,928,919 16,747,415 1,000,000 11,181,504 9,484 586 
sponsibility in this critically import ant 
field of such high public interest.’ 1860 *Thames and Mersey Marine 1,000,000 9,047,057 10,047,057 5,837,559 * 500,000 4,209,498 3,648,042 
A reorganization bill along the lines insudonce Ge. iid 
advocated was filed in the Senate by re 
Sen. William S. Fly of Victoria. 1832 Virginia Fire and Marine 421,000 9,612,362 10,033,362 5,902,199 1,000,000 4,131,163 3,588,756 
Insurance Company 
NYFIRO Elects Members t Group Total-Consolidated $9,563,892 $484,561,917 $494,125,809  $297,814,552 $16,500,000 $196,311,257 $167,957,478 
es e! Of Governing Committee tConsolidated Group total eliminates ownership of Virginia Fire * United States Branch. The amount shown under ‘‘Capital” is the 
e The New York Fire Insurance Rating and Marine Insurance Company stock by Globe Indemnity Company. statutory deposit required to transact business in the U. S. A. 


Organization has elected the following 
to serve for a term of three years on 
the governing committee: 


: W. W. Allen, vice president, Home CASUALTY —SURETY —FIRE— MARINE 


a3 Insurance Co.; R. P. Crawford, vice 


: president, Glens Falls; R..S. Garvie, vice 
Rs president, Aetna Insurance COP ew: A RAN 
ae Newman, second vice president, Travel- = 
: ers Ind. Co.; W. L. Nolen, United States 
manager, North British & Mercantile. - : ? pte a D ax Seis SES ee Fae “ - 

At ne organization meeting of the ONE HUNDRED FIk ry WILLIAM ST REET, NEW YORK 38, N, i: 2 
governing committee which followed the 
annual meeting, Messrs. Nolen and Gar- 
vie were reelected chairman and vice 
chairman, respectively. Kenneth O. 
Smith was reappointed secretary and 
general manager, and Charles P. Cullen, 
treasurer. 
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Marine Office Holds 
Annual Meeting, Dinner 


meeting and dinner 
of the Marine Office re America was 
held at the Waldorf-Astoria Hotel in 
New York, February 19. J. Victor Herd, 
vice chairman of the Marine Office and 
president of the America Fore Insurance 
Group, presided. 

Among the 80 persons in attendance 
were officers of the member companies, 
and executives, branch and field repre- 
sentatives of the Marine Office. Member 
companies of the Marine Office include 
the American Insurance Co., Continental, 
Fidelity-Phenix Fire, Firemen’s Insur- 
ance Co., Glens Falls, Hanover, and 
Niagara Fire. 


The 38th annual 


Queens County Agents 
Meet on February 28 


Insurance Agents Association of 
N. Y., will hold a dinner 
meeting Thursday, February 28, at the 
YMCA Building, Jamaica. The speaker 
will be George F. Avery, vice president 
of the U. S. Fidelity & Guaranty. Wil- 
liam Blum is president of the county 


The 
Queens County, 


association. 

IOWA LICENSE BILL PASSED 

The House of the Iowa legislature 
passed 90 to 11 a bill sponsored by the 
Iowa Association of Insurance Agents 
which would require agents to give 
proof of “character and competency” 
before ladee licensed by the insurance 
department. The bill does not spell out 
what type of a test or examination 
may be given but gives the Commis- 
sioner authority to establish and pub- 
lish reasonable rules and_ regulations 
setting forth the prs ne for each 


license. The bill was amended to fix 
a $5 examination fee for each applicant. 
The measure goes to the Senate. 


Hartford Fire 


(Continued from Page 1) 


ident Hullett said with regard to 1956 
experience: 

Upon the completion of our 147th 
year as a business institution it can be 
reported that the Hartford Fire Insur- 
ance Company Group has continued its 
record of progress. The results of the 
year indicate that our companies have 
improved their respective positions— 
and this in spite of the difficulties which 


have plagued the industry during the 
recent past 
‘Almost 33,000 local agents—and a 


large number of brokers and solicitors— 
were responsible for our total premium 
income of $360,742,079 in 1956, an in- 


crease of $17,295,865 or 5.04%. 

“In the operation of our property and 
casualty insurance business this group 
of companies has long stressed the im- 


portant fundamentals of peril diversifi- 
cation and the vacant That distribution 
of risks. By these means the misfor- 
tunes of the few can equitably be trans- 
ferred to the many. Likewise, adverse 
countrywide experience on one or more 
classes or types of insurance can gener- 
ally be offset by profitable operation in 
other categories. However, the business 
of insurance is essentially a risk enter 
prise—which means that those pursuing 
it are called upon periodically to absorb 
abnormal and catastrophic occurrences. 


Earnings in 1956 


“Our several companies had total pre- 
tax earnings of $20,198,774 (including a 
$8,408 on the sale of securities) 
during 1956. This represents a decrease 
of $20,679,583 compared to 1955 when our 
earnings totaled $40,878,357 (including a 
profit of $2,531,415 on the sale of securi- 
ties). The pre-tax statutory underwrit- 
ing gain was $786,052, a $19,830,631 de- 
crease from the 1955 figure of $20,616,683 

“Investment operations (after deduct 


ing all expenses but before Federal in 


loss of 


come taxes and exclusive of capital 
gains and losses) produced a return of 
$19,503,262. Federal income taxes in- 








curred were $4,336,092—$391, 156 charge- 
able to underwriting operations, the re- 
maining $3,944,936 being the tax on our 
investment income. The underwriting 
end of our business is by nature cyclical. 
However, many factors—most of which 
we believe to be transitory—hé ive borne 
upon this last year’s less than satisfac- 
tory return on our insurance operations. 
We anticipate an early improvement. 
“On December 31, 1956, our consoli- 
dated assets were $770,631,064, an in- 
crease of $16,666,401 over the 1955 year 
end. Liabilities at the close of 1956 were 
$465,437,850, an increase of $12,587,171 
over 1955. The resulting surplus and 






voluntary reserve for the year end just 
past was $279,194,344, which, together 
with our capital account of $25,000,000, 
produces a surplus to Pats 3 of 
$304,194,344, an increase of $4,056,523. 
“The several property insurance com- 
panies of the group developed a ratio of 
52.73 of incurred losses to earned pre- 
miums—up 5.04 over the 1955 ratio. In- 
curred expenses to earned premiums 
were 48.20—1.50 more than the same 
figure for the preceding year. The un- 
derwriting loss for the fire companies 
was $1,475,998. Premiums for this busi- 
ness were $160,007,593, an increase of 
1.62% over 1955. At year end we carried 
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THE HOMEOWNERS POLICY 


Are you getting the utmost from it in new business and 


new profits? Here are some points to consider: 


@ It makes dwelling insurance big business, instead of—as can often 


be the case 





a troublesome, time-consuming 


er . : ” 
convenience item, 


@ It allows you more selling time to devote to other kinds of insurance. 


@ It isa door-opener for you, providing a real reason to rediscuss cover- 


age with present policyholders, and an opportunity to contact new 


names, 


@ It is an office work-saver for you, since it reduces the time you spend 


in writing separate policies and in billing. 


@ It protects you from possible ill-will on the part of a client who 


suffers loss and who, not having this policy, may have thought he 


was covered—and wasn’t. 


@ It can help safeguard the business on your books against the inroads 


of competition. 


PLM OFFERS YOU: 


\ Homeowners Po.icy with especially attractive pro- 


visions certain to appeal to you and your prospects. Your 


assureds pay 20% less for this package policy; and they 


may also anticipate a generous dividend on top of that. 


Thus you offer them a double saving. And—we offer you 


effective selling helps free. Why not drop us a line. 


Im 


Writing FIRE and ALLIED LINES 
‘*In the Birthplace of American Mutual Insurance”’ 


- PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY e PLM Building Phila. 7, Pa. 




















J. C. HULLETT 


on memorandum account $51,600,000 of 
unrecorded premiums on fire and extend- 
ed coverage business written under an 
instalment plan. At the end of 1955 that 
figure was approximately $36,000,000. In 
other words, we have a_ production 
backlog of $51,600,000 yet to be included 
in the premium writings of our compa- 
nies. This item has increased almost 
$15,600,000 during the 12 months of 1956. 


Casualty Operations 


“Our casualty operations produced a 
statutory underwriting gain of $2,166,604 
on a written premium income of $199,- 
668,313—an increase in writings of 7.9%. 
Last year our casualty premium income 
was $185,042,179, on which there was an 
underwriting gain of $11,600,463. The 
expense ratio on this business was 41.73 
to earned premiums—up .47 over 1955. 
Losses accounted for 57.16 of the pre- 
mium dollar in 1956—up 4.83 over the 
preceding year,” said President Hullett. 

“In 1956 the Hartford Live Stock In- 
surance Company earned an underwrit- 
ing profit of $95,446. This organization, 
which writes mortality insurance on 
certain types of live stock, had an un- 
derwriting gain during the preceding 
year of $219,614, 

“Because the underwriting operations 
failed to generate much new cash—a 
limited sum was available for invest- 
ment during the calendar year 1956. 
However, of that which was available 
a substantial percentage was invested 
in tax-exempt bonds. We also availed 
ourselves of all other opportunities for 
accelerating our investment in these 
tax-exempt obligations. During the year 
certain preferred and guaranteed stocks 
were liquidated, and the proceeds from 
these items were reinvested in common 
stocks. 

Investment Income 


“The net investment income earned 
for the year (after deducting all ex- 
penses but before Federal income taxes 
and exclusive of realized capital gains 
and losses) was $19,503,262, an increase 
of 10.10% over 1955. Reflecting again 
the increasing emphasis on tax-exempt 
securities, Federal income taxes on the 
investment income showed a reduction 
from 21.97% in 1955 to 20.07% in 1956. 
The net investment income earned (after 
all expenses and applicable Federal in- 
come taxes, but exclusive of capital 
gains and losses) showed an increase of 
12.78% over 1955. 

“Common stock holdings were equal 
to 63.84% of consolidated policyholders’ 
surplus at December 31, 1956, and 57.84% 
at December 31, 1955.” 

Other companies in the Hartford 
Group include the Citizens of New Jer- 
sey, with assets of $7,649,674 and policy- 
holders’ surplus of $5,803,399; New York 
Underwriters: Insurance Co., with assets 
of $20,984,470 and surplus of $12,383,455; 
Twin City Fire, with assets of $5,310,560 
and surplus of $3,924,370, and London- 
Canada Insurance Co., with assets of 
$2,139,276 and surplus of $1,151,197. 
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Automobile Claims Assn. Hears 
Bennett On Subrogation Efforts 


The Automobile Claims Association of 
New York heard J. Edward Bennett, 
well known attorney of Newark, N. J., 
discuss subrogation aspects of automo- 
bile losses at the monthly luncheon 
meeting held February 14 at Miiller’s 
Restaurant in New York City. President 
Daniel J. Farrell, Mt. Beacon, presided. 

Vice President William C. Paddock, 
London Assurance, reported that the 
annual dinner and entertainment, with 
an attendance of about 350 persons, may 
be held on Friday, May 10, at the Henry 
Hudson Hotel in New York. Final nego- 
tiations are now under way. Past Presi- 
dent Kenneth Maines, Appleton & Cox, 
Inc., was named a director of the asso- 
ciation to fill the unexpired term of 
Past President James Sherwood, Lon- 
don Assurance, who has retired from 
membership because he no longer han- 
dies automobile adjusting. 

Mr. Bennett, who has made a specialty 
of subrogation work for many years, 
stated that the essence of successful 
recovery is to secure full information 
as soon as possible after an auto is 
damaged. He has prepared a detailed 
inquiry sheet, which is sent to an as- 
sured by his insurance company, asking 
the former to supply names of witnesses 
to the accident, estimated or actual re- 
pair bill, license number of other party 
to collision, data on police reports, etc. 
A prompt reply is sought and often 
secured, even though the assured’s direct 
interest in recovery may be limited to 
his $50 or $100 involved in a deductible. 

If recovery is sought through legal 
action quickly, before an adjustment be- 
comes involved with a liability claim, 
assuming there is one, the subrogation 
effort may soon be completed, Mr. Ben- 





Last Texas City Claims 
Approved by U. S. Army 


The U. S. Army, acting as executive 
agent for the U. S. Government, has 
approved for payment the last claim 
against the United States arising from 
the Texas City, Texas, disaster in April, 
1947. A total of 1,700 claims were ad- 
judicated by the Army during the year 
ending February 8, 1957, involving pay- 
ments of approximately $16,500,000, 

Although the Supreme Court has ab- 
solved the Government of legal liability 
ek the disaster, Congress enacted Public 
Law 378 on August 12, 1955, recognizing 
and assuming compassionate responsi- 
bility for the losses sustained, within the 
limits prescribed by that law, The De- 
partment of the Army was required to 
complete the settlement of claims within 
one year following the closing date for 
the submission of claims, February 9, 
1956. ; 


BABACO BALTIMORE AGENCY 

Opening of a new agency for the in- 
Stallation and servicing of truck burglar 
alarm systems has been announced by 
Jack Seide, president, Babaco Alarm 
Systems, Inc. The agency, Anderson’s 
Garage, 1001 N, Chester St., Baltimore, 
is managed by Paul M. Anderson, This 
new agency becomes part of a nation- 
wide network of similar Babaco units. 


D. M. Fas nhac NEW POST 
David Jewett has been promoted 
in the Phiiadelvins office of James S. 
Kemper & Co. to manager of the boiler 
and machinery department, succeeding 
L. W. Arny who has been transferred 
to the Kemper Summit division. 





DANIEL J. FARRELL 


nett said. The more delay in acting, the 
more the chance the whole effort will 
be protracted. 

Generally claims are worked out satis- 
factorily, Mr. Bennett stated. If an 
attorney is willing to compromise now 
and then to expedite settlement, that 
tends to develop cooperation which may 
be needed later if the plaintiff carrier 
in the collision subrogation should at 
some other date become the defendant 
in another negligence case. Mr. Bennett 
told the claim men that attorneys and 
adjusters have to be practical in seeking 
settlement and by giving service can 
develop the important element of good- 
will. 


Marine Correspondents 

The Board of Underwriters of New 
York announces appointment of the fol- 
lowing correspondents: 

Asuncion, Paraguay: Ernesto S. Reu- 
ter, Escritorio y Ventas, Palma No. 308. 

3elize, British Honduras: The Belize 
Estate & Produce Co.,.Ltd., North Front 
Street, P. O. Box 184, replacing Franz 
R. Dragten. 
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Insurance Inspections and Investigations 
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96 Fulton St., New York 38 - 
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Impairment Coverage 
For Chicken Growers 


The Committee on Interpretation of 
the Nation-Wide Marine Definition has 
issued Interpretation No. 106 dealing 
with dealers’ chicks and chicken growers, 
and “impairment” insurance. The inter- 
pretation follows: 

Inquiry: Interpretation No. 58 treats 
with insurance of dealers’ chicks and 
supplies in possession of chicken grow- 
ers. The committee is now asked for 
opinion with regard to what purports 
to be an extension of such policies to 
cover what is termed “impairment.” 

Actually there are two basic types of 
contracts. One insures against “impair- 
ment” occurring from any cause (except 
conversion and war risks) and for a 
percentage of the difference between the 
actual cost of production and the amount 
realized on sale. The other insures only 
the loss sustained by the insured as a 
direct result of disease or death due to 
disease of the chicks, such loss to be 
covered for the difference between the 
price received by the grower on the sale 
of the chicks and the wholesale cost of 
raising them. 

Does such insurance fall within the 
inland marine classification ? 

Opinion: The intent of the one form 
evidently is to cover insureds’ interests 
against impairment caused by loss of 
market regardless of loss of or damage 
to the chicks. We have here, in effect, 
a contract of guarantee against a diminu- 
tion of the assured’s interest whether 
or not related to direct physical loss, 
disease or death of the chickens. In the 
committee’s opinion such a guarantee 
cannot be classified as inland marine 
insurance. 

It appears that the intent of the 
second form referred to above is to 
insure individual flocks of chickens only 
to the extent that the loss is directly 
caused by disease or death due to dis- 
ease affecting the individual flock and 
to pay ona specified basis. This type 
of policy affords insurance classifiable as 
inland marine under E. 2. (k) of the 
Nation-wide Marine Definition. 


MAX M. BROWN DIES 
Max M. Brown, a retired real estate 
and insurance broker, died February 7 
in Buffalo, N. Y. He was associated 
with the Charles F. Joyce Co. for more 
than 25 years. 
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FRANK J. ROGERS AGENCY, INC. 


45 JOHN STREET 


Representing the following companies for New York City, 
suburban and countrywide: 


American Employers' Insurance Co. 


California Insurance Co. 
Columbia Casualty Co. 
Glens Falls Insurance Co. 


Security Insurance Co. of New Haven 
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FIRE ASSOCIATION FIGURES 


Premium Income at New High, as Were 
Assets in 1956; Underwriting 
Loss for Year Shown 

The Fire Association of Philadelphia 
and its wholly owned subsidiaries, Reli- 
ance of Philadelphia, Eureka Casualty, 
and General Casualty of Wisconsin had 
consolidated net earnings of $1,406,306 
in 1956. This was equal to $1.85 a share 
versus $3.31 a share in 1955 on the small- 
er number of shares outstanding prior 
to declaration of a 12% stock dividend 
in 1956. 

The companies’ net premium income 
last year was $55,918,990, highest in the 
history of the companies. The loss and 
adjustment expense on an earned basis 
was 61.89% while the incurred expenses 
to written premiums were 41.46%, cre- 
ating an underwriting loss of $1,816,043 
for the year. The unearned premium 
reserve decreased during the period by 
$148,259. 

The investment income for the year 
was $3,222,349, which represents an in- 
crease of 8.1%. The companies’ assets 
were at an all time high of $114,417,687 
and policyholders’ surplus at the end of 
the year was $42,255.476. 


Hadsell Accounting Mgr. 


For Security Companies 
Benjamin J. Hadsell has been appoint- 
ed manager of the accounting and sta- 
tistical department in the home office 
of the Security-Connecticut Insurance 
Companies in New Haven. Mr. Hadsell 
joined the companies in 1947 as chief 
accountant of the Pacific division in San 
Francisco. He was promoted and trans- 
ferred to New Haven in 1954 to estab- 
lish the company’s budgetary planning 
and control program. 

From 1939 to 1943, Mr. Hadsell was 
assistant treasurer of The Common- 
wealth Fund of Boston. Majoring in 
accounting, he was graduated’ from 
Northeastern University, Boston, with a 
BBA degree. 


FLACH MADE STATE AGENT 

The Agricultural and Empire State 
Companies of Watertown, N. Y., have 
promoted Joseph L. Flach to state agent 
He will continue to serve the Watertown 
companies in Connecticut. 
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Cullen Traces Growth 
Of Surety Business 


SEES EXPERIENCE IMPROVING 


Addresses Assn. of Bond Underwriters 
on Historical Background and Pur- 
pose and Use of Reinsurance 


\ two-fold analysis of corporate sure- 
tyship—its historical development and 
the purpose and use of reinsurance 
were discussed by Vincent Cullen, presi- 
dent of the Treaty Management Corp., 





VINCENT CULLEN 







bruary 13 meeting of the Asso- 
Bond Underwriters 
in organization for the younger 
7 the bonding business which will 
ve two years old in June and 
hip in Jest Greater New 
t 40. 30. Gordon C 
velers’ Brooklyn branch 
‘resident. He introduced Mr 
Cullen who is one of deans of the 
business and who for 









Sle cr- 





falell resoarets 
many years was president of National 
Surety Corp. 

In discussing surety trends Mr. 
said that the past five or six vears have 
beer “very rugged.” A recent study he 


¢ 1 + +} awret “er 
fas made of the surety loss cycle ovel 


Cullen 











_ Officers of Assn. 


Bond Underwrite 
hick provide Ss an opportunity tor the 


unger men in the business to exchange 

















get better acquainted with one 
another, is headed by Gordon C. Sleeper, 
Jr, Travelers. Associated with him are 
Ronald Koseluk, Yorkshire, vice presi- 
dent; Austin Leavy, Ocean Accident, 
secretal and David McKeown, New 
Amsterdam, treasurer 
32-year period indicates that the pres 
ent loss cycle is declining. In other 
words, that the experience is now im 
proving 
Mr. Cullen also gave his audience some 
figures from 1923 to and including 1955 
vhi reveal that the surety companies 


r $2 billion in premiums 
inderwriting profit in this 
over $420,000,000. “No other 


he insurance business has de 








veloped such a profit margin,” he de 
lared 

Speaking of the origin of suretyship 
( third party guarantee), the speaker 


(Continued on Page 38) 


American F. & C. Increases 


Dividend; ’56 Writings at Top 

The board of directors of American 
Fire & Casualty, Orlando, Fla., at their 
February 15 meeting, declared an annual 
cash dividend of $1 per share payable 
quarterly. 

The first quarterly payment of 25 cents 
per share is payable March 15 to stock- 
holders of record at the close of business 
on February 28. This is an increase 
of 25% in the divfdend over that paid 
last year. The American has paid cash 


dividends for 22 years. 
Walter L. Hays, president, revealed 


that the company made excellent prog- 
ress in 1956. Premium writings were 
at an all-time high, he said. 


Iilinois Federation Speaker 
Mar. 2 Is John A. Diemand 


John Diemand, president, Insurance 
Co. of North America Companies, will 
be the principal speaker at the annual 
luncheon meeting of the Insurance Fed- 
eration of Illinois to be held March 29, 
at the Palmer House, Chicago. 

Federation president, E. H. Henning, 
in making the announcement pointed to 
Mr. Diemand as a “unique contributor to 
the advancement of new techniques and 
progressive performance” in the indus- 


Mr. Henning also advised that promi- 
nent members of the Illinois Legislature 
will attend. Chairman of the nominating 
committee is J. S. Richardson, resident 
vice president, Standard Accident. 


Fathers at Dinner That 


AETNA C. & S. SCHOOL AFFAIR 
Course Held at Home Office for Five 


eeks; President Beers a 
Speaker 


A quarter of a century ago the Aetna 
Casualty & Surety Co. started an annual 
five weeks sales course at the home 
office, a school which since its inception 
has turned out 5,000 graduates. In 
charge of the school since its inaugural 
is Amos E. Redding, secretary of the 
company, a galvanic, amiable, quick 
thinker who Mg a born instructor, 

The dinner of the latest class to be 
graduated from the school—the 160th 
class to complete the course—was held 
at the Hartford Canoe Club on Thurs- 
day night of last week. It had a novel 
feature. Eleven of the agents who took 
the course were accompanied to the 
dinner by their proud fathers. The fa- 
thers earlier in the day were guests of 
honor at a luncheon at the home office 
given by Chairman Morgan B. Brainard 
and President Henry E. Beers of Aetna 
Life. On returning home the students 
will join the agency of their fathers, 
already in general insurance, and from 
now on will form a father-and-son team. 


Gover Speaking Representative of 
Fathers 


One of the fathers, J. Logan Gover of 
Mattoon, Ill, attended the Aetna C.&S. 
school two decades ago. He runs what 
may be the largest general insurance 
agency in Southern Illinois, on its books 
being hundreds of accounts. In the 
agency are several members of his fam- 
ily. His general attitude was that he is 
sorry he hasn’t ten sons who can be 
Aetna-ized. Among those in the group 
of graduates in the schoo] were Clar- 
ence P. Anderson, Chicago; Richard J. 
Sowers, Philadelphia; Harold Crippen, 
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Honors Sales Graduates 





































AMOS E. REDDING 
North Adams, Mass.; Valmore_ H. 
Forcier, Sr., Danielson, Conn.; Robert 
Halsted, Detroit; W. M. Howey, Lin- 


coln, Neb.; Robert Merrill, Kansas City, 
Mo:* Paul. BR: BD: Pierson, Ossining, 
N. Y.; Alphonse Ragland, Jr., Dallas; 
and Walter T. Serg, Sr., Massillon, Ohio. 

Speakers in addition to the Mattoon 
agent were Henry E. Beers, president; 
Vice Presidents Guy E, Mann, E. C. 
Knapp, Robert W. Conly and Howard 
T. Knudsen of Aetna C. & S.; Howard 
M. Bromage, assistant director of train- 
ing, and Robert Haage, instructor, 


Students From all Parts of Nation 


Since the school was started there 
have been 5,000 graduates. The type of 
men who attend the course come from 
all parts of the United States. Serious 
minded, as all have business responsi- 
bilities in their home town, most. of 
them have been to college. Average age 
is about 30. Almost all are married and 
have families. A high percentage will be 
associated with Aetna agencies with 
which are connected their fathers, uncles 
or brothers. While in Hartford most 
of the students live in Shelbourne Hotel 
not far from the home office building. 

The course is a concentrated, practical 
instruction in all phases of casualty 
insurance and surety bonds, and their 
application to modern business. It is 
given in the company’s home office in 
Hartford to selected students who come 
to Hartford for no other purpose. Its 
aim is to fit a man for a prosperous suc- 
cessful career in insurance selling by 
giving him knowledge of an almost pro- 
fessional type, in such form that he can 
use it in a going business. Satisfactory 
completion of the course also qualifies 
the graduates for admission to the New 
York State brokers license examination. 
The U. S. Veterans Administration has 
recognized it as an educational institu- 
tion under the Korean G.I. Bill of 
Rights. 

Amos E, Redding, in charge of the 
school, is also well known in insurance 
as co-author of “Casualty Insurance,” 
widely used as a college text book. A 
graduate of Trinity College, Hartford, 
he was a line officer in the Navy during 
World War I, and spent some years as 
a successful producer of insurance busi- 
ness in the middle West. 

Howard M. Bromage, a native of Con- 
necticut, is a graduate of Brown where 
he majored in economics. After a period 
of teaching i in public high schools he en- 
tered the insurance business and com- 
pleted the Aetna C.&S, sales course, 
making an outstanding record. He was 
then assigned to insurance education 
and later to field work in New England 
states. He has been an insurance educa- 
tor for nine years. 

In his talk President Beers congratu- 
lated the students on their records. He 
believed they had exercised splendid 
judgment in their original decision to 
(Continued on Page 38) 
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1956 Results of Standard 

Accident and Planet 
ASSETS GO UP TO $119,664,000 
10.4% Net Premium Increase; 2.1% 


Indicated Underwriting Loss Due to 
Adverse Loss Ratio in Auto Lines 





The year 1956. \ was characterized as 
“one of progress” by L. K. Kirk, presi- 
dent, Standard Accident and its affiliate 
Planet, in his report of results of opera- 
tions for last year. Net premium volume 
of Standard and Planet increased $6,157,- 
000 or 10.4% to $65,096,000. In addition, 
Pilot Insurance Company, Standard’s 
Canadian affiliate, wrote net premiums 
of $3,111,000, up 4.6% in the year. This 
rise in volume to an all-time high was 
attained under conditions probably as 
competitive as have ever prevailed in 
the industry. 

Policyholders’ surplus increased $689,- 
000 to $33,874,000 at December 31, 1956, 
during a year of unprofitable under- 
writing experience. The underwriting 
loss in 1956 was $2,654,000, about half 
of which was due to the increase in 
premium volume and the consequent rise 
of $3,376,000 in the unearned premium 
reserve. 

The indicated underwriting loss of 
approximately $1,300,000, or 2.1%, com- 
pares unfavorably with an_ indicated 
profit of 23% in 1955. This shift was 
due almost entirely to a rise in loss 
ratio in the automobile lines. Investment 
earnings increased $174,000 or 7.8% to 
$2,393,000, thus offsetting the bulk of the 
loss from underwriting. Unrealized ap- 
preciation of $439,000 on securities owned 
plus a gain from Pilot of $201,000 con- 
tributed to the rise in policyholders’ 
surplus. 

Indicated earnings of $2.00 per share 
in 1956, exclusive of an anticipated tax 
recovery approximating $1.50 per share, 
resulted from an increase of $2.56 per 
share in the equity in the unearned pre- 
mium reserve. An underwriting loss 
more than offset a new high in invest- 
ment earnings of $4.86 per share. 
Consolidated assets of Standard and 
Planet increased $5,781,000 to a new 
high of $119,664,000 at December 31, 1956. 
Total invested assets and cash increased 
$3,775,000 to $105,518,000. In accordance 
with long standing policy cash and bond 
holdings alone more than cover total 
liabilities. In addition, a very liquid 
investment position has been maintained. 
Cash plus U. S. Government bonds 
nasa to $38,564,000 which was 47.1% 
of the total reserve for unearned pre- 
mium and for claims and claim. ex- 
penses. 


Harris B. Carr, Detroit 
Manager, Dies at 59 


Harris B. Carr, 59, resident manager 
of the Detroit branch of Fidelity & 
Casualty, died recently after a long ill- 
ness. He began his insurance career in 
1921 when he joined Aetna Casualty & 
Surety’s Hartford office. 

In 1923 he went to Indianapolis as 
assistant manager in the Fidelity & De- 
posit. He joined the American Fore 
Group in 1926 as bond superintendent in 
Fidelity & Casualty’s Indianapolis office, 
and was successively Detroit branch 
office bond superintendent in 1929, as- 
sistant manager in 1931, manager in 1935. 

Mr. Carr was a past president of the 
Casualty & Surety Executive Association 
of Michigan and the Surety Association 
of Michigan. He is survived by his wife, 

brother and a sister. 


Porter Joins Kemper Cos. 

Arnold Porter has joined the fidelity, 
burglary and surety division of Kemper 
Insurance, Chicago, in an underwriting 
capacity. Mr. Porter has been associated 
with the fidelity-surety bond business 
since 1928. He has held responsible po- 


sitions with other major insurance com- 
panies in New York, Chicago and St. 
Louis. 


N. Y. Republicans Ask Year 
Delay in Plugging Gaps 

The New York State Joint Legislative 
Committee on Unsatisfied Judgment 
Claims, headed by Sen. Fred Rath, 
recommended a one-year delay in moves 
to plug loop-holes in the new compulsory 
automobile insurance law. In its report 
in Albany on February 19, the committee 
ung inimously concluded that “further 
study is necessary before any legislation 
could be properly introduced and en- 
dorsed.” 

Assembly Speaker Oswald D. Heck 
came out for immediate action at this 
session. In a statement Mr. Heck s:ic: 
“The depredations against life and limb 
by hit-and-run, out-of-state and unin- 
sured drivers must be and will be 
halted.” 

Senate Majority Leader Walter J. 
Mahoney had no immediate comment. 
Reportedly, however, he is cool toward 
over-riding the committee’s recommen- 
dations. 


Stuart to Be Operating 
Head of Massachusetts Bay 


The Massachusetts Bonding announces 
that Vice President Walter H. Stuart 
has been assigned as operating head of 
the Massachusetts Bay Insurance Co., 
its recently organized subsidiary com- 
pany. 

Mr. Stuart has had long experience 
with the parent company both in under- 
writing and field work. He will now 
devote his time to developing operating 
practices, an agency organization and the 
home office staff of the new company. 

During the period of this assignment, 
James H. Roche will be acting manager 
of the automobile department. The ] 
ent policies and functions will remain 
unchanged. 

The various details involved in setting 
up a new company operation are being 
completed and it ts expected that busi- 
ness will be written in selected areas 
in the near future 
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ATOMIC RISK PROBLEMS 


12 Countries at yer Conference; 
Consider International Collaboration 
To Solve Large Risk Problems 
Representatives from insurance organi- 
zations in 12 European countries have 
had talks in London on the problems 
involved in insuring against atomic risks. 
The conference consisted largely of an 

exchange of views and information. 

A statement by the British Insurance 
(Atomic Energy) Committee of the Brit- 
ish Insurance Association, says that the 
insurance of reactors envisaged larger 
sums for material damage and_ third 
party risks than could be handled in 
any one national market. As a result, 
consideration was given to methods of 
collaboration between various insurance 
and reinsurance markets of the world. 

No definite conclusions were reached 
at the conference, but it is hoped that 
ultimately a method will be found of 
handling the (business in a “reasonably 
uniform wi ty. 

It is now evident from this position 
that the report, widely circulated in 
January, that the British insurance mar- 
ket was already prepared to write atomic 
risks and was inviting inquiries, was 
premature. 

The international representatives will 
now report back trom London to their 
national organizations. The countries 
represented were Britain, Belgium, Den- 
mark, Finland, France, Germany, Italy, 
Norway, the Netherlands, Spain, Sweden 
and Switzerland. 


Cc. G. BULLOCK PROMOTED 
C. Gilbert Bullock (of Bristol, Conn.) 
has been appointed special agent of 
Hartford Accident for Connecticut and 
Rhode Island, specializing in surety and 
fidelity bonds. Mr. Bullock joined the 
Hartford Accident in September, 1955, 
as a trainee. He was a bond underwriter 
in the New England office at Hartford 

until his appointment as a fieldman. 





TO EXCHANGE EXPERIENCE 


National Bureau and Pacific Coast Ad- 
visory Assn. to Develop Jointly Auto 
Liability Rates for Calif. 

Plans for cooperation between the 
Pacific Coast Advisory Association and 
the National Bureau of Casualty Under- 
writers for the exch: unge of automobile 
liability insurance experience are rapidly 
nearing completion, according to a joint 
announcement this week by William 
Leslie, general manager of the National 
Bureau, and James T. Blalock, president 
of the association. The announcement 
was issued at the same time in New 
York and Los Angeles. It read: 

“Plans contemplate that members of 
the Pacific Coast Advisory Association 
will file experience with that organiza- 
tion in accordance with the statistical 
plan of the National Bureau and then 
the association will furnish this experi- 
ence in consolidated form to the National 
Bureau for use in the development of 
advisory automobile liability insurance 
rates for California. 

“Plans also contemplate organization 
of a joint advisory committee composed 
of an equal number of representatives 
of each of the two organizations. This 
committee will review experience ex- 
hibits prepared and submitted by the 
National Bureau and will make mopped 
recommendations ree rates to be 
promulgated for California by aa: Na- 
tional Bureau acting in its capacity as a 
rating organization.’ 


John M. Breen, 53, Noted 


rarer: Educator, Dies 

John M. Breen of E hinges third vice 
president of the Kemper Group, and di- 
rector of Kemper Mutual Institute, died 
February 14 following a brief illness. 

Mr. Breen was a noted figure in the 
insurance education field. It was he who 
developed the Mutual Insurance Insti- 
tute, basing the program on the philoso- 
phy that thorough grounding in insur- 
ance knowledge and service was basic 
in the formation of a good salesman. He 
believed the actual selling technique to 
be a matter of later acquisition. 

In 1954 he was elected president of 
the Insurance Company Education Di- 
rectors Society. In 1951 Loyola Univer- 
sity, Chicago, asked him to teach insur- 
ance in its evening classes. He remained 
on its staff until his death. 

Other organizations in which Mr 
Breen held membership were the Ameri- 
can Bar Association; the Chicago Bar 
Association; the International Associa 
tion of Insurance Counsel; the Ameri- 
can Association of University Teachers 
of Insurance; the American Society of 
Training Directors, and the educational 
committee of the American Mutual Alli- 
ance. 

Mr. Breen attended the University of 
Notre Dame, the University of Illinois 
and John Marshall Law School, where 
he received an LL.B. degree. He joined 
the Kemper Group in 1929, as a claim 
adjustor. He remained in the claim 
department until 1940, becoming chief 
branch office claim supervisor. The same 
year he was made director of education 
for the Kemper Companies, and rapidly 
gained national prominence 

He is survived by his widow, two sons, 
and two daughters. 


Arthur L. Brown Elected 
To Kemper Junior Board 


Arthur L. Brown, a member of the 
Kemper Group affiliate, Mutual Insurance 
Institute, has been elected to the Kem 
per Insurance Junior Board. His ap- 
pointment was announced February 18 
by Hathaway G. Kemper, president. 

The junior board, which was formed 
in 1946, consists of 11 men under 35 
vears of age. It meets monthly to dis- 
cuss company problems and makes rec- 
ommendations to the management. 

Mr. Brown was graduated from North- 
western University in 1949 and came 
directly to the Kemper Group as an 
insurance survey writer. He was ap- 
pointed to the educational department 


in 1954, 





Employers Re. Enjoyed 
$1,574,164 Profit in ’56 


SURPLUS ASSETS MUCH HIGHER 
President Frank P. Peenes Reports Net 
Earnings for Year After Tax of 
$1,752,426 





Employers Reinsurance Corp. of Kan- 
which Frank P. 


enjoyed favorable 


sas City of Proper is 


president, operating 
results in 1956, bringing its policyholders’ 
surplus to an all-time high of $17,406,- 
539 which is over $10,000,000 greater than 
the low point in policyholders’ surplus as 
of December 31, 1951. Capital continues 
at $3,000,000, 

The net surplus of the company last 
December 31 was $14,406,539 compared 
with $13,517,625 at the close of 1955 
\ssets increased over $3,000,000 during 
1956, the year-end total being $64,322,365 
compared with $61,313,892 at the close oi 
1955. Of the 1956 total cash stood at 
$3,099,403; bonds rose more than $1,400, 
QOO to $50,862,878 and stocks increased 
during the year from $7,632,289 to $8,870, 
633. Cash plus government, state and 
municipal bonds equalled 83.9% of ad- 
mitted assets. 

Pointing to earnings on the statutory 
basis, President Proper revealed net un- 
derwriting gain for 1956 of $1,574,164 : 
against $1,852,651 in 1955; net alte 
earnings of $1,363,284 compared with 
$1,236,417 the previous year. Total earn- 
ings before tax stood at $2,937,820 and 
net earnings after tax were $1,752,426. 
This compared with 1955 net earnings of 
$1,991,847. 


Made Substantial Profits 


careful underwriting, Em 
ployers Reinsurance made substantial 
profits last year in A. & H., fidelity, 
surety, miscellaneous liability, workmen's 
compensation and credit indemnity, with 
smaller profits in boiler and machinery 
and collision lines. While the automobile 
liability line continued to show an in- 
crease in claims, both as to frequency 
and severity, a profit was realized in this 
line notwithstanding this fact. However, 
the margin of profit shows a reduction 
from that for the year 1955. 

Mr. Proper anticipates that primary 
rate increases, which are being promul 
gated for various territories, together 
with reinsurance rate increases, “will 
within a reasonable time restore the 
automobile Ine to a more favorable 
basis.” He notes that a small under- 
writing loss was experienced last year in 
connection with reinsurance of fire and 
allied lines 

Premium volume showed a substantial 
increase for the year, the total on a gross 
basis being $22,818,2 238 as against $20,447,- 
720 for 1955. Earned net premiums were 
$21,999,500 compared with $18,798,492 in 
1955. 

On the liability side reserve for claims 
and claim expense on December 31, 1956, 
was up more than $550,000 to $28,912,020 
Reserve for unearned premiums was up 
$825,000 to $12,202,800, Funds held under 
reinsurance treaties increased approxi- 
mately $275,000 to $3,565,486 and reserve 
for taxes and other liabilities was about 
the same. 

In conclusion Mr Proper says that 
“notwithstanding slightly less favorable 
experience for the year 1956, the corpor- 
ation’s business continues to grow, with 
enthusiasm on the part of all members 
of the staff and with high morale among 
the employes.” 


Reflecting 


Clark Succeeds Shewmaker 


Cecil F. Shewmaker, manager, work- 
men's compensation and occupational 
diseases rating bureau of Indiana, has 
resigned for personal reasons. He will 
be succeeded on March 1 by W. L. Clark, 
assistant secretary, National Council on 
Compensation Insurance 

Mr. Shewmaker has accepted a posi- 
tion with the southeastern compensation 
rating bureau of the National Council as 
assistant manager 


















Financial Protection Problems 


Facing Atomic Industrial Supplier 


The American Management Associa- 
tion’s special conference, meeting in 
New York City, heard an address by 


A. W. krebs, Jr., vice president, 
Cambridge, Mass., 
Atom.” The talk, 
Hotel February 8 
entrepreneur's 


William 
Arthur D. Little, Inc., 
on “Managing the 

given at the Statler 
described as “an 


Was 

view of liability and insurance.” Mr. 
Krebs visualized the problems of the 
fictitious president of an imaginary “sub- 
stantial but not giant enterprise” with 


dollars of capital 
The field explored 


five or ten million 
awaiting investment. 


was a likely one nowadays — atomic 
energy. ; 
The hypothetical enterprise of Mr. 


has assets of $100,- 
of $400,000,000. His 
company has been following “a policy 
which has recently become popular of 
diversifying among unrelated industrial 
fields, purchasing a mining enterprise 
here, there a shipbuilding company, here 
a machine tool manufacturer, there a 
construction company, which he oper- 
ates sometimes as subsidiaries, sometimes 
as divisions of his basic corporation. 

One of the president’s companies 
manufactures process machinery and 
having read statements by the Atomic 
Energy Commission inviting wider indus- 
trial participation, he is interested in 
the prospect of using its know-how in 
some part of the reactor component 
field, pumps or control systems or even 
fuel elements. 

Such a move would involve several 
million dollars in plant, equipment, start- 
up costs and working capital, so the 
“president” decided to proceed in an 
orderly way to catalog the problems of 
achieving a reasonable return to_ his 
stockholders. He is forced to admit that 
getting into the atomic energy business 
encountered 


Krebs’ 
000,000 


“president” 
and_ sales 


tops anything he has yet 

for variety and ambiguity. Market esti- 
mates are highly uncertain. The regula- 
tory system within which his principal 


customers will be operating has not yet 
jelled. The dominant financing of his 
customers flows from the U. S. Treasury 


and is responsive to swift changes in 
international policy, military strategy 
and domestic politics. 


There is though in the atomic energy 
field, Mr. Krebs pointed out, one “unique, 
still unresolved problem” that could make 
or break, as far as this president’s 
liypothetical decision is concerned: finan- 
cial protection against claims of others 
in the event of a catastrophic accident. 

The product of this hypothetical com- 
pany would be supplied to prime con- 
tracting companies like General Electric, 
Westinghouse or Atomics International. 


Speaking generally, if the company pro- 
duces a defective product, the manufac- 
turer may have to pay for damage 


caused to the person or property of 
another through such malfunctioning. 
Therefore, the president wants to know: 
What kinds of loss to others could the 
product cause? What are the probabili- 


ties of such i occurring ? 
Pinpointing the atomic hazards and 
losses facing the company, Mr. Krebs 


said: 
Exposure to Radiation 

“Personal injuries in a reactor accident, 
apart from the kind normally to be 
expected from blast, may take the form 
of exposure to radiation. One peculiarity 
of such injury is that its effects may be 
delayed for as much as 20 years or more. 
Another peculiar characteristic of radia- 


tion injury is that it may result in 
shortening the life-span and genetic 
damage, both results extremely difficult 


to measure as well as to relate to the 
specific exposure claimed to be the cause. 

“Radiation may also damage property, 
principally through producing physical 
changes which render it unfit for its 
normal function. Property exposed to 


radiation may also be dangerous to 
humans. Thus, in addition to effects on 
property at the plant itself, homes, fac- 
tories, transportation facilities and pub- 
lic utility facilities outside the reactor 
plant may be damaged and put out of 
service. Farm land might have to be 
abandoned; crops, animals, water sup- 
plies and fish made unfit for use. The 
largest loss from a_ reactor accident 
which affects adjoining property might 
result from the necessity of evacuating 


“It is possible, therefore, that an acci- 
dent of the worst kind may also cause 
an enormous amount of off-site damage, 
depending on the amount of radioactive 
materials released, the location of the 
installation, the weather, topographical 
geological and hydrological conditions. 
The conclusion of most persons who 
have studied the problem carefully is 
that the maximum damage which might 
be done by a major accident under the 
worst imaginable conditions is unknow- 
able, but the words millions and even 
billions of dollars occur in these dis- 
cussions and we must accept such possi- 
bilities in our business planning. 


Only 13 Radiation Cases in 12 Years 


“The probability of such losses presents 
a different aspect. Through 1954, 25 
nuclear reactors have been operated by 
\EC without any accidents involving 
contamination of off-site property. More- 
over, the AEC is aware of only 13 
radiation cases over the period 1943-55 
in which workmen’s compensation bene- 
fits have been paid, with three more 
cases pending. The atomic industry as 
a whole has an extremely low accident 
rate; in fact, better than in most other 
industries. There are many other en- 
couraging factors, which show that the 
probability of a severe accident is ex- 


tremely small. Nonetheless, the possi- 
bility will always remain. To quote 
perhaps the best informed AEC expert, 


safeguards that 
there is still 
system can 
fool.’ 


‘With all the inherent 
can be put into a reactor, 
no fool- proof system. Any 
be defeated by a great enough 


“One is inevitably drawn to the con- 
clusion, therefore,” Mr. Krebs continued, 
“that, with the risks just reviewed, the 


manufacture and sale of significant equip- 
ment for a nuclear reactor presents 
problems of liability which are com- 
pletely out of scale with those faced in 
normal manufacturing activity. ‘ 

Conclusion reached by the president 
in Mr. Krebs’ talk was that “this is a 
risk which will have to be insured.” So 
he put the question to his treasurer: 
“Can we get adequate product liability 
insurance and how much will it cost ?” 
Here is the answer he got: “We have 
an all-risk policy covering us for lia- 
bility we may incur as suppliers of our 
products. However, we understand that, 
when it comes up for renewal, it is 
likely that damage caused by radiation 
will be excluded from it. More import- 
ant, its limits are far too low to give us 
protection in the extreme kind of case 
we are here considering. If we are to 
insure against radiation damage we will 
have to secure coverage under the new 
plans now being worked out by the 
insurance industry.” 


What Three Ins. Syndicates Will Cover 


The briefing given to the president 
as to these new plans (three syndicates 
already formed to provide physical dam- 
age and liability coverage to the atomic 
energy industry) was as follows: 

“First, as to property damage insur- 
ance. It seems assured now that reactor 
operators, to whom we will be selling 
our product, will be able to buy insur- 
ance against damage to each reactor 
installation up to something like $60 
million from two of these three syndi- 
cates. The syndicates have agreed to 
coordinate their activities so that, insofar 
as the buyer is concerned, the effect 


Says Volunteer Firemen’s 
Rates Should Be Much Higher 


In his letter of February 6 to members 
of N. Y. Joint Legislative Committee on 
Fire Laws, Counsel Charles W. Potter 
outlines the new rate setup. Workmen’s 
compensation rates under the new volun- 
teer firemen’s benefit law have been filed 
with the N. Y. Superintendent of Insur- 
ance. These rates are exactly the same 
as those for firemen’s benefits under the 


present law which was established on 
July 1, 1955. 
Protesting the new rates Mr. Potter 


says: “In view of the substantial in- 
creases in benefits for volunteer firemen 
and their families under the new law 
and from past conversations with repre- 
sentatives of the rating board I am 
surprised that there is not a substantial 
increase in the rates. The new rates 
are, of course, on a ‘best guess’ basis 
and it will be several years before 
experience will furnish more accurate 
information than is now available for 
rate-making purposes.” He then ex- 
plained: 

“The rate for the permissive tourna- 
ment coverage under the png ape fire- 
men’s benefit law, §5(3), is 5% of the 
rate for mandatory coverage. For ex- 
ample, if the population of the fire dis- 
trict is between 701 and 1,000 the pre- 
mium for the mandatory benefits would 
be $240 and the premium for the per- 
missive tournament coverage would be 
$12, making a total of $252. 

“The schedule of annual premiums 
under the present law is shown at page 
34 of the 1956 report of this committee. 
The minimum is $125 for a population 
up to 300 and the highest is $3,673 for 
a place having a population between 
35,001 and 50,000. The rates which have 
been filed with the Superintendent of 
Insurance are subject to review and 
action by him.” 





UJ Fund Bill Introduced 
In Penna. Legislature 


Representatives Eugene Gelfand and 
Herbert Fineman (D.) Philadelphia are 
Pennsylvania _ pill 
“unsatisfied claim 


co-sponsors of a 
(H. 313) setting up an 
and judgment fund.” 

The fund would be established by each 
company writing in the State contribut- 
ing 0.5% of its direct written premiums 
for the calendar year 1957, payable by 
March 31, 1959; each insured motorist 
paying $1 for 1957; each uninsured mo- 
torist renewing his registration for the 
license year starting April 1, 1958. 

When the fund has been set up annual 
assessments on the companies up to 
0.5% of net direct premiums would be 
authorized. If this assessment should 
prove insufficient to keep the fund go- 
ing, licensed car owners could be as- 
sessed $1 each annually and uninsured 
drivers $2. 

The State Insurance Commissioner 
would annually name a board of admin- 
istrators consisting of the State treas- 
urer, and four representatives of insur- 
ance companies. 

The bill would provide for payment 
of claims ranging from a minimum of 
$200 to $5-10-1 maximums for single and 
multiple personal injuries or death, and 
property damage respectively, and after 
court judgments are certified to the spe- 
cial fund, and collectable from the de- 
fendant in each case. 

When the board would meet financial 
responsibilities of a motorist in judg- 
ment against him, that motorist would 
not be permitted to register his car in 
Pennsylvania until he had reimbursed 
the board for the amount of the claim. 
The bill was referred to the House com- 
mittee on motor vehicles. 





should be practically the same as a 
single pool. However, it doesn’t appear 
that this will be of much value to us 
as component suppliers unless our cus- 
tomer, the prime contractor to the 
owner-operator, and the owner-operator 
himself will agree to waive their rights 
to hold us for damage to the reactor 
facility caused by malfunction of our 
equipment. Otherwise the insurance 
companies will be subrogated to such 
rights and, after paying the owner for 
the damage caused to his property, can 
turn around and sue our customer and 
us for what they paid to the owner. 

“There is no plan that I know of to 
make insurance available to suppliers 
against this possibility which, in the.case 
of total destruction of one of the large 
power reactors, might be as much as 
$40 to $50 million per reactor or more. 

“IT think we will have to bear this 
risk ourselves, therefore, unless we can 


get a waiver from our customers and 
the owner-operators. I have been told 
that our customers may be willing to 


do this to the extent that they can 
insure, and that the insurance com- 
panies will not object if they do. 

If we want to be in the business . . . we 
are going to be self-insurers of P.D. 
to reactors in which our equipment is 
installed, to this extent, or find some 
other means of meeting the problem 
outside the commercial insurance indus- 
try. 


The Third Party Liability Risk 


The treasurer then told the president 
that “discouraging as this problem may 
seem, it is small, dollar-wise to that 
presented by third party liability risks.” 
He explained: “The situation here is 
that each reactor owner-operator will 
be able to imsure his liability to third 
parties for personal injuries and damage 
to their property up to $60 million of 
coverage which is available through the 
syndicates and this coverage will protect 
all suppliers as well. If the reactor 
owner-operator takes less than the maxi- 
mum coverage, suppliers will be able to 
buy the remainder. 

“However, we all realize that $60 mil- 


lion is nowhere close to the maximum 
third-party losses that could occur. Sub- 
ject to what the Law Department has 
said about the legal position of the sup- 
plier in the present state of tort law, 
therefore, we and other suppliers appear 
to be squarely in line to share these 
excess risks with the owner-operator. 
This is the core problem for atomic 
industry and it is not solved by any 
availability of even the large new radia- 
tion coverage I have described.” 

Mr. Krebs summarized the problems 
facing his imaginary president in the 
following manner: “When we supply a 
significant component directly or through 
another manufacturer to a reactor owner- 
operator we pick up a risk that we may 
have to bear some part of or all of the 
loss suffered if there is a reactor acci- 
dent. The dollar amount of this loss, 
under the worst imaginable and extreme- 
ly unlikely conditions, would bankrupt 
my manufacturing subsidiary as well as 
the part company if it, too, were held 
liable, as it might be. Some part of 
this liability is insurable, although at 
rates and on policy terms not yet avail- 
able. Losses which go much over $60 
million for physical damage to the reac- 
tor facility and $60 million for all types 
of losses suffered by third parties in 
any one accident are beyond the present 
or likely future capacity of the American 
insurance industry. 

“Moreover, as a component supplier 
we cannot insure the risk that the re- 
actor owner or his insurers may hold us 
liable for damage done to the reactor 
facility and his other adjoining property. 
That loss could climb into the hundreds 
of millions of dollars in some locations. 
In some cases this risk may be aug- 
mented by losses resulting from inter- 
ruption of the business of the reactor 
owner-operator, as at a commercial test 
reactor. The best we can do to minimize 
these latter liabilities is to sell our prod- 
uct on terms requiring the purchaser 
and his customers to waive their rights 
against us for damage to their property 
caused by our equipment. This may 
hart our sales and may not be practical; 

(Continued on Page 
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Traffic Deaths Up 4%; 
1956 Estimate 40,000 


NATIONAL SAFETY COUNCIL SAYS 


All-Accident Toll at 95,000 Killed, 9,450,- 
000 Injured, Economic Loss 
atacand 

Motor vehicle accidents remain the 
nation’s No. 1 accident killer, according 
to the National Safety Council’s 1956 
estimates. The higher all-accident figure 
of 95,000 for the year is accounted for 
by a 4% increase in traffic deaths. The 
traffic deaths total is estimated at 40,000 
compared to the 1955 figure of 38,426. 
The past year may therefore break the 
all-time high of 39,969 established in 1941. 

However, the National Safety Council 
said the 1956 estimate cannot be called 
a new record. Later figures on delayed 
deaths will revise the estimate and the 
total may be greater or less than 40,000. 

Although home accidents dropped by 
500, nonetheless they cli uimed_ the second 
number of lives—27,500, a 2% 
from 1955. 

The estimated economic loss of $10,- 
800,000,000 from accidents in 1956 covers 
both fatal and non-fatal accidents and 
includes wage losses, medical expense 
and overhead costs of insurance for all 
accidents, production delays, damage 
equipment in work accidents and prop- 
erty damage from traffic accidents and 


greatest 
ies rease 


fires 
Work Accidents 
Deaths from work accidents in 1956 
totaled 14,300—an increase of 100 from 


1955. Total all-industry employment was 
about 3% more than in 1955, while mi nu- 
facturing employment alone went up 2 2%. 
Disabling injuries from work accidents 
numbered approximately 2,000,000 com- 
pared with 1,950,000 in 1955. Economic 
loss from work accidents was about 
$3,600,000,000 
Preliminary rts indicate that coal 
mine deaths first nine months 
increased fl ta in 1956 from the 359 
tol or the ne months in 1955. Rail 
road emplo ve fatalities were 167 in the 
first nine m« ities of 1956, the latest fig 
ures compared with 178 in th 
same months of 19: 
Work 
basis r 
appa 
Injurie 





available, 





rates on a nati 
but there 





accident 
not yet available, 
change from 1955 


littl 
totaled 50,000 more than in 1955, 





it 


itiv was 





but a small increase in employment plus 
no change in average hours worked per 
week approximately offset the rise in 
injurie 
Deaths to workers from all accident 
uses totaled 45,100—14,300 on the job 





: 30,800 off the job. This is an in- 
crease of 100 deaths over 1955. Injuries 
4,350,000. Total time lost in 
1956—direct and indirect—was 295,000,000 
equivalent to the shut-down 
plants with about one million workers 
for an entire year 
The Complete 1956 Accident Story 
\ complete listing of accident 
industry will not be available 
for several months, the Council said 


Detailed summaries on all acc 





an-days, 





rates by 


ide nts are 








published each year in the Council's 
atistical ve arbook, “Accident Facts.” 
Here is the story for 1956 in terms of 
lonthe- 3 
deaths 
55 Change 
ALL ACCIDENTS 14,443 I 
Motor \ cle 38,42¢ 10% 
Home 8 000 —2% 
Work 14,200 41% 
Public 
(Not motor v 16,500 16,000 +3Q% 
ve eaths include some which also 
and home deaths. All figures 


Council estimates, except the 
and motor vehicle totals, which 


onal Office of Vital 





statistics.) 
re C. fuccens Permits 
The mi rgy Commissi¢ ; 
issued access permits to two more insur 
e companies—the American Insurance 


Co., Newark, N. J., and the Factory Mu 
tual Rating Bureau, Providence, R. IJ 
Holders of 
have obtained clearance, are 
use “restricted data” 


peaceful 


access permiis, who must 
entitled to 
oncerned with the 
application of atomic energy 
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R. S. Chaloner Made a Vice President 
of American; John G. McFarland, Now 
Also V. P. American Automobile 
Russell S. Chaloner has been elected a 
vice president of the American of New- 
ark and the American Automobile. John 
G. McFarland, 
of the American, has been elected a vice 
American Automobile. Mr. 


already a vice president 
president of 
Chaloner will continue as senior execu- 
tive of the Chicago branch office where 
Mr. McFarland will be associated with 
him after May 1 in the integrated oper- 
ations of the two companies. 

Mr. Chaloner started his insurance 
career with the Travelers in 1918 as a 
field representative. After a year at the 
Hartford branch, he went to Chicago as 
assistant manager in charge of burglary 
and glass lines. In 1927 he was appointed 
western manager of the Norwich Union 
and Phoenix Indemnity Cos. and retained 
this post with Norwich Union when the 
companies began separate operations. In 
1930 he was named manager of old 
Lloyds Casualty, at Chicago, subsequent- 
ly joining the Eagle Indemnity as a 
special representative. 

Mr. Chaloner joined American Auto- 
mobile in 1933; was made assistant man- 
ager at Chicago in 1934; in 1937 headed 
the Minneapolis branch office and in 
1946 was reassigned to Chicago as resi- 
dent vice president. 

Mr. McFarland entered the insurance 
business as an engineer with the Kansas 
inspection bureau. Joining the American 
as special agent for Kansas in 1930, he 
later became state agent and_ subse- 
quently served in that capacity in Min- 
nesota 

Mr. McFarland was named _ superin- 
tendent of agencies at Rockford in 1935; 
Was promoted assistant man ger, western 
department, in 1944; in 1951 was made 
manager, and was elected a vice presi- 
dent of the American in 1955. 








cil Wl Ep Happy lo Ss You 


AT HIS FINE RESTAURANTS 


23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 
Elected charter member of Esquire Club; Members of 
Diners Club, Gourmet Club, Duncan Hines, Executives 
Dinner Club, Expense Charge Club. 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 











Allstate’s New Theft Cover 
Approved in New York 


The Allstate begansale of its new 
worldwide theft New York 
State on February 15. The company’s 
entry into the theft field was recently 
announced by President Calvin Fentress, 


policy in 


Jr., who stated that the new policy was 
designed to be “broader in 
less restrictive’ than other policies. 

It takes the form of a booklet with 
“simplified language for 
easier The policy is 
intended to provide theft insurance for 
“that 75% of the population which is now 
uninsured against theft.” Mr. Fentress 
said “This protection will be offered at 
a premium the average family can af- 
ford.” 


scope and 


large type and 
understanding.” 


TWO NEW CLAIM OFFICES 
Continental Casualty has established 
resident adjuster operations in Nash- 
ville and Knoxville under the supervision 
of its Atlanta claim department. Chester 
E. Zubler, formerly claim adjuster in 
the company’s South Bend claim office, 
has been transferred to Nashville and 
Nathaniel R. Hamilton, formerly claim 
adjuster in the Pittsburgh claim office, 

has been transferred to Knoxville. 
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Cullen Traces Growth 


(Continued from Page 34) 


pointed out that it was known almost 
since the dawn of civilization. “In the 
early days of civilization where people 
acquired property—whether it was land, 
collateral or whatnot—they naturally ac- 
quired difficulties and litigation. The 
records will show that the litigants fre- 
quently had to have a third party guar- 
antor for their performance.” 

Mr. Cullen then said that the first 
corporate surety bond was written by 
the Fidelity & Casualty in 1882. From 
about the early 1880's to 1930 a number 
of companies entered the business. The 
pioneers were the American Surety, Fi- 
delity & Deposit, National Surety, United 
States Guarantee, Maryland Casualty and 
United States F. & G. Subsequent to 
their organization a number of the larger 
companies in the fire and/or casualty 
business entered the surety business. 
However, many of the new companies, 
which got underway in the 1930 depres- 
sion years, failed. (They do not include 
any of the aforementioned companies.) 

The speaker also brought out that 
surety bonds were originally designed for 
public official, custom house and court 
risks. From that beginning the scope of 
protection expanded into the general and 
diversified surety business that we know 
today, he said. 


Has No Relation to Insurance 


Mr. Cullen emphasized the fact that 
suretyship has no relation whatever to 
insurance, saying: “It was_ originally 
written by trust companies, and in my 
opinion, it should still come under the 
State Banking Department and not the 
State lover ance Dep: irtment as it is busi- 
ness of thanking and credit.” 


Role of Professional Reinsurers 


Speaking of the usefulness of the pro- 
fessional reinsurer in the surety picture, 
the speaker said: “Up until 20 or 25 
years ago, most surety reinsurance was 
placed facultatively among companies. 
However, it was quite apparent to the 
writers of surety business that they 
could not balance their exchange. Fail- 
ing to balance the exchange of business, 
the expense of handling it became great. 
They then started to place the business 
with the professional reinsurers for two 
reasons. First, they received a higher 
commission on business ceded and sec- 
ondly, ceding the business was automatic, 
elimin: iting the preparation of numerous 
papers, copies of contracts, etc. Thus the 
ceding company was saved substantial 
sums of money. 

“The professional reinsurers currently 
handle about $25,000,000 of fidelity and 
surety reinsurance, most of it being 
surety. 


Hadlow Elected Dane 


Vice President David M. Hadlow was 
elected to the board of directors of the 
Hartford Steam Boiler at the = stock- 
holders’ annual meeting February 19. 
He was elected vice president in charge 
of agencies in 1953. 


Aetna C. & S. Graduates 


(Continued from Page 34) 


make the insurance business a lifelong 
career. They had entered a field which 
is one of the most important in’ the 
national economy, one which is continu 
ously expanding and that is unusually 
popular with the public. 
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EMPLOYERS REINSURANCE CORPORATION 


Condensed Statement as of December 31, 1956 
ASSETS 


MCsaea ay can) Ev ARNEL CRN CAV ENT A EU EARNED coe gos Sides Se ata OS hs ei Coss ES ores bode Wie $ 3,099,163.02 





Bonds: 
Winitedimetatess Governance ois 0d vc «Solo odie di ole nee $21.311.330.51 
United States Government Agencies ...............0000- 195,000.00 
Canadian Governmmentiiys ci sais coe skeet ins «0 lhe ations 970,654.14 
State, County and Municipal ..... .....6secescccevseseee 24.537,080.96 


Revenue, Agency and Authority Bonds of States and Political 


OLE EE ti LAST pie es EO RH i Re GA ee eae ee ee eee eae 3,548.812.36 





Hy GOITRASTE ED CN INSS cote do cok Casal) 17 RSP we 'v ANS Seca veto oaks Sg tune oad iv cc adratdere a ale 


OS OPCS 018 8.6 O18 0.8 6 C18. 6.0 00.66 F 618 6 0.6 O46 658 6 60. 0064060 HO 0 4s BU 4 EKO 


cis ah A y's od wil ace Bg Wa ok a elk 3,714.56 
Unicollected Premiums (not over 90 days)... 0.0.0.6. ccc ccccccescccsbontes 985,549.17 
Interest Accrued and Other Admitted Assets .............ccccecceccccccecces 500.127.66 

EO TATA AD MENIVHE DIDTSSEIT ST \c5 ictal ak $ 64,322.365.78 


LIABILITIES 


cain Sor Ca a Ce Sa nnn 5 see ira iee Renee ve casas ade $ 28.919.020.04 
Resctve for Unearned PE renneumns! ...-¢ 5 ccc cns.26. + se o-s w'ni.6,0.0 S:0:en00 os Hoe ne oeeeces 12,202,800.58 
Funds Held Under Reinsurance Treaties ..............0.cccccccccccncescce 3.565,486.55 
Taxearand’ Otter sIiaptirtieats ccs 5.5 sick eae aces. «ass wiehate’ sj ecavinne: seed ore deueein aveveutce 2,228.519.03 
Gregan ans nceits ip eye cereroetetosshnionsscveteuerssaperslausieletwtda: sn ails Zekane SER 0: $ 3.000.000.00 
ME en eee Se ee ee ea 14,406,539.58 


SURPEUS TO ORIG VHOUDERS «hoes oSiork oo o.nrclels DATE SUSY + Se Me Bede weas 


SLIGHT Ota eee et area ite Na ooo .c. oa. o's Soh Subcace aee,d ingavaermine a & ave 


Securities carried at $4,245,220.47 in the above statement are deposited as required by 
law. Bonds are valued on an amortized basis and stocks at prices prescribed by the 
National Association of Insurance Commissioners. On the basis of actual market values 
at December 31, 1956 for all bonds and stocks, surplus to policyholders would be 
$15,191,893.71. 


REINSURANCE IN MULTIPLE LINES 


KANSAS CITY, MO. 


Insurance Exchange Building 





NEW YORK CHICAGO SAN FRANCISCO LOS ANGELES 


107 William Street 175 West Jackson 100 Bush Street 1139 W. 6th Street 
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ZURICH-AMERICAN CHANGES 


Maercklein Midwest Dept. Agency Su- 
perintendent; Anwyl and Sheets 
Now Field Men 


Several personnel changes have been 
announced by Robert V. man- 
ager, midwest department, Zurich-Amer- 


Branion, 


ican Insurance Cos. 

Richard G. Maercklein has been named 
superintendent of agencies in the de- 
partment, succeeding James H. Kennedy, 


who has resigned to become affiliated 
with an agency. Simultaneously two 
new field representatives, Philip R. An- 


wyl and William H. Sheets, 
been added to the staff. 


Jr., have 


Mr. Maercklein has been associated 
with  Zurich-American since March, 
1955, when he joined the staff of the 


Grand Rapids branch as a field repre- 
sentative for western Michigan. In 
March, 1956, he was transferred to the 
Chicago agency department as assistant 
director. When the midwest department 
formed in 


was August, 1956, he was 
made assistant superintendent of agen- 


cies in the department. 

Mr. Anwyl] will service Zurich-Amer- 
ican agents in Iowa and will be based 
in Cedar Rapids. He is well known to 
agents in the state, having been a 
special agent there since 1950. Before 
entering the insurance business he was 


connected with chamber of commerce 
and association work in Towa. He at- 
tended Kemper Military Academy and 


the University of Nebraska and during 
World War IT was a captain in the U.S. 
Air Force. 

Mr. Sheets will be based in Denver 
as field representative for the states 
of Colorado and Wyoming. He has had 
insurance experience from both the 
agency and the company standpoint as 


a solicitor, casualty underwriter, and 
special agent. He attended Rose Polv- 
technic Institute in Terre Haute, Ind., 
and saw military service in connection 
with the Army Air Force cadet pro- 
gram 


Markel Service Names 
Holt Chief Examiner 


R. L, Holt has been named _ chief 
examiner for Markel Service, Inc., Rich 
mond, Va. A member of the Markel 


claims staff since 1939, he has been an 
examiner in the home office for the past 
seven vears. He was previously claims 
adjuster for Markel Service in Philadel- 
phia, 3altimore and Boston; claims 
manager in Nashville, Charlotte and At- 
lanta, and claims examiner in Chicago. 
3efore joining Markel Service Mr. Holt 
was with Liberty Mutual and Inter- 
state Adjustment Co 

During World War II he 
distinction in the United States Marines 
in the Pacific theater. He is holder of 
the Navy Cross, Purple Heart with Gold 
Star, Letter of Commendation and Pres- 
idential Citation with Two Stars. At 
present he is a major in the U, S. Ma- 
rine Corps Reserve and executive officer 
of the Ist 105 Howitzer Battalion. 

In 1934 Mr. Holt graduated in educi a- 
tion from the University of North ( 
lina, and then taught high 
years. 


served with 


“aro- 


school two 


Nationwide Appoints Falck 


Manager of Phila. Region 
Walter W. Falck has been appointed 
manager of the Philadelphia region cov- 
ering southeastern Pennsylvania for 
Nationwide Insurance. He succeeds J. B. 
McClintock, who recently was named 
director of operations administration at 
the home office in Columbus. 
Norman L. Cowgill succeeds Mr. Falck 


as manager of the central operations 
region at Columbus. Mr. Cowgill had 
been handling special projects for the 
companies since 1955. 


Mr. Falck became associated with the 
companies as an underwriter in 1942. 
Mr. Cowgill’s career dates back to 1932 
when he joined the companies as an 
agent. 


Latest Bateman Cartoons 
At Stewart Smith & Co., Inc. 


agents and insurance com- 
pany executives will be interested in 
the announcement by Stewart, Smith 
& Co., Inc., New York, of the arrival 
from London of a supply of the latest 
of the rib-tickling color cartoons in the 
series by H. M. Bateman, England’s 
5 at the foibles 


3rokers, 


foremost “poker of fun” 
and fancies of insurance men. 
This Bateman cartoon, titled “Live- 


stock U nderwriter Inspecting His Cur- 
rent Claims,” depicts a sad dun colored 
equine bolstered up on crutches, a weep- 
ing piglet bandaged around his middle, 


and a goose with laryngitis of large 
proportions. A determined looking, red 
faced spokesman for these damaged 


specimens of the animal kingdom_ is 
making an eloquent plea in their be- 
half, while the underwriter, nonplussed 
by the physical presence of his insureds 
who manifestly belong elsewhere, strug- 
gles to make up his mind as to what to 
do about this obviously unique situa- 
tion. 

Insurance people who would like a 
copy of this latest Bateman cartoon for 


framing in their offices as they have 
done with previous ones in the series, 
may have it free by writing to: Stewart, 
Smith & Co., Inc., 116 John Street, New 
York 38, N. Y. ; 
Because the color prints come from 
England, says George J. Stewart, presi- 


dent of the company, the supply is not 
unlimited. It is suggested that those who 
wish copies write for them as soon as 
they conveniently can. 


American Casualty Adds 
Boiler & Machinery Dept. 


Arthur F. Seelig, vice president in 
charge of the casualty department, 
American Casualty, announces the estab- 


lishment of a boiler ond machinerv in- 
surance division. This new division, 
which provides insurance for damage 


caused to or by steam boilers and indus- 
trial machinery, completes the facilities 
f Mr. Seelig’s department. 
The division will be under the 
tion of two specialists in B.& M. 


direc- 
insur- 


ance. They ate Alfred J. Stewart, Jr., 
and Thomas J, Kopel, both of whom 
have had over 25 years experience in 
this field. 

Mr. Stewart, superintendent of the 
new division, has been identified with 
RB. &M. since the start of his career. 
For some years past he has served as 


underwriting manager. 
Mr. Kopel who will be assistant su- 


perintendent, started his insurance ca- 
reer in 1928. More recently he was 
responsible for underwriting of this 
business throughout the Eastern sea- 


board. Mr. Stewart and Mr. Kopel will 
be assisted by a full staff. In addition, 
the company’s engineering staff has been 
augmented by experienced personnel to 
provide the necessary safety service re- 
quired in boiler and machinery insur- 
ance. 


Two More Compulsory Bills 
Compulsory automobile liability insur- 
ance bills have been introduced in the 
legislatures in West Virginia and Mis- 
souri. Delegates Craig (D.) and Belknap 
(D.) in the West Virginia legislature 
introduced a bill that would require ap- 
plicants for vehicle registration to show 
a certificate of insurance or demonstrate 
their ability to meet judgment up to 
$10,000 by posting a bill or other security. 
The bill in Missouri requiring insurance 
prerequisite to registration, was 
introduced by Rep. W. A. Geary, Jr. 


as a 


A. T. FLEISCHHAUER’S TALK 

Arthur T. Fleischhauer, vice president, 
Fireman’s Fund Group, spoke recently 
on “What the Future Holds for the In- 
surance Industrv” at a joint meeting of 


The Casualty & Surety Club and the 
Fire Field Club of Syracuse at Syracuse, 
N. Y 


ELECTED LIBERTY MUTUAL V.P.S 


Board of Directors Elects W. R. New- 
ton, A. C. Tyson, and O. E. Ring- 
quist to Posts 

The board of directors 
Mutual Insurance Co. have elected three 
new vice presidents, according to an 
announcement by Bryan E. Smith, com- 
pany president. 

They are: William Rk. Newton who is 
manager of the business risks depart- 
ment; Alvin C. Tyson who also has been 
appointed general claims manager; and 
O. Edward Ringquist who is vice presi- 


of Liberty 


dent and general manager of Liberty 
Mutual Fire. 
Mr. Newton started with the com- 


pany’s Chicago engineering staff in De- 
cember, 1924, and transferred to the 
Chicago underwriting department in 
1926. In 1929 he joined the Boston home 
office underwriting department, was 
named assistant secretary in July, 1941; 
assistant vice president and business 
insurance underwriting manager in 1948, 
business risks underwriting manager in 


June, 1955, and business risks depart- 
ment manager in Beocades of last 
year. 

Mr. Tyson, who attended University 


of Pennsylvaia and the advanced man- 
agement course at Harvard Business 
School, started with the company in 
October, 1926, as an adjuster in the 
3oston office. Later, he became a su- 
pervisor, a chief adjuster and then a 
special examiner. For the past three 
years he has served as an assistant gen- 
eral claims manager. 
Mr. Ringquist, a 
College, started with the fire company 
in January, 1926, was named assistant 
secretary in December of that year, 
secretary two years later, vice president 


Clark 


graduate of 


and secretary in 1938; administrative 
vice president and secretary in 1943; 
and, in 1947, vice president and man- 


ager of the fire insurance company. He 
is chairman of the board of the Amer- 
ican Mutual Reinsurance Co., which he 
helped to organize in 1941. He served 
as president of the organization from 
1941 to 1953, when he became chairman 
of the board. 


Casualty Claims Book 

A complete course in casualty claims 
work for attorneys can be found in a 
new book by Patrick Magarick entitled, 
“Successful Handling of C asualty Claims, " 
a Parker Publishing Co. edition. 

Mr. Margarick, who is attorney in 
charge of Natioun! Surety Corp.’s casu- 
alty claim division, tells how to have an 
effective claim handling procedure; how 
to get desired medical information; offers 
some proven techniques for a good in- 
vestigation; how to conduct settlements 
and settlement negotiations; how to de- 
tect fraud; how to make proper signed 
statements; how to evaluate automobile 
property damage claims; and gives some 
specific principles of law affecting claim 
work. 


Seattle Branch Manager 
Lucian W. Himes, 
the past several years in the Seattle 
office of the American Bonding Co., has 
been appointed assistant manager of that 
branch. 
Mr. Himes joined the company’s 
Seattle branch in 1953 following several 


special agent for 


years with the U. S. Department of 
State. He is a native of New London, 
Conn., and a graduate of Northwestern 


University. 


R. W. KEMPTER SEATTLE MGR. 

The General Accident Group has an- 
nounced the opening of a Seattle service 
office in charge of Robert W. Kempter. 
The managing general agency of Gron- 
inger & Co. will continue to represent 
the General Accident Group as it has 
done for many years. Mr. Kempter, 
who entered insurance in 1936 with Roy- 
al Insurance, was formerly a fire man- 
ager with Continental Casualty in Cali- 
fornia. 


National Bureau and NAUA 


Increase Iowa Auto Rates 
Revised automobile insurance rates for 
Iowa have been announced by both the 


National Bureau of Casualty Under- 
writers and the National Automobile 


Underwriters Association on behalf of 
their member and subscriber companies, 
effective February 13. 

The National Bureau stated: “The auto- 
mobile liability insurance rate changes 
affect private passenger cars, and the 
changes vary according to car classifi- 
cation and territory. 

“The automobile liability experience 
of insured cars in Iowa has been un- 
favorable, so rates have been increased 
for all car classifications.” 

The NAVA explained that automobile 
losses paid by its member companies 


have increased because of the higher 
cost of parts and new automobiles. This 
situation, together with the increasing 


loss frequencies, has adversely affected 
the underwriting results of many com- 
panies writing automobile material dam- 
age insurance in Iowa. 


Name Change Voted for 
Merchants Mutual Casualty 


Policyholders in the Merchants Mutual 
Casualty Co. of Buffalo at their annual 
meeting in Buffalo, N. Y., voted to 
change the name of the company to the 
Merchants Mutual Insurance Co. 

The 40-year-old company started origi- 
nally as the Merchants Mutual Automo- 
bile Liability Insurance Co. President 
Milton L. Baier said the changes in 
name reflect the continuing expansion 
of the company’s operations, the most 
recent having been the addition of fire 
insurance. 





Atomic Energy Talk 


(Continued from Page 36) 
if it isn’t, we’re stuck with this risk 
a cost of doing business. 

“However, it is the third-party claims, 
above the $60 million level, up into the 
possible $1 billion range, that are the 
major hazard. As suppliers we may be 
somewhat less exposed to this risk, as 
the law stands today, than the owner- 
operator himself. But no one can assure 
us that we won’t be liable when the 
chips are down.” 


Conclusions Reached 


Having established with a hypotheti- 
cal case, the position of one entering 
‘lee atomic energy industrial field, Mr. 
Krebs stated his own conclusions on the 
prospects. 


Reactors likely to create substantial 
risk, he found, are almost all govern- 
ment owned and operated, and to a 


large extent the government agrees to 
indemnify the operator against third par- 
ty liability, and waive its claims as 
owner for property damage. Such in- 
demnity agreements, Mr. Krebs is of 
the opinion, serve only as an interim 
solution, and probably will soon become 
an intolerable arrangement. 

Such has been the outstanding safety 
record of the AEC program, that only 
recently has the gravity of the liability 
problem become appreciated. Mr. Krebs 
said: “The availability of commercial 
insurance within the limits I have brief- 
ly described seems assured. It also 
seems predictable that the government 
will see its way clear to supplementing 
such insurance through legislation along 
the lines of the Anderson insurance bill 
of the last Congress. It seems likely 
that such legislation would go far toward 
meeting the third party liability risk 
and is thus of major importance. How- 
ever, no proposal I have yet examined, 
from either the insurance industry or 
government, provides a solution to the 
supplier’s special problem with respect 
to liability for loss of his customer’s 
reactor and damage to adjoining prop- 
erty of the customer. Nor does any 
proposal touch the problem of the sup- 
plier who would sell abroad.” 
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0. L. & T. and M. & C. 
Revisions in 39 States 


MUTUAL INS. BUREAU ACTION 
Revised Rates Became sninie Rillvetive Feb. 13; 


Both Reductions and Increases; 
Also Manual Rules’ Changes 





A revision of liability insurance rates 
for 39 states has been announced by 
the Mutual Insurance Rating Bureau on 
behalf of its members and subscribers. 
The changes became effective February 
13 and apply to the bodily injury and 
property damage liability rates for manu- 
facturers’ and contractors’ and owners’, 
landlords’ and tenants’ liability insur- 


ance. 
The bodily injury liability rate revi- 
sion for M. & C. liability 
reduction in rates for 24 states, an in- 
crease in rates for 12 states and no 
change in the over-all rate level for 
three states. For O. L. & T. liability, 
bodily injury rates for the area and 
frontage classifications have been in- 
creased in 28 states and reduced in 
four states; for five states the revision 
produces no change in over- -all rate level 
and for two states no revision of these 
rates is applicable. The area and front- 
age classifications which are affected by 
the changes in rates involve exposures 
such as apartment and tenement houses, 
boarding and rooming houses, office 
buildings, hotels, stores, and churches. 

Property damage liability rates are 
reduced for M. & C. liability and for 
O. L. & T., except for area and frontage 
classifications for which no change in 
over-all property damage liability rate 
level results from the revision. For 
M. & C. property damage liability, the 
average reduction in rates is about 3% 
and for O. L. & T. liability miscellaneous 
classifications, the over-all reduction 
amounts to about 33%. 


involves a 


Manual Rules Being Revised 


A revision of rules in the Manuals 
of Liability Insurance has also been 
introduced. The principal change in- 
volves the elimination of frontage as a 
basis of exposure for O. L. & T. liability 
classifications which were previously rat- 
ed on a dual exposure basis, ie., area 
and frontage. Henceforth the area of 
the premises will be the exposure for all 
classifications falling in this category 
except for vacant land and real estate 
development property which will be 
rated, as in the past, on the basis of 
frontage. Other changes, principally for 
clarification, are being introduced at the 
same time. 

These new rules and rates apply to 
all policies written on or after February 
13. In several additional states revisions 
of rules and rates are pending. 


Mutual Co.’s Revision for 
New York and Illinois 


A revision of liability insurance rates 
effective February 20 in New York and 
Illinois are announced by the Mutual 
Insurance Rating Bureau on behalf of 
its members and subscribers. The re- 
visions will affect the bodily injury and 
property damage liability rates for manu- 
facturers’ and contractors’ and O.L.&T. 
insurance. 

For New York State, the rate revision 
was similar to that of National Bureau 
companies. 

For Illinois the Mutual Bureau _in- 
creased M. & C. bodily injury liability 
rates on an average of 22.5%. M. & C. 
Property damage liability rates, how- 
ever, are reduced approximately 3.3%. 
For O.L.&T. bodily injury liability rates 
for area and frontage classification are 
increased in Illinois an average of 34%. 
P.D. liability rates for these classifica- 
tions are revised, but no change in over- 
all rate level. Property damage rates 
for O.L.&T. miscellaneous classifications 
are reduced 33.3%. 


M. & C.—O.L.&T. Revisions 
In N. Y. Effective Feb. 20 


Revisions of rates for manual rated 
classifications of manufacturers’ and 
contractors’ B.I. and P.D. liability in- 
surance and of O.L.&T. damage liability 
insurance were announced for New York 
State February 19 by the National Bu- 
reau of Casualty Underwriters on behalf 
of its member and subscriber companies. 
The revisions became effective February 
20. M. & C. bodily injury liability insur- 
ance rates are increased an average of 
11.7% for Greater New York and 6.9% 
for the remainder of the state. These 
rates were last ®evised March 15, 1954. 
For M. & C. property damage liability 
insurance an average statewide rate re- 
duction of 7.4% applies. 

O.L.&T. damage _ liability 
rates for area and frontage classifica- 
tions are increased an average of 1.9%, 
except the rate for New York City apart- 
ments and tenements which is reduced 


from 11 cents to 7 cents. Other area 
and frontage classifications affected by 


insurance 


rate changes include such important 
types of buildings as_ stores, hotels, 
churches, hospitals, clubs, restaurants, 


boarding or rooming houses, and mer- 


cantile and office buildings. 
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One of New Jersey's Leading General Agencies 
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Travelers’ Field Changes 

The Travelers announces five field 
appointments in casualty, fidelity and 
surety lines as follows: 

Gordon C. Sleeper, Jr., has been pro- 
moted to assistant manager, fidelity and 
surety lines, at Brooklyn, N. Y. He was 
formerly field supervisor at the John 
Street, N. Y., office. 

Three new field supervisors are Harold 
E. Ball, Jr., Oakland, Calif.; Donald B. 
Peat, St. Louis, and James M. Dahlgard, 
New Haven. 

Richard E. Smith, who was field super- 
visor, fidelity and surety lines, at the 
3oston office, has been transferred to 
the John Street office as successor to 
Mr. Sleeper. 
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Want to Shout... 


. even though we have 
something worth shouting about: 
our new Merit Automobile Policy 
for individually-owned private 
passenger cars. Confidentially, we 
think you'll want to know more 
about these and other attractive 
selling features: 


1. New, important broadening of coverage—an up-to-the- 
minute policy with many competitive advantages. 

2. New, colorful, striking design, different from that of any 
insurance policy now in existence. ’ 

3. New, unique self-indexing feature that greatly simplifies 


reading of the policy. 


4. New, convenient, built-in, snap-out claim directory and 


identification form. 


Add the Zurich-American Merit Classification Plan, providing 
favorable rates for safe drivers; the optional 6-month premium 
payment plan; the new and different Uninsured Motorist 
Coverage—and you have an inviting package that will not 
only attract good automobile risks, but 4o/d them. 

Interested? Just let us know. A Zurich-American 
field man will gladly give you the whole story. 


Zurich Insurance Company 


American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 





Brewster Answers Query 
On Family Car Coverage 


RESPONDS TO HENRY SALFELD 





If Cars Are Insured in Two or More 
Cos. There Would Be No Automatic 


Coverage on New Car 





How newly acquired additional auto- 
mobiles become eligible for coverage 
under the terms of the Family Automo- 
bile Policy has been explained in a letter 
to the Greater New York Insurance 
3rokers’ Association made public Tues- 
day, February 19. 

The letter, written by William M. 
Brewster, manager of the 
division, National Bureau of Casualty 
Underwriters, was in response to a 
question posed by Henry Salfeld, chair- 
man of the brokers’ casualty committee. 

Pointing out in his query that while 
the family automobile policy automati- 
cally covers all owned automobiles, Mr. 
Salfeld pointed out that there is no 
provision requiring the insured to use 


automobile 


one carrier exclusively for all his owned 
cars. He said this is true even though 
there is a question in the declarations 
calling upon the policyholder to state 
if the insured car is the only one he 
owns. 

“Tf the 
new car in addition to three others which 
he and his wife insured with different 
carriers, which insurance company will 
automatically cover the new car?” Mr. 
Salfeld asked the National Bureau in 
his letter. 


policyholder later acquires a 


Cites Clarifying Endorsement 


In reply, Mr. Brewster cited the 
amendment of definition of “owned auto- 
mobile,” which was adopted as an en- 
dorsement to the family automobile pol- 
icy effective January 1. He said that 
this endorsement clarifies the point 
in question and is to be used “whenever 
the named insured owns more than one 
automobile eligible for family automobile 
coverage and all such eligible automo- 
biles are not insured under the same 
policy. It defines a newly acquired auto- 
mobile as an ‘owned automobile’ pro- 
vided the company insures all the pri- 
vate passenger or utility automobiles 
owned by the named insured on the 
date of acquisition of the new car and 
also that the insured gives the company 
notice within 30 days of acquisition. 

“Tf all three cars were insured under 
one policy there would be completely 
automatic coverage for the new car un- 
der the policy and this endorsement 
would not be used. 

“If all cars were insured with one 
company under two or more policies, the 
endorsement would be attached to each 
policy and there would be coverage pro- 
vided that the insured gave the com- 
pany notice within 30 days of the acquisi- 
tion. 

“Now in answer to your specific ques- 
tion,” Mr. Brewster wrote, “if the cars 
were insured in two or more companies, 
there would be no automatic coverage 
for the new car under the terms of the 


endorsement as used by each company 
and the ordinary procedures for insur- 
ing the new car would have to be em- 
ployed.” 
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J. M. Powell Becomes 
Board Chairman May 1 


OF LOYAL PROTECTIVE LIFE 


Jerome M. Powell, His Son, To Be 
Elected President of Company; Their 
Respective Careers 

The board of directors of Loyal Pro- 
tective Life of Boston has announced the 
election of John M. Powell as chairman 
of the board and chief executive officer 


it 


JEROME M 


Albert Brown 
. POWELL 
of the company, and Jerome M. Powell 
as president, effective May 1 
John M. Powell has been president of 
the company since February, 1931, and 
under his leadership the Loyal has grown 
and prospered. His insurance career be- 
gan in the actuarial department of the 
Travelers and later he became actuary 
of the Columbian National Life of 
ton. 
A fellow of the Society of 
and graduate of Indiana University, 
Powell’s affiliations also include the 


Bos- 


Actuaries 
Mr. 
old 





La Salle Casualty Gets 
FTC Cease-Desist Order 


La Salle Casualty Company of Chicago 
was ordered by a Federal Trade Com- 
mission hearing examiner to stop using 
false advertising in the sale of accident 
and health insurance. This is not a 
final decision of the commission and 
may be appealed, stayed or docketed 
for review. 

Examiner Loren H. Laughlin found 
the company’s advertising has misrepre- 
sented: (1) the duration of coverage, 
(2) the amounts payable for hospitaliza- 
tion, surgery and doctors’ bills, and (3) 
the amount and duration of monthly 
disability benefits. 

The examiner’s order would require, 
among other things, that advertising of 
benefits be accompanied by “a state- 
ment of all the conditions, exceptions, 
restrictions and limitations affecting the 
indemnification These disclosures 
must be “set forth conspicuously, promi- 
nently, and in sufficiently close conjunc- 
tion with said representation as will 
fully relieve it of all capacity to deceive.” 

An example of the false advertising, 
he noted, are these statements by the 
company concerning duration of cover- 

(Continued on Page 43) 


Health & Accident Underwriters Con- 
ference of which he served as president 
and as chairman of business practices 
committee (1955-56) and as member of 
the advisory committee. He is a trustee 
and past president of the Newton-Wel- 
lesley (Mass.) Hospital; trustee and past 
presidert, Waban Neighborhood Club, 
and vice ‘president of Brae Burn Coun- 
try Club. Mr. Powell is also a Mason 
and K, T. Shriner. 


Jerome M. Powell’s Background 


is a grad- 
and 


Powell, his son, 
Michigan 


Jerome M. 
uate of University of 


JOHN M. POWELL 


served with the Air Force for 3% years 
in World War II. He joined Loyal Pro- 
tective in 1946 and three years later was 
made assistant actuary. His election to 
treasurer and assistant secretary came 
in March, 1951. He was advanced to vice 
president in October, 1954, and to execu- 
tive vice president in June, 1956. 

Mr. Powell, like his father, is a fellow 
of the Society of Actuaries and is cur- 
rently a representative of the American 
Life Convention on the Health Insur- 
ance Council. 


dealing with claimants. 


JAMES 


45 JOHN STREET 





P. rompl (Tain Sitios A “Mast % 


One of the first questions any broker asks about a 
company is “how good are they on claim payments?” We 
welcome that kind of a query because National Casualty, 
our company for 50 years, has built its reputation on fair 


We know that one of our best sales tools is the fair- 
minded treatment given when an accident or illness claim 
is filed. That’s when the insured appreciates his insurance 
coverage the most, and remembers the longest. So let’s 
hope that no one will ever say that National-Garrett serv- 
ice is slow or indifferent. We’re just the opposite. 


R. GARRETT, 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


Lindop Says Strive to 
Insure All Applicants 


TALKS TO A. & H. CLUB OF N. Y. 


Monarch Life’s bial Sees Great 
Strides Made in Rating Disabilities 
Instead of Ridering Them 


Ralph K. Lindop of New York, lead- 
ing general agent of the Monarch Life, 
made a hit in his talk before the Febru- 
ary dinner meeting of the Accident & 
Health Club of New York on the subject, 
“Interdependence of Underwriting, 
Claim and Field Men.” He was intro- 
duced by Edward E. Anderson, Commer- 
cial Travelers, the club’s president. 

Having spent over f5 years with The 
Prudential as an executive in its home 
office claims department before joining 
the Monarch Life, Mr. Lindop could 
ie from first hand knowledge of the 

. & H. business, particularly its claim 
aa He declared early in his talk 
that the only underwriting which can 
stand the test of time and give the insur- 
ance salesman a true feeling of service 
to his clients, is that which is knowledg- 
able, humane and cooperative. He ex- 
plained: 

“The underwriter and the salesman 
should be striving for the same identical 
result, namely, that every applieant for 
a policy Teceives it on the basis of the 
company’s past experience, standard or 
rated properly.” 


Millennium Can Be Reached 


Mr. Lindop urged that companies 
shouid strive where sanely possible to 
vive a policy to every applicant, stand- 
ard if possible, and if not, a fairly rated 
policy. “You will find that the fewer the 
applicants who are outright rejected, the 
less our industry will be open to the 
charge that it does not protect the peopl: 
but picks and chooses. ... To the extent 
that we can reach this millennium, to 
that extent will we be doing our job.” 

In this connection Mr. Lindop noted 
that many life companies are now will- 
ing to accept risks on a rated basis. He 
pointed to one large midwest company 
(Lincoln National Life) which, he said, 
has made its reputation because of its 
farsighted view on substandard business. 
“My own company has made great 
strides,” he commented, “in rating dis- 
abilities rather than ridering them. This 
is a move in the right direction.” 


Get to Know Field Underwriters 


Mr. Lindop then suggested that home 
office underwriters drop their impersonal 
attitude in dealing with field men and 
get to know them better. “You have a 
tremendous message to give the sz ale sman 

(Continued on Page 43) 
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NEW YORK 38, N. Y. 








LIFE and A. & H. UNDERWRITER 


wanted by insurance company in 
Hawaii. Must be experienced, age 
under 45. Must be capable of heading 
up the Underwriting Department of 
fast growing but solid company. Write 
complete experience, background and 
salary expected to Box 2494, The 
Eastern Underwriter, 93 Nassau Street, 
New York 38, N. Y. All replies confi- 
dential. 











Baugher’s Stimulating 
Newark A. & H. Talk 


“LET’S TALK THEIR LANGUAGE” 


LUTC Administrative Assistant Details 
Disability Selling Technique from 
Approach to Close of Sale 


The New Jersey Accident & Health 
Association listened to one of the most 
talks on selling disability in- 
Thomas B. 


inspiring 
surance in its history when 
(Bo) Baugher, administrative 
Life Underwriter Training Council, ad- 
dressed the February meeting. 

Mr. Baugher’s topic was “Let’s Talk 
Their Language.” He told the members 
that to be successful in selling, the field 
underwriter must use language that is 
easily understood by the prospect who 
must be reminded of the 
vacuum that exists if disability insurance 


assistant, 


constantly 


is not purchased. 

Mr. Baugher devoted the major part 
of his talk to offering suggestions on 
how the age-worn excuses and reasons 
for procrastination may be personalized 
for the prospect so there is no doubt 
who will suffer financially during dis- 
ability. Among the unusual enjoyed the 
most were the following: 


Procrastination Excuses Answered 


Excuse—See 
what hospital ? 

I-xcuse—I’ll call you and let you know. 

Answer—Fine. Call the day before you 
have an accident. 

Excuse—I'll talk to my 
—Who will she talk to? 

Excuse—I’m_ careful. 
all the people in cemeteries 

Excuse—I have Blue Cross. 
[ have cash for you. 

The speaker stressed the value of re- 
membering the “You” factor in success- 
ful selling, pointing out that “You” are 
the most important (to you) man on 
earth and as such should be adequately 
protected by substantial insurance cov- 
erage. 

He told how impairment riders may 
be intelligently handled so as to be a 
help to the sale rather than a hindrance. 
Mr. Baugher ran the gamut from the 
approach to the close of the sale. The 
talk was so well received that most of 
the members expressed a wish to have 
a copy of it. 

The New Jersey Association presented 
certificates to the students who have 
just completed the DITC program. This 
presentation at the luncheon was made 
by George E. Lehman, National Accident 
& Health, who is zone director of the 
International A. & H. Association. 

“Pat” Quarto, vice president, Bankers 
National Life, will be the speaker at 
the March 14 meeting of the association. 


me later. Answer—In 


wife. Answer 
Answer—Were 
careless ? 
Answer— 


Travelers Field Promotions 
Six recent field changes in life and 
A. & H. lines have been announced by 
the Travelers as follows: Two new field 
supervisors are Karl F. Gengler at Mil- 
waukee, and Robert A. Miller with head- 
quarters at Los Angeles. Agency field 
representatives named are Stanley A. 
Sipple at Omaha, Ralph B. Smith, Jr., 
Los Angeles, and William T. Herring, 
Dallas. The headquarters of Donald D. 
Dean, field supervisor, has been changed 
from Oklahoma City to Tulsa. 
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Folsom Opposed to New 
Dingell Health Bill 

OPENS DOOR TO COMPULSORY 

Points To Dangers and Need for Care- 


ful Study of Old Truman Proposal 
Reintroduced 





The Administration would oppose any 
legislation to include hospital benefits 
under the old-age survivors’ insurance 
program, Marion B. Folsom, Secretary 
of H. E. & W., said last week. 

Mr. Folsom was commenting on an 
old Truman administration proposal just 
reintroduced by the son of one of its 
original sponsors. He is Rep. John D. 
Dingell (D., Mich.), and his bill would 
provide limited free hospitalization to 
social security beneficiaries. 

New legislation along these lines 
should be given careful study because it 
could open the door to compulsory health 
insurance, Mr. Folsom said. 


Protection to 13 Million at Outset 


Under this bill, any one who, upon 
filing application, would be entitled to 
receive monthly payments of old-age and 
survivors’ insurance benefits would also 
be eligible for up to 60 days of hospital- 
ization in a semi-private room in any 
calendar year. The cost would be paid 
from the old-age and survivors’ insur- 
ance trust fund. The dependents and 
survivors of insured aged persons, as 
well as the insured individuals them- 
selves, would be eligible—a total of some 
13 million persons who would be given 
this protection at the outset. 

“The bill provides for appropriate util- 
ization of qualified state agencies and 
private non-profit organizations, and it 
preserves the right of each patient, upon 
referral by a licensed physician, to make 
his own choice of hospital,” Mr. Dingell 
pointed out. 

‘The insurance in the bill would include 
the usual hospital services—that is, bed 
and board, nursing, laboratory, drugs, 
ambulance, use of operating room, staff 
se rvices, and appliances, etc. 

‘The insurance would not cover any 
medical or surgical care, except such as 
is generally furnished by hospitals as an 
essential part of hospital care. It would 
not cover hospitalization in any tubercu- 
losis or mental hospital or an institution 
which primarily furnishes domiciliary or 
te care. 

“The cost of these benefits, to be paid 
from the Trust Fund, has been estimated 
at about $400,000,000 for the calendar 
year 1958,” he said. “This represents an 
increase of about 7% over the present 
rate of benefit disbursements from the 
trust fund. It would be equivalent to 
less than one-fourth of one per cent of 
covered payrolls.” 

The bill would add the hospitalization 
benefits with no advance over the con- 
tribution rates already scheduled. 


LaSalle Casualty 


(Continued from Page 42) 


age: “Special Coverage: Ages 1 Month 
through Life,” “Your benefits never get 
less regardless of age,” and “Life- 
time Hospital Plan for husband, wife 
and child.” 

The impression created by these 
claims, the examiner said, is that the 
insured can receive full cov erage for life 
by a timely payment of premiums. How- 
ever, the examiner continued, all policies 
provide that coverage is renewable at 
the option of the company only. Some 
policies specifically reduce benefits by 
as much as 50% when an insured reaches 
an advanced age. 

According to the decision, La Salle 
sells its insurance through agents in 13 
or 14 states. Its premium income in 
1954 exceeded $2 million. 





COMBINED’S NEW IDEA BANK 


W. Clement Stone Tells of Quick Refer- 
ence System on Improvements Avail- 
able to All His Key Personnel 

An “idea bank” has been created by 
the Combined Group, Chicago, headed by 
W. Clement Stone. 

This new system of banking ideas of 
better business and efficiency was a re- 
sult of a special three-day conference of 
the top sales and administrative officers 
of the four companies in the group. 

“From now on, we in the Combined 
group are going to make certain that 
significant ideas for improving our com- 
panies are readily available for quick 
reference by all of our executives,” ex- 
plained Mr. Stone. 

“Each idea suggested by any of our 
employes that is considered worthwhile 
will be deposited in our constantly grow- 
ing ‘idea bank.’ 

“Not only will we make certain that 
all of our employes and the company 
can derive full dividends from an idea 
by a fellow employe, but we also will 
know the idea will become a permanent 
record and never forgotten.’ 

Mr. Stone explained that while the 
ideas will be collected for cataloguing at 
the Chicago headquarters, duplicate cop- 
ies of the “ideas deposited” will be avail- 
able at all company headquarters, and 
field agencies. 

“Heretofore, many companies have 
staged employe suggestion programs,” 
explained Mr. Stone, “Seldom if ever 
have these ideas been made available to 
all employes in up-to-date complete files, 
such as our ‘idea bank.’ Too often, too, 
the ideas of a suggestion program are 
forgotten when the program is_ over. 
This will not happen with our ‘idea 
bank, which represents a permanent 
policy of collecting and cataloguing 
ideas.” 


Iowa Commissioner on A & H 


Policy Wording Complaint 

Representatives Peter J. Steenhusen 
(D.) and William J. Coffman (R.) of 
Iowa have conferred with the Insurance 
Commissioner, Oliver P. Bennett, regard- 
ing A. insurance policies. The 
legislators told Mr. Bennett that com- 
panies should make their policies more 
brief and to the point. 

Commissioner Bennett said that his 
Department had been rapier into the 
problem, having received a “large num- 
ber of complaints” about the “fine print.’ 
However, the legislators reported that 
Mr. Bennett said it would be a difficult 
matter to correct, as it would mean re- 
vising present policies. 

Messrs. Coffman and Steenhusen, who 
claim they have had personal experience 
with such policies, indicated they might 
ask for a legislative investigation. Their 
latest move was to ask the Iowa Legis- 
lative research bureau to make a study 
of what other states are doing to tighten 
laws for policyholders protection. 


Monarch Life to Open 
New Agency in Tulsa 


David N. Cunningham, agency super- 
visor for Monarch Life in Kansas City 
since January, 1955, has been promoted 
to general agent in Tulsa, Okla., where 
he soon will open a new Monarch office. 

Mr. Cunningham worked out of the 
company’s Kansas City office — under 
the direction of Leonard B. Clark, gen- 
eral agent—for nearly four years as a 
field underwriter and then agency super- 
visor. 

A graduate of Kansas State Teachers 
College, with a degree in business ad- 
ministration, he qualified for promotion 
by entering Monarch’s management 
training program two years ago and by 
establishing a fine record as supervisor. 
At his new post, Mr. Cunningham will 
have a territory including 31 counties. 
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YOU... 


TRAINING — 
Major Medical. 


and tax planning. 


for all salesmen. 


Frank S. Vanderbrouk, President 
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Can Get FURTHER FASTER 
with MONARCH 


to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


TRAINING — to sell all forms of Participating Life Insurance 
— in individual programming, Business Insurance, estate 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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Ralph Lindop Talk 


(Continued from Page 42) 


but those who have no opportunity to 
listen cannot profit from what you say. 
Make it a point to meet more often with 
your field underwriters and thus estab- 
lish a personal feeling of respect for 
each other and an understanding of 
your respective problems.” 

Another suggestion was that under- 
writers should give their “yes” or “no” 
answer on a risk as soon as good busi- 
ness judgment will allow. “It is never - 
pleasant,” said Mr. Lindop, “to take the 
news of a rejection to an applicant, but 
the sooner it is done the better.” He 
said he hoped to see the day when all 
but the most personal reasons for a 
rejection are made clear to the field 
underwriter. “This is an educational 
process in which I thoroughly believe,” 
he emphasized. 

Before closing Mr. Lindop paid tribute 
to ciaim men as “among the greatest 
salesmen in the business.” The claim 
man sees the insured only when unusual 
conditions exist. He must be the best 
of diplomats. He must know in his own 
conscience that he is right. 

“When some of you make the plunge 
from claim work to selling insurance, 
he continued, “you will be agreeably sur- 
prised at the beautiful treatment you 
receive from the public. As a claim man 
you will be one of the few salesmen who 
are able to explain clearly and con- 
cisely the contract terms to the buyer. 
You know better as a claim man than 
anyone else what a company will and 
will not do at the time of a claim...” 

Mr. Lindop said that as far as his 
own office is concerned, “our greatest 
selling tool is the efficient operation of 
our claim department. We frankly and 
openly sell the fact to our insureds that 
there will be the least possible delay in 
the processing of claims. Furthermore, 
we stress that the underwriter and claim 
man work hand in hand, that we wish to 
pay promptly, sincerely and fully, every 
just claim, and that the field under- 
writer would be just as opposed to an 
unjust claim as the home office claim 
representatives. 

“In our office every claim rejection 
or compromise—and they are few in 
number—is thoroughly explained to the 
field underwriter who wrote the busi- 
ness. More often than not, the claim 
man and the salesman accompany each 
other on visits to the insured.” 

The speaker closed with the plea that 
home office underwriters and claim men 
should share with field men the respon- 
sibili ity of working together as a team. 
“If they are not a team, if there is no 
mutual respect nor the feeling that each 
occupies a position of equal importance, 
God pity the insured, the company and 
each individual involved. If there is re- 
spect, cooperation and equality, all per- 
sons having contact with insurance will 
be happy people.” 


1956 GAINS MADE BY BMA 


Went Ahead 16.1% in Life Paid-for and 
6.9% in A. & H. Premiums; In 
Force Now Tops $1 Billion 

The Business Men’s Assurance report- 
ed a total of $299,472,052 life insurance 
paid for during 1956, an increase of 
16.1% over 1955. Life insurance in force 
at the year-end totaled $1,159,533,294. 

Accident and health premium income 
for 1956 was $21,157,644, an increase of 
6.9%. Total life premium income was 
$21,993,505, a gain of 98%. BMA’s 1956 
income of $51,082,390 established a new 
record for the company. This compared 
with $47,454,438 in 1955. 

During 1956, BMA gained $11,147.056 
in assets, making a total of $155,003,083 
in admitted assets. A total of $2,300,736 
was added to the company’s unassigned 
surplus in 1956. BMA’s unassigned sur- 
plus and capital stock now totals $17,- 
943,057. The ratio of assets to liabilities 
increased to 113.09%. 

Total payments to _ policyowners 
amounted to $23,466,387, representing an 
increase of $2,423,086 in amount paid. 
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Sen. Blakely Attacks FTC 
On Its Insurance Probe 


CHAIRMAN J. GWYNNE GRILLED 


Girardian Board Chairman Charges FTC 
More Interested in Jurisdiction Than 
Proving Deceptive Advertising 








The U. S. Senate has cleared Edward 
T.. Tait: for spent ser to the Federal 
Trade Commission, following a hearing 
on his nomination by the Senate Inter- 
state Commerce Committee, at which 








Gwynne’s Admission 

Under questioning from the Senate 
Interstate Commerce Committee John 
W. Gwynne, FTC Chairman, admitted 
that the over-all method of handling the 
insurance question, which got under way 
before he was named chairman, had not 
met with his approval. 











FTC activities in the field of insurance 
advertising were harshly criticized. 

Leading the attack on the conduct of 
the FTC probe was Sen. William A. 
Blakley (D. Tex.). Mr. Blakley, who 
is a temporary appointee pending a 
special Texas senatorial election, is 
chairman of the board of Girardiz ' In- 
surance Co. in Dallas, one of the 41 A. & 
H. companies charged by the FTC with 
using deceptive advertising. Senator 
Blakley also was cited personally in the 
FTC complaint, which is on appeal be- 
fore the full Commission from a hearing 
examiner’s initial decision to dismiss the 
complaint. 

Sen. Blakley 


attacked all phases of 
Commission policy 


and procedure with 
respect to the handling of insurance 
cases. He charged that the FTC is 
more interested in asserting its jurisdic- 
tion over the insurance business than 
in determining whether A. & H. compa- 
nies actually have disseminated decep- 
tive advertising. He further implied that 
the Commission and its stz uff take a posi- 
tion that only they are “competent to 
judge evidence and to determine whether 


there is false and misleading advertis- 
ing.” He expressed the view that the 
FTC “as a matter of genuine principle” 


should consider the adverse effect an- 
nouncement of a deceptive advertising 
complaint would have on a company. 


Prejudge Before Complaint 


“Don’t you think it would be fair to 
give the advertiser the opportunity to 
have his advertising prejudged before 
issuing a complaint,” Mr. Blakley asked 
Mr. Tait after pointing out that a com- 
plaint gets wide publicity but a dis- 
missal often is buried on the inside 
pages of the newspapers. Mr. Tait de- 
clined to comment on the jurisdictional 
issue, because he is currently working 
on an opinion in one of the insurance 


cases. 

But FTC Chairman John W. Gwynne, 
who was present at the hearing, volun- 
teered to discuss this phase of the in- 
quiry. Called on to explain the assertion 
of jurisdiction by the Commission and 
how this could be reconciled with Pub- 
lic Law 15 by Committee Chairman War- 
ren Magnuson (D., Wash.), Chairman 
Gwynne explained the Commission deci- 
sion in the American Hospital & Life 
case, and the reasons for his dissent. 

Chairman Gwynne emphasized, how- 
ever, that he believes the Commission 
has “limited jurisdiction,” and must de- 
termine on a case-by-case basis whether 
insurance is regulated by state law with- 
in the meaning of the McCarran Act. 

“My understanding of the McCarran 
Act is that Congress said we should get 
out of insurance as far as we can get 
out,” he stated. 

But Mr. Gwynne denied Sen. Blak- 
ley’s contention that the principal pur- 
pose of the FTC in instituting the 
insurance complaints was to determine 
the scope of its jurisdiction. He pointed 
out that the Commission had received 


South Carolina Bill to 


Curb Policy Cancellations 

A bill introduced in the South Caro- 
lina legislature would prevent insurance 
companies from cancelling hospitalization 
and accident and health policies unless 
“sufficient notice” is given policyholders. 

Sponsored by Rep. James R. Turner, 
the bill would require that all policies 
issued on this type of insurance after 
next January 1 contain a statement that 
the policy is renewable at the option of 
the policyholder unless sufficient notice is 
given by the company. Sufficient notice 
would be defined as not less than 30 
days nor more than two years, depend- 
ing on the length of time the policy 
had been held. 

The measure would not apply to can- 
cellation of a policy when a _ person 
changes to a more hazardous occupation 
classed as noninsurable. Also under the 
bill, no company would be able to “uni- 
laterally restrict” coverage, reduce bene- 
fits, or increase rates except with ap- 
proval of the state insurance commis- 
sioner. 





many complaints regarding health insur- 
ance advertising prior to undertaking the 
investigation. 

With respect to other charges made 
by Sen. Blakley, both Mr. Tait and Mr. 
Gwynne emphasized that the Commission 
does not have to show actual deception 
but only the tendency and capacity to 
deceive, and that this policy has been 
upheld by the courts. Sen. Blakley had 
criticized issuance of complaints without 
proof of actual deception or without re- 
ceipt of complaints from members of the 
public. 

3ut the FTC chairman did admit, in 
response to further questioning by Sen. 
Blakley, that many insurance companies 
had submitted their advertising for re- 
and had changed it in accordance 


view 
with FTC staff suggestions, only to be 
cited later for deceptive advertising. 





INSURANCE 


Specialists in 


MASSACHUSETTS CASUALTY 





Non-Cancellable and 
Guaranteed Renewable To Age 65 


Disability Income Protection 





Address Box 2497, The 





ATTENTION: Accident and Sickness Companies 


Our New York City life agency does a substantial busi- 
ness from full-time men. We represent a first-class life com- 
pany that does not contemplate entering the A. & S. field. 
We have an excellent market, and now desire to obtain a 
general agency for a quality company writing A. & S. lines. 


Street, New York 38, N. 7; 


Eastern Underwriter, 93 Nassau 








Continental Casualty Has 
4-H Club Accident Program 


Continental Casualty, Chicago, has a 
special group insurance program which 
is available to 4-H clubs and like organi- 
zations throughout the 48 states, Wash- 
ington, D. C., Alaska and Hawaii. 

The program provides $1,000 accidental 


death, should death occur with in 100 
days of the date of the accident; up to 
$1,000 for medical expenses incurred 


within 26 weeks of the date of the acci- 
dent; from $2,500 to $5,000 for specified 
dismemberment losses should loss occur 
within 100 days of the date of the acci- 
dent. 

The cost of this coverage is $1 per 
member per year. This payment pro- 
vides for the medical expenses should 
an accident occur to the insured while 
participating in any sponsored super- 
vised 4-H Club activity including 4-H 
Congresses, and also provides protection 
for individual travel to and from the 
club activities. 

A feature of the policy is that all 
members of a local group must partici- 
pate. This feature exists so that new 
members who join the club after the 
policy becomes effective are automati- 
cally protected for the remainder of the 
year at no extra cost. Except for the 
replacement of eyeglasses, suicide, or 
aviation accidents, the 4-H Club member 
is fully insured under the terms of the 


contract. 


COMPANY 





Brokerage and Surplus Business Invited 





50 CONGRESS ST. 





BOSTON 9, MASS. 








Thomas F. O’Neil on 
Mutual of Omaha Board 


Vv. J. SKUTT REPORTS ON 
Benefit Payments Total $103,478,297; 


11% Increase in Premium Income; 
Seeking Licenses Abroad 


V. J. Skutt, president, Mutual of 
Omaha, at the close of that company’s 
annual board meeting announced that 
Thomas F. O’Neil, chairman of the 
board of Mutual Broadcasting System 
since 1951, has been elected to the board 
of directors. 

In his year-end statement Mr. Skutt 
reported that Mutual of Omaha topped 
its previous all-time records last year 
in benefits paid and premium income. 
The benefit payments totaled $103,478,297, 
an increase of over 13% compared with 
1955’s record-breaking figure of $91,492,- 
710. 

Total benefits paid to policyowners 

since the company was founded in 1909 
now exceed $862,000,000, 
_ Premium income for the company dur- 
ing 1956, according to Mr. Skutt, showed 
an increase of over 11%. “This set an 
all-time record,” he commented. 

Plans for expansion of the company’s 
services were also revealed. Mr. Skutt 
reported that Mutual of Omaha is nego- 
tiating for licenses in several additional 
foreign countries. The company already 
is operating in 48 states, the District of 
Columbia, all provinces of Canada, Alas- 
ka, Hawaii, Puerto Rico, Canal Zone 
and a portion of the West Indies. To 
conduct business in this vast area, Mu- 
tual of Omaha complies with 63 regula- 
tory bodies. 


Distinguished Industrialist 


_Mr. O’Neil has served as chairman 
of the board of RKO Pictures Corp. 
since 1955. He is president of General 
Teleradio, Inc., which owns the Don Lee 
Network and Yankee Network as well 
as interests throughout the United 
States and in Europe. Mr. O’Neil, whose 
father founded the General Tire & 
Rubber Co., Akron, O., is a vice presi- 
dent and director of that company. 


1956 








Blue Cross Rate Increase 


Probable in Michigan 


Probability of another i increase in Blue 
Cross hospitalization rates in Michigan 
was revealed last week by William S. 
McNary, executive vice president of 
Michigan Hospital Service. 

Mr. McNary noted that Detroit area 
hospitals have announced substantial in- 
creases in room rates. He said the raises 
are based on 1956 hospital costs which 
showed a 6% gain during the year. 

“Tf this pattern .. . spreads through- 
out the state,” he commented, “in addi- 
tion to the current statewide increase 
of 6%, there is no doubt that sooner or 
later this entire situation will be reflected 
in Blue Cross rates.” He indicated no 
definite determination would be possible 
for several months. He said payments 
to hospitals last year took approximately 
92% of Blue Cross income, leaving 4% 
for reserves and the remainder for ad- 
ministration. He noted that any increase 
is subject to the Insurance Commis- 
sioner’s approval from “conclusive evi- 
dence” that existing rates are inadequate. 
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Monarch Life Reached 
New Highs in 1956 


TOTAL GROSS INCOME UP 13.7% 





Annual Report Points to Passing of $100 
Million in Policyholder-Beneficiary 
Payments As “Great Milestone” 
Mass. 
55-year 





Monarch Life of Springfield, 
enjoyed the best year in its 
history, it was reported by Board Chair- 
man Clyde W. Young and President 
Frank S. Vanderbrouk at the recent 
annual meeting of stockholders and di- 
rectors. New business for 1956, premium 
income, insurance in force, assets, capi- 

















_ Mr, Rose has been claims coordinator 
for Mutual since 1953, supervising the 
company’s claims operations. From 1949 
to 1953 he was regional claims supervisor 
in Milwaukee for five states. He joined 
Mutual in 1937. 


3 tal and surplus all reached new all-time 
97 ; highs. 
Total gross income rose to a peak of 
$30,192,460—a gain of 13.7% over the 1955 
of record. Payments to policyholders and 
y’s beneficiaries amounted to $10,756,589, 
- bringing the total paid since organization 
the in 1901 to $105,112,420. This passing of 
em the $100,000,000 mark was cited in the 
rd report as “a great milestone in Mon- 
arch’s history.” 
itt E New business production shattered all 
ed = records, with yearly premiums on new 
ar Fj H. & A. insurance rising to $4,797,006— 
ne. 2 an increase of 15.1% over the 1955 
97 4 record—and with new life insurance vol- 
th “4 ume amounting to $87,022,294—a gain of 
Bi 4 18.3% over the previous year, 
Life Insurance in Force Up 16.8% 
od Premium income increased 13.2%, to 
$27,336,384. Health and accident premiums 
ir in force rose 12.6%, to $18,968,521, and 
ed j life insurance in force went up 16.8%, to 
an $381 ,006,404. 
in Monarch’s assets increased $8,582,086 
i : during the year, to a new peak of $68,- 
o- : 606,058. At the year-end total reserves 
al and liabilities amounted to $55,465,276. 
ly Assets exceeded reserves and liabilities 
r by $13,140,781—an increase of 15.4%. 
1e Income was greater than in any other 
‘o year in the company’s history, due to a 
ool substantial rise in invested assets as well 
r as increases in new business. Invested as- 
sets—representing 93.5% of total assets 
—went up $7,433,874 to $64,163,828. 
ae At 3.16%, net yield on invested assets 
ri continued to show the generally im- 
e proving trend of recent years. 
11 In again establishing new records for 
d a every phase of company activity, Mon- 
y arch increased its portion of the total 
re market for personal insurance, Mr. 
Young and Mr. Vanderbrouk reported, 
adding: 
“Growth, expansion and development 
are not, however, ends in themselves. 
They assume importance only as they 
a enable us to better serve our policyhold- 
E ers, stockholders, employes and the com- 
: ; munities in which we do business. This 
f & is our real goal—better service to every- 
: one with whom we deal or do business.” 
. It was noted that Monarch’s 1956 
4 & gains were made “in the most competi- 
e i tive situation we have ever encountered,” 
; i and that in line with its determination to 
i : Charles C. Rose Promoted 
e a Charles C. Rose, claims coordinator of 
r z Mutual of Omaha, has been elected an 
1 a assistant vice president of the company. 
) = V. J. Skutt, president, made this an- 
2 nouncement ‘following the annual meet- 
5 ing of the board of directors. 








provide the best services, the company 
marketed several new policies and re- 
vised other policies. 


e 
New Policies and Improvements 


A new family security plan was intro- 
duced in July, to be followed later in 
the year by a preferred risk, 40 payment 
life policy and a new professional over- 
head expense policy. Maximum cover- 
age under the Monarch’s major medical 
expense policy—first marketed in 1954— 


ability plans thoroughly up-to-date. 

Continuing to expand its field services 
and broaden its area of operations, the 
company opened three new agencies—at 
Madison, Wis., Green Bay, Wis., and 
Oak Park, Ill. This brought the total 
of agency offices at year’s end to 54. 

In addition to the comparison with 
1955, the report also indicated that Mon- 
arch has made remarkable gains in the 
past 10 years. Health and accident pre- 
miums in force have nearly tripled, and 


SPRINGVILLE, N. Y., AGENCY 


A business name has been filed in the 


Erie County, N. Y., clerk’s office for the 
Miller-Frank Insurance Agency, 65 E. 
Main St., Springville, N. Y., by Warren 
P. Miller and Paul F. Frank. 


STANDARD ACCIDENT DIVIDEND 

The board of directors of Standard 
Accident have increased the quarterly 
dividend to 50 cents per share payable 
on March 5, 1957 to stockholders of rec- 






was raised from $5,000 to $10,000. 


riders and rates were adopted early in 


New health and accident policies, 


1956 in order to keep Monarch’s dis- 


life insurance in force has increased al- ord 
most fivefold. Likewise, 
come has more than tripled, and assets 
have more than quadrupled. 


as of February 21, 1957. For the 
total gross in- past three years a quarterly dividend 
of 45 cents has been in effect. Dividends 


have been paid each year since 1940. 





THERE’S 


$125,700.00 


IN THIS FOR YOU 











COMBINED 
UNION LABOR 
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and Combined will equip you to get it 


We're not talking fancy figures to catch your 
attention. We’re simply pointing out a new 
agent’s potential earnings with the Combined 
Union Labor Plan. It could be more! 


Agents who qualify to specialize in the sale of 
this amazing plan, can earn, with Combined’s 
minimum production standards, over $7,100.00 
the first year. From then on, the plan provides 
rapidly accelerating earnings from new sales and 
vested renewals that can build into a retirement 
income of over $12,000.00 annually! 


The Combined Insurance Company of America 
will train you in the sales techniques and equip 
you with the merchandising materials that are 
making the Combined Union Labor Plan a big 
income producer for others. 


This is but one of the many outstanding 
‘package plans’ offered by Combined to assure 
you top earnings for your effort in the accident 
and health field. This is but one example of the 
unlimited opportunity for personal and financial 








advancement the Combined Group of Companies 
offers to agents. Get the details about Combined’s 
Union Labor Plan—and others of comparable 
potential—by sending the coupon below—NOW! 


Combined Group of Companies, W. Clement 
Stone, President: Combined Insurance Company 
of America, Chicago; Combined American 
Insurance Co., Dallas; Hearthstone Insurance 
Co. of Massachusetts, Boston; First National 
Casualty Co., Wisconsin. 


_ eer th oe ae rinanua eee 
Combined Insurance Co. of America, Dept. 9 | 
5316 Sheridan Road, Chicago 40, Illinois 
Gentlemen: I am interested in the details 
about the Combined Union Labor Plan — 
and others of comparable potential. 











Name 

Address 

City. State 
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February 22, 1957 

















Claude Freed’s Midwinter Gathering 


(Continued from Page 10) 


“savings through life insurance” which 
is Franklin’s forte. 
The speaker held close attention when 
demonstrated a business insurance 
presentation, ideally suited for daytime 
selling. He had used it successfully in 
his days as an agent, especially in talk- 
ing to proprietors. Here is this 
approach: 

“If something should happen to the 
responsible for 
would you lose the business? If 
business is worth $15,000 it would not 
be unusual to have running obligations 
of at least $5,000. Has it to 
you that if the person responsible for 


he 


sole 


person your business 


your 


occurred 


the credit in this business should die 
this $5,000 in bills would have to be 
paid right away. There are only three 
ways in which to do it: (1) your execu- 


would go to the bank and pledge 
to raise the 
could sell the 
and (3) you could 
$5,000 at 3% 
fund at 


tor 
the assets 
$5,000; (2) 
assets of the business, 


of the estate 


your estate 


set up a sinking fund of 


This would be an annual an 
annual saving of $150.” 

Mr. Budinger said that when he de- 
livered the policy, based on this presen- 
tation, to his client (age 56) the man 
looked at it and said: “Why, that’s just 
a life insurance policy. I have already 
told other agents in town that I didn’t 
need insurance. But now you have shown 
me convincingly why I do need the 
protection.” 


John B. Sanders’ 


Impressive Talk 


Next speaker was John B. Sanders, 
general agent of Lake Charles, Lr., who 
is a life member of MDRT and in his 


four years with Franklin Life has quali- 
fied for all of its honor clubs. Urging 
his audience to raise their production 
sights, Mr. Sanders said: “There is not 
a man among us who could not write a 
million dollars a year in life insurance 
if he set his mind to it. You can do 
it if you take the time and plan intelli- 
gently. People who succeed are just 
plain, ordinary life insurance men who 
make those few extra calls that mean 
so much.” 

Giving “case history” 
Mr. Sanders said that in 
earned income of $13,700 he felt that he 
had just about reached his limit. For 
four years he had worked nights, Satur- 
days and sometimes on Sundays. He 
couldn’t get his income above $1,000 a 
month. He became so discour: aged that 
one day in a moment of self pity he 
decided to cut out Saturday and Sunday 
work and to take it easy on week-ends. 
Then, he said, an amazing thing hap- 
pened; his income continued to stay at 
$1,000 a month. 


about himself, 
1952 with an 


This gave him the idea to quit work- 
ing at night, too. He spent a nervous 
month, lost some sleep, but found to 


his delight that at the end of the month 
he had again realized $1,000 a month in- 
come. 

“It was then I realized that man sel- 
dom reaches a point anywhere near his 
true limitations, that the real challenge 
is utilization. A smart man is really just 
an ordinary man getting a little greater 


percentage of this utilization. During 
their lifetime few men ever achieve 
more than 10% to 20% of their true 


capabilities. I began to wonder to just 
what length a man of average intelli- 
gence could actually go, if he could 
develop 25% or even 30% of this poten- 
tial. 

Set Up Daily Schedule 


“Thus, I started a series of 
ments and charts. First, I gave 
a definite schedule: 8:30 to 
morning; then 1:30 to 6 in 
noon. Night work, Saturdays 
days were dropped completely. 

“Realizing that I must accomplish a 


experi 
myself 
12 in the 
the after 
and Sun 





lot in a rather short time every day, I 
began to place a significant value on 
my time. By keeping records, I discov- 
ered just how many hours a day I spent 
selling, how many calls I made, how 
many interviews, ‘and how many sales. 
Then I set about eliminating everything 
from my work that was not a call, a 
interview, or a sale. 

“At this point, my time was worth 
about $50 a day, and I was beginning to 
realize that it was expensive to waste 
time. I discovered that a cup of coffee, 
for example, cost $2.50; a trip to the 
cleaners was worth $1; a stop at the drug 
store came to a couple of dollars more. 
And a little thing like taking the chil- 
dren to school cost $2.75. 

“A second car, luckily, 
of these problems for you. In fact, 
you'll actually make a profit. What do 
you care if the payments run $3 per 
day, if it increases your income $20 a 
day. However, an extra car won't solve 
everything. I found it was costing me 
several dollars a day to get people to 
the doctor for examinations, to remind 
others that their premiums were past 
due, and to perform any one of a hun- 
dred assorted chores that are a part of 
every insurance man’s normal routine. 

“The time spent managing my office is 
appalling. So I made a simple change— 
I promoted my secretary to office man- 
ager, gave her a raise, and told her to 
hire a secretary for herself. This office 
tactic gave me the extra time I desper- 
ately needed. I then proceeded to assign 
myself a quota of $100 a day in pre- 
miums. Now I definitely couldn’t afford 
to waste time. 

“Every night—at home—I made a long, 
long, prospect list. Every morning | 
scratched off everyone who wasn’t a 
pushover. I didn’t want any tough pros- 
pects; I didn’t have the time to argue. 
I also ran away from competition—it 
takes ioo long. 

“From a competitive point of view, I 
soon learned that you can write two 
policies in the time it takes to fight 
over one. And you won’t ruin your 
digestion. Incidentally, I won’t inter- 
view a prospect if another agent has 
an application on him—and I don’t mean 
one with the money on it like the book 
I mean any kind of application. 


will solve most 


says. 
Raised Selectivity Standards 


“Now that I was pressed for time, I 
became very particular about the type 
of business I wrote. I saw just how 
much it cost to make a past due collec- 
tion, or reinstate a lapsed policy. I 
definitely raised my standards. 

“From the records I had been keeping 
I learned that it took about ten calls 
for me to get the three interviews which 


each of my sales seemed to require. 
This ‘ten, three, and one’ ratio has 
stayed with me ever since because | 


have definitely made up my mind to have 
five ‘ten, three, and one’ workdays every 
week of the year. 

“As a result, I just can’t help getting 
15 interviews if I see 50 people every 
week face to face about life insurance. 
And I can’t help making five sales if | 
have 15 ‘yes’ or ‘no’ interviews with 
these people. And I can’t help but make 
money if I make all those sales.” 

Mr. Sanders, who does his share of 
civic work, said that this attitude toward 
his community pays handsome dividends. 
“T think that civic accomplishments are 
stimulating and, also, they give you a 
feeling of confidence that is not to be 
underestimated.” He described fear and 
time as “our greatest enemies” and said 
to treat them both with the utmost re- 
spect. He also felt that self-discipline 
is “a good device for the development 
of self-confidence if employed in the 
proper manner.” He closed by saying: 

“T can put my whole success for- 
mula in a handful of words: Set a weekly 
quota and set it high. Break it down 
into days and gt radually increase it until 
you feel like screaming. Then increase 
it some more. This will force you to 
utilize every minute of your time. Along 


M. T. BOYER WINS AGAIN 


Columbus General Agent Takes Mass. 
Protective-Paul Revere President’s 
Trophy 2nd Consecutive Year 
Martin T. Boyer, Columbus general 
agent for the Massachusetts Protective, 
and Paul Revere Life, won the Presi- 


MARTIN T. 


BOYER 


dent’s Trophy for two consecutive years 


—1955 and 1956. Mr. Boyer who has 
been with these companies since 1949, 
took the honors for over-all agency 


accomplishment in the national company 
award. He is active in local civic and 
fraternal affairs. 


Criticism From SEC 

In a New York City 
in SEC offices on Wednesday Chairman 
J. Sinclair Armstrong of SEC said some 
insurance 


press conference 


give insufficient 


data to stockholders in their reports to 


companies 


them. 


New Indiana A. & H. Assn. 


The formation of a Northwestern 
Indiana A. & H. association was effected 
at a recent meeting in Gary. Elected 
officers were J. J. Craig, Universal L. & 
A., president; R. D. Rice, All-American 
Casualty, vice president, and J. B. Elliott, 
Allanson Agency, secretary-treasurer. 

Speakers at the formation meeting 
were Bruce Gifford, managing director, 
International A. & Association ; 
Charles E. Ray, vice president, 
ates Life, Indianapolis, 
for IAAHU, and William Highfield, 
CLU, A. & H. director, Insurance R. & 
R., president of the Indiana A. & H. 


Association. 


Associ- 
zone chairman 





with this idea, set up a daily sales habit 
of ten calls, three interviews, and reach 
for one sale.” 


George Hatmaker Banquet Speaker 


At the banquet the speaker was George 
Hatmaker, Franklin vice president, who 
brought greetings from President Beck- 
er. He serves as executive assistant to 
Mr. Becker at the home office. 

Remarking that “this gathering typi- 
fies the Friendly Franklin,’ Mr. Hat- 
maker paid tribute to the wives attend- 
ing and said that “it is their helpfulness, 
understanding and inspiration which en- 
ables their agent husbands to become 
successful.” 

He then spoke about the company’s 
goals for 1957. First, there will be no 
complacency. The 1957 goal. of $700,- 
000,000 paid business, he predicted, will 
he realized. This is an increase of $100,- 
000,000 over 1956. He anticipates that 
Franklin will achieve the $3 billion mark 
in about two more years. “And by 1960 
we will be producing at the rate of $1 
billion of life insurance each year,’ 





Balloting Begins for 
A. & H. Man of the Year 


9TH ANNUAL AWARD OF IAAHU 
A. H. Wohlers, Chairman of H. R. 


Gordon Memorial Award Committee 
Announces Details; Deadline Mar. 3] 


The accident and health business will 
choose its ninth man of the year award 
winner in the time between now and 
early June. The International Associa- 
tion of Accident & Health Underw yriters, 
which sponsors the Harold R. Gordon 
Memorial award along with the Chicago 
A. & H. Association, is distributing nomi- 
nating ballots to all interested segments 
of the business, including State Insur- 
ance Commissioners. 

This “Oscar” award is given for out- 
standing contribution to the A. & H. 
business during the preceding year, or 
for sustained and meritorious service to 
the industry over a long period of time. 
Presentation will be made at the IAAHU 
annual convention, St. Paul, June 12-15. 

Any member of a local A. & H. asso- 
ciation may vote in the nominations; 
likewise any member of an insurance 
association, members of the insurance 
press, an insurance commissioner, or 
persons directly or indirectly connected 
with the A. & H. industry. 

All ballots must be sent to the chair- 
man of the 1957 award committee, Albert 
. Wohlers, c/o the IAAHU, Room 
1110, 330 S. Wells St., Chicago 6, not 
later than March 31. 


Awards 


Mr. Wohlers, who is with Youngberg- 
Carlson Co., Chicago, will be assisted 
on the award committee by Irving G. 
Wessman, Loyalty Group; E. H. O’Con- 
nor, Insurance Economics Society; John 
ee Burridge, National Underwriter, and 
Bruce Gifford, IAAHU 

The committee will review the nomi- 
nations and make its selection. Mr. 
Wohlers will make the presentation of 
the handsome plaque (contributed by 
the Chicago A Association) and 
citation at the St. Paul convention. The 
name of the winner remains a closely 
guarded secret until the time of the 
colorful presentation ceremony. 

Mass balloting in the nominations is 
discouraged. Only individual _ ballots 
should be forwarded to the committee. 
Each ballot must be accompanied by 
biographical and background data. Vot- 
ers are asked to state precisely why 
they think their candidate should be the 
recipient of the award. Additional bal- 
lots may be obtained from IAAHU 
headquarters i in Chicago. 

Recipients of the award in the past 
ten years have been: E. H. O’Connor, 
managing director, Insurance Economics 
Society, 1949; V. J. Skutt, president, 
Mutual of Omaha, 1950; William E. 
Lebby, former California manager, Mas- 
sachusetts Indemnity, 1951; the late Burt 
A. Hedges, Kansas state manager, Busi- 
ness Men’s Assurance, 1952; E. H. 
“Count” Mueller, Provident Life & Acci- 
dent, Milwaukee, 1953; John G. Gallo- 
way, Provident Life & Accident, Birm- 
ingham, Ala, 1954; E. J. Faulkner, 
president, Woodmen Accident & Life, 
1955; James E. Powell, vice president, 
Provident Life & Accident, 1956. 


Committeemen 


Ontario’s Hospital Plan 


To Cover Major Illnesses 
Ontario Government’s proposed hos- 
pital insurance plan, which may come 
into existence by 1959, will take care 
of the catastrophic incidence of sick- 
ness, according to Premier Leslie Frost. 
At the same time, it will ease or elim- 
inate hospital deficits. 

At present, an estimated 3,500,000 of 
Ontario’s population carry some type of 
hospital insurance out of the 5,500,000 
population. It is believed that a large 
field will still be left in which private 
insurance can operate after the govern- 
ment’s scheme hecomes effective, sup 
plementing those being proposed by the 
Ontario Government. 
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—says Tracy Prater who paid for 
293 cases (214 A&S—79 Life) in 1956 


Tracy Prater is a topnotch Tucson salesman . .. as evidenced by his record. For, in 
addition to his productive 1956, he paid for more than 300 cases (A&S—Life) in 
both 1954 and 1955. 


“But permanent success is more than just being a good salesman,” 
Tracy will tell you. 


“It’s the marriage of sales know-how and the right quality product 
. . - backed up by a claim record only associated with a policy- 
holder’s company. For, in the final analysis, what is best for the 
policyholder is best for me. And that is what counts! 


“Outstanding policies ...a good awards program—company 
training schools, sales conferences, persistency bonus . . . and a 
real feeling of teamwork between the Field and the Home Office 
reflecting the kind of relationship made possible by a company of 
its size . . . these are some of the things which make Paul Revere 
my kind of company.” 


Thanks to Tracy Prater—and career underwriters like: him—1956 was another year 
of substantial Paul Revere growth. Moreover this was a growth which reflects ex- 
panding opportunities for everyone in the Paul Revere family. And it’s the reason 
why many career underwriters are attracted to Paul Revere as a company interested 


in their personal progress. 
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